


HERE’S AMERICA’S 
FIRST TRULY 
UNIVERSAL HYDRAULIC 
% DOOR CLOSER 





Now | 
Announees “The 
eatest Door Closer 

liver Built [Roe 


Hold-Open Operation in One-Standardized 





Unit...Without Mechanical Change 





‘eseseeeeoeoeveee @ c TaAmmlieeeeeoeeceee eee eeeeeeeeeees 
TUR 
y FEA 
RAT! G V ER This one Closer does the work of four separate, 
2 e) 

af ang sKED FOR =" EEDS ordinary closers. Gives complete control through 

Y LV) 
EET Yo all standard swinging ares. Easiest regula- 

3 ME 
_pEsiGN co tion. Simplified installation by mounting plate. 
FoR YEA 


Compact. Lighter in weight. Smartest styling. 


ail 
\y Harmonizing finish. Thoroughly proved in 


VAT AN: LOCK (2 service. Complete package for installation on 


standard wood or metal interior doors. Write 





Eagle Industries, Inc. National Sales Representative F ” 
110 North Franklin Street, Chicago 6, Illinois or details. 


WOOSTER FOSS-SET NYLON BRUSHES ARE DESIGNED FOR 
THE PRESENT WITH AN EYE TO THE FUTURE 


“Acceptance” is too common a word 
to describe the high enthusiasm 
WOOSTER FOSS-SET NYLON 
a il BRUSHES generate among buyers of 
ter Foss-Set nylon fine painting tools. Here is everything 
longer and the longer F 
that a craftsman can ask for at a price 


you use it the better 


A__ ic becomes. that he is happy to pay. 


ti XX) 
(Ue, 
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IF IT’S WORTH PAINTING IT’S WORTH A WOOSTER BRUSH§ euceii 
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Here’s a Six-Shooter that’s 
hotter’n a pistol, pardner! 


For “sure-shootin’” selling, do your aiming with the 
Silver Six—six YALE Padlocks that just can’t miss. 


Ss 8 mest os _ 
aa ee oe ae 
Se 


We picked out the padlocks that people seem to take} 
to most, and hung them on a big silver-and-blue dis« 
play board that hits the customers right in the eye. 


a | 5 Six different models—three different price levels) 
FOR » & me A fine opportunity to sell your customers higher-grade) 
he YALE Padlocks on which your profit is bigger, too! 


Ask your jobber about the “Silver Six” —also about 
the free window and counter displays and those new 
silver-red-and-blue boxes that people say are the bests 
looking boxes in the hardware business. 


ey 


TG |THE YALE & TOWNE MANUFACTURING COMPANY 
f ff e STAMFORD, CONN., U. S. A. 
‘fg 
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Bethlehem Bolts are made from a tough grade 
of steel. They've got the straight shanks, 
smooth threads and easy-to-grip heads 
which are so much in demand. They come in 
more than 800 different diameters, lengths 
and types, making it relatively easy 
to meet the varied needs of your customers. 


They are good bolts. 
Your customers will like them. 
So stock up on Bethlehem Bolts 
— the popular, easy-to-sell brand 
identified by the attractive 
red-and-white Bethlehem label. 








BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation 
Export Distributor: Bethlehem Steel Export Corporation 


BETHLEHEM BOLTS 
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Master gives you 


the |right combination 
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bigger padlock sales 


"8 eeens 





ON A SAFE 














Handsome, rugged, dependable, here is a true Champ .. . the stand-out leader 
among combination padlocks! Its husky double-wall case offers the armored 
strength of hard wrought metals — brass over heavy steels The three-tumbler 
precision mechanism is smooth-working and trouble-free, without delicate 
parts to wear and fail. The strong steel shackle is automatically locked by a 
patented double-acting locking lever. The free-turning black dial with large 
white numerals and knurled brass knob give smooth operation and utmost 
readability. Master's Champ No. 1500 is the right combination for extra 
value — extra security — extra profits! Ask your jobber ! 


Master Padlocks 


EVERY ONE AN OUTSTANDING VALUE 





Master Jock Company, Milwaukee. Wis. e Worlds Leading Padlock Manufacturers 
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Every hour of every day, for one purpose or another, some 
of your customers need chain. Their needs will be perfectly 
met when you sell them Hodell chain. PAYS TO 


Welded or weldless, with or without attachments, Hodell DISPLAY 
chains of all sizes, types and finishes have been standards 

: sical HODELL 
of quality and dependability since 1886. cnetme 
Hardware dealers everywhere, who have been successful 
because they have gained the good will of satisfied customers 


1 . 
hold it! ... with Hodell. Teeyce goed tralle tei 
and they identify your 


Ask for a copy of our new catalog. ae ard kanes 
tor quality merchandise. 





JACK © SASH © SAFETY © LADDER © PUMP @ LIBERTY MACHINE © PROOF COIL © LIBERTY COIL © PASSING LINK © BULLDOG ¢ SAMSON « FLAT LINK © REGISTER 


ESTABLISHED 1886 


THE HODELL CHAIN CO. 


CLEVELAND 3, OHIO 
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costs jumping... profits slumping? 
OnE 


Mee 
CROSLEY 


radio franchise 


EARN BE A 


with no increase in overhead! 

It’s easy...in your windows, 
on your floor, these 

~NEW 1949 Crosley 


radios almost sell themselves! 





OPP — 


Your prospects are pre-sold with power 
packi~’ advertising in national maga- 
V1 h zines aud newspapers, coast to coast. 
Wha MG You tie-in to this sales push with prac- 
AWERTION tical promotion materials keyed to your 

local market . . . designed especially to 

tell your prospects you've got the 

helps assure terrific all-new 1949 Crosley radio 

ioht Mm itlailh dy 2 values. Ad mats—displays—direct mail 


—promotion that punches home sales 
where they mean profits in your pocket! 





Get in on the money . .. write, wire or 
Phone your Crosley distributor now! 


CROSLEY 


Division— {ZV€O Manufacturing Corporation 
Cincinnati 25, Ohio (C) 1948 





Shelvador* Refrigerators @ Frostmasters e Ranges 
Radios @ Radio-Phonographs © Shortwave e FM 
RA-2213 *R) Television @ Home of WLW and WLWT. 























9-104W: ivory finish, AC/DC 





9-121: walnut plastic, AC/DC 
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Tumblers’ 


There a 
cartons, bi 
wrapping 
minimum 


Write d 





Libbey BOUNCE Tumblers... 


make sales even easier! 





@ Now, you can sell Libbey’s famous “Bounce Tumblers”’ 6-to-a-carton. 


This new carton will attract “first-time” and regular 
Libbey customers, make it even easier to sell and profit from 


Libbey Heat-Treated Tumblers. 


And why not? 97% of the women interviewed recently preferred 
Libbey Heat-Treated Tumblers over all others. The ladies appreci- 
ate the thin-blown beauty and the economy of Libbey “Bounce / 
Tumblers” that last 3 to 5 times longer than ordinary tumblers. 


There are extra profits for you on these easy-to-display 
cartons, because they reduce selling, handling and 
wrapping time; hold inventory shrinkage to a 
minimum and simplify storage problems. 


Write directly to us for samples and prices. 


a 


This new 1% dozen carton of Libbey 
Heat-Treated Tumblers on your dis- 
play counter will bring you easy sales 
and profits. 


LIBBEY GLASS BOUNCE VOREEERS 


Copyright 1948, Ltabic) inthis Shikddon of Ceveet-tilenls lem Conbpeiny, Toledo 1, Ohio 
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ROM Atlanta, Georgia... King Hard- 
ware Company adds its endorsement 
to the related selling program of The 
Carborundum Company. Rated by Fortune 
magazine among the top fifteen hardware 
outlets in the country, this store was one 


—_—— - of the first of hundreds of successful hard- 
ware retailers who quickly recognized the 
profit-possibilities of tying-in the sale of 
abrasives with related items. 

Experienced in related selling, these stores 
find that compact related displays by 
CARBORUNDU.M aattract attention and 
L interest. New “Keep It Sharp” tags tied to 


cutlery and edged tools make selling easier. 
Turnover is faster. And extra profits pile 


up quickly. 

























™— Now is the time to put this successful plan 
to work in your store. Get complete de- 
tails ‘from your jobber. The Carborundum 
Company, Niagara Falls, New York. 





Knife 
“sharpener 
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Here’s the great new iron that started right off 
with high customer acceptance. It’s the new 
Hoover Automatic Electric lron. 

It has the friendly, familiar name women know 
and trust. 

It has the outstanding features women want to 
make their ironing easier, more efficient. 

It is backed by the reputation of The Hoover 
Company. 





lhe new Automatic Mlectric 


Hoover {ron 


A new product by the makers of the famous Hoover Cleaner 


It will have the same advertising support that 
has made the Hoover the most widely adver 
tised electric cleaner. 

With more women than ever wanting new 
electric irons, and with Hoover dealers having 
the answer to this demand in the new Hoover 
Iron, it’s easy to see why dealers set such high 


value on the Hoover franchise. 


THE HOOVER COMPANY 
North Canton, Ohio; Hamilton, Ontario, Canada 
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Here’s a simple way for you 
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to answer this question 


Identify your business in the ‘yellow pages’ (classified 
section) of the telephone directory. 

That’s where people in your community look when 
they’re seeking hardware products. 

Will they find you there? 

The brands of hardware you sell, the equipment you 
handle, the services you specialize in...all these points 
can be featured through your promotion in 
the ‘yellow pages.’ 


The Classified is the nation’s buying guide. 





For further information, call your local telephone business office. 
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No. 669 






























gear, step up your profits and gain extra-dollar volume 
with SUPERIOR metal trim... decorative, bright-looking, 
easy to install. Shown above are 24 fast-moving items, 
and Youngstown Manufacturing’s complete line in- 
cludes hundreds of others—all finished by the exclusive 


Dept. 4 Please send us literature and prices 


@ 











( Check) Catalog Price Lists Information on 
SHELL-PLU Sink 
Counter Covering 

Company am 

Your Name _ 

Address. 

City 





State 


No. 35! 
No. 129 
— a 


WHITH THE BUILDING and remodeling season in high | 


FROM YOUNGSTOWN MANUFACTURING'S COMPLETE METAL TRIM LINE. 
SUPERIOR SALES LEADERS 







TO GIVE YOU EXTRA- 
DOLLAR VOLUME AND 
BIGGER PROFITS 


No. 5 No. !01 No. 14 No. 63 No. 68 
No. 33 No. 34 No. 441 No. 31 No. 21 
l p No. 762 
No. 41 No. 344 No. 540 No. SII No. 269 No. 36 No. 262 No. 426 


Schuler luster process, and True-edged for perfect 
straightness. 

Send today for a free catalog and latest price lists... 
for complete information on SHELL-PLI, an attractive 
new sink counter covering — newest member of the 
Youngstown Manufacturing family. 


OTHER YOUNGSTOWN MANUFACTURING PRODUCTS INCLUD 


Sink Well Frames, Strip Cutters, Metal Shears, Mitre 
Boxes, Linoleum Rollers, Cove Base Corners and Stops, 
Linoleum Paste, Insulation Tile Adhesive, Waterproof 
Linoleum Cement, Nails and Screws, Curtain Rods, and 


SHELL-PLI Sink Counter Covering. 


YOUNGSTOWN MANUFACTURING, INC. 


66-76 S. PROSPECT ST. YOUNGSTOWN, OHIO 
MAKERS OF SUPERIOR METAL TRIM SINCE 1930 
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Make up to *60” Extra Sales to 


Every Heater Owner in Your Town! 


TRIPLE Summer Sales Opportunity | fyi Barrage of 


A-P Heat Regulator Set Adds 
Thermostat Comfort Control 


“Sales Ammunition” 


through sensitive thermostat. Ends 

wasteful overheating. Saves Oil. 
Makes heater AUTOMATIC. For all 
new or old heaters made since 1939 using 
A-P Model 240-DR, UR, or YR Manual 
Controls. 


} Accurately controls oil heaters 


ene Folders for mailing @ Direct Mail Broadsides 
Consumer Catalogs . Oil Control Tags 


A-P OILIFTER Ends Newspaper Ad Mats 
Oil Hauling 


Automatically “lifts” oil 3 stories P L U Ss 
? high to any vaporizing burner ap- 
pliance. Uses only one small copper 
pipe. Saves time, effort, avoids oil spill- 
ing, wastage. 
15-minute SLIDE- 
SOUND FILM for 
dealer and sales- 
man showing, 


entitled “Comfort with Automatic Heating,” 


Fuel Oil TRAP-IT Keeps together with “take-away” Slide Film Book 
Oil Lines Clean outlining details in film. 


Catches dirt, sludge, water. Im- 
proves heating efficiency. Reduces 


service and repair expense. , 
“Album of Famous Vaporizing 


Oil Burning Appliances.” 


... Listing and illustrating all 
Appliances using A-P Safety 
Controls — prospects for Accéssory Sales. 


070 


AUTOMATIC PRODUCS COMPANY 
2442 North Thirty-Second St. @ Milwaukee 10, Wisconsin 


28 OS OOS SOS SSS SS SS SSS SSS SSS SSS SSE 


Enter our Order for immediate shipment of : List 


—A-P Model 240-ED Heat Regulator Sets @ $22.97 
—_A-P Model 246 Oilifter @ $3448 


TIE-IN on this Accessory 
Sales Opportunity Today ae «sae 


Ask Your Appliance Jobber or Distributor for complete details Name 
and selling material OR RETURN THE COUPON NOW 
a 


DEPENDABLE oi conrrots Ciry___ 


Signed by —___ 
DESIGNED TO ELIMINATE SERVICING Our Jobber 


r 
' 
' 
' 
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Masterpiece of the Painter's Craft... 





















mastex Mrokes 


of UBM bwushe 


Your paint is spread more economically with this UBM 
quality wall brush. “Perfection” wall brushes have been 
accepted by the boss painter for over three and a half 
decades as the epitome of brush-making skill. Your in- 
quiries are cordially invited on this and other dependable 
UBM paint and varnish brushes. 


afip lied with the 


‘Use Brushes of Marit” 


UNITED BRUSH MANUFACTORIES, INC. 
116 and 118 Wooster Street, New York 12, New York 





Since 1890 one of the country's 





leading manufacturers of paint brushes. ; 
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elivered ALL FROM 


National Lock = eS 
























DISTINCTIVE CABINET HARDWARE — — ania 

Oe pee 
Four complete lines of distinctive, chromium-plated \ .a4 { &s 
kitchen cabinet hardware. Matching designs. Range é 
of prices to meet every need. Durable, attractive a) ae 7 
counter display boards, presenting the merchandise ip ( io tt 2 
for customers to see and examine. Individual items ene ' 
all envelope packaged, complete with accessory parts. _ =o 





National Lock 


FAST-MOVING N-68 LOCK ASSORTMENT 






This popular grouping consists of 9 regularly-called-for o 79 es 
locks, specially selected from our extensive line. Ideal '@ 7 2 
for both home and shop, they move fast... with an 
excellent profit to you. Colorful display board keeps 
locks in the spot-light. Each item individually packed 
in printed envelope for convenience of handling. 

























National Lock 


JBM EVERYTHING IN SCREWS AND BOLTS 
been 

half Wood screws, sheet metal screws, stove bolts, carriage 
r in- bolts... and a host of others to meet every require- 
lable ment. All lengths and sizes, with both standard and 


special heads. Carefully packaged and labelled, 
having specifications and description prominently lo- 
cated for ease of identification. 





Order from your jobber or write us for information. 


ROCK 


i a a oe ae 


i 
TLE LAL aN 
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MERCHANT SHEES Otvis ee 
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CAMPAIGN 


Reaches Millions..Sells for You! 


Get set to Tie In with this Profit-Boosting Promotion 


Again this fall, Dust-Stop National Adver- 
tising presells millions on replacing dirt- 
clogged furnace filters . . . reaches more than 
6 million home-conscious families, readers of 
BETTER HOMES & GARDENS, 
AMERICAN HOME, HOUSE BEAUTI- 
FUL, HOUSE & GARDEN. Bright, color- 
ful ads remind folks of the fuel savings and 
added comfort made possible by changing 
the air filters in their forced warm-air 
furnaces. 

With more than 2% million modern warm- 
air furnaces now in use, and new installa- 
tions running half a million yearly, furnace 


"2. mM. REG. U.S. PAT. OFF. 


A FIBERGLAS 


filter replacement is big business, profitable 
business . . . and it can be good business for 
you. You need stock only a few of the most 
popular sizes, take up little space in your 
store, to handle this attractive business that 
will help increase floor traffic. 

Get ready now to make the most of this 
profit-boosting promotion. Order a supply of 
Dust-Stop Air Filters and tie in by using 
the effective FREE display material and 
dealer advertising helps. Contact your 
Dust-Stop distributor or jobber today. 
Owens-Corning FiberglasCorporation, Dept. 
934, Toledo 1, Ohio. 


In Canada: Fiberglas Canada Ltd., Toronto, Ontario. 


swe 
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For proven 


) 7 PATENT | — >. 

= aay PROFIT 
HE IRS} REAL i : 

NEW PRUNING SHEAR STANDARD GRASS SHEA 
has 50% greater throat opening. Makes better, cleaner PERFORMANCE with cadmium plated, serrated blades. Up- 
draw cuts with less effort. Blade maintains a full length and-down action is non-tiring. Tilting $495 








seat on the exclusive self-adjusting, self-leveling aluminum stud keeps blades sharp . . . in con- 
anvil. Operates with simple leaf spring action. Has stant tension. 
thumb-tip lock for safety and convenience. 





sell the shears 

backed by the : 
best known 
name in the 


lawn tool 
industry 


. 
~ ; <4 
er eG Ce ES tap Oe 4 00° 
NEW HEDGE SHEAR 
with the famous scalloped blades. Grips twigs firmly 
+ + cuts cleanly without bunching. Durable green rubber 


handles absorb shock, provide cushioned grip. Fine cutlery 
steel blades are cadmium plated to resist rust and acid. 











LONG HANDLE GRASS SHEAR 


A PUSH 
Alp aoveRtisinG FOR EXTRA PUS! ee ee 
Doo ip ‘ leading home Trims hard-to-get grass. Blades ser- s 50 
aie ampaigns in rated ... . cadmium plated ... 3 
Seasonal advertising c these fast-selling self-sharpening. 


ublications back up 


and garden Pp and lawn tools. 


DooKlip garden 


Doo Kip 


“THE PROTECTED PROFIT LINE 


Onder Tlow FROM YOUR JOBBER 


icra ANS IS 
ENGINEERING AND MANUFACTURING CO. 


Alliance, Ohio 
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THE NEW PINCOR P-I8 ... THE POWER MOWER 
FOR USE ON SMALLER LAWNS 


; ; a ONLY 
No compromise with quality in this $ 5 0 
great new mower! Pincor-built 109 
4 cycle 1% H.P. engine and 
Retail Price F.O.B. Factory 


other outstanding Pincor features (Fair Troded) 
make it the buy of the year! 





Designed to mow small lawns! 
Priced to fit the purses of more 
small home owners! Wins hand 
mower customers over into the 
profitable power mower class! 

It's the key that opens vast new 
markets for your store! 


ACT NOW. Pincor 
products are sold 
direct to the dealer at 
fair trade prices. Write 
now for dealership 


information. 


PINCOR PRODUCTS 
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because of eel Fype... 


every kid has an ‘old swimmin’ hole” 


Our fond recollections to the contrary, the 
modern steel and concrete pool is a far cry 
from the sweet but dangerous pleasures of the 
old swimmin’ hole. 


Today millions of kids, and adults too, enjoy 
the healthful sport of swimming under 
conditions that are relatively safe, in water that 
can be as pure as that we drink and in locations 
often as convenient as the neighborhood movie. 


Yes, steel pipe makes it possible! 


Water where we want it, when we want it, in 
any quantity we want it, has become a reality 
through the economical mass production of 


STEEL PIPE MAKES 


» +» better living through pipes of steel for plumbing and heating purposes. 


steel pipe. Equally so, the transmission and 
distribution of other essentials . . . gas, oil, steam, 
chemicals . . . in uses that enrich our lives daily, 
depend upon stee/ pipe. 

The reason is simple. Steel pipe combines 
the qualities of economy, durability, adapta- 
bility and serviceability that make its uses al- 
most limitless. 


The interesting story of “Pipe in American 
Life’ will be sent upon request. 


COMMITTEE ON STEEL PIPE RESEARCH of American 
Iron and Steel Institute, 350 Fifth Avenue, New 
York 1, N. Y. 


IT POSSIBLE! 
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DICK MILLER 


Executive Vice President of Langley Corp. 


Announces 
Two New Langley 
Beauties! 


with ANTI- 
INERTIA 
Si sele)§ 
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Dick Miller personally field testing Langley Reel 


NEW “DELUXE LAKECAST”! 


The DeLuxe Lakecast is Langley’s newest 
reel in the medium price field. Polished 
chrome trim on the housing and end plates 
make this level wind casting reel a reel 
of beauty. Model No. 370. 


NEW “PLUGCAST”! 


The Plugcast is a narrow-spool level-wind 
reel in the medium price field. This narrow 
spool permits extreme accuracy and control 
with medium weight lures. Polished chrome 
trim on housing and end plates adds to 
the Plugcast’s beauty. Model No. 360. 








BOTH WITH NEW GEAR BOX CONTROL 


Now you can remove all gears 
in one unit for cleaning and 
oiling. No need to take reel UNIT 
all apart. Fast! Easy' Just two 


ALL IN 
ONE 


screws to loosen! 
Eliminates 75% of 
load on reel 


MAKERS OF FIELD-TESTED FISHING REELS 
LANGLEY CORP., 660 SECOND AVE., SAN DIEGO 1, CALIF, 


HARDWARE AGE, AUGUST 26, 1948 











‘More 
Now: Profits on 
V-Belts 


with the new Goodyear SerVomatic 


i, ite you can have a V-belt depart- 
ment completely equipped to 
service over 90% of all home-appliance, 
farm and small industrial machines. 
You can have it in compact space — 








yet with an eye-catching display that’s 





a constant reminder to your customers 
to replace their old belts with new. 


What’s the secret? The new Goodyear 
SerVomatic V-belt merchandiser. This 
handy rack saves time and space. 
makes inventories easy. And with it 
comes an array of useful selling aids 
that will help you use it to best ad- 


vantage. 


Best of all, you'll be selling a product 
of standout reputation and quality. 
made by “the greatest name in rubber.” 
Goodyear appliance V-belts incorpo- 
rate the same endless construction that 
has made Goodyear industrial V-belts 
the world’s first choice for low stretch. 
long life, and trouble-free service. 


For full details on this sales-making. 
moneysaving deal, see your nearest 
Goodyear Industrial Rubber Products 
Distributor, or write: Goodyear. 
Akron 16, Ohio or Los Angeles 54, 
California. 








SerVomatic—T.M. The Goodyear 
Tire & Rubber Company 


THE GREATEST NAME IN RUBBER 
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ad 
BALANCED TOOLS 


COMBINATION 


80 75 


Runa Slot above 
/ = wrench hooks shows 
eee: size and price of a 
glance .. . makes 

buying easy. 


The New Self-Selling Metco 


“No. 76 Dispensing Display Assortment 


76 much-in-demand wrenches in popular sizes only. Handy, attractively 
lithographed metal display rack does ‘round the clock double duty... 
it stocks AND SELLS! Boost your wrench profits with this fast-selling 
dispensing-display assortment of Metco “Balanced” Wrenches. 


Every Metco Wrench is precision-made of the finest Metalite tool steel, 
heat treated.for extra strength and finished in gleaming rust-resisting 
nickel-chrome. Tapered design, accurate broaching and scientific re- 
inforcemtent at points of greatest stress help eliminate ‘‘hand-fatigue.’’ 


ORDER from your 
JOBBER today! 
Or write direct to 


DIVISION METAL ENGINEERING COMPANY 
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134 NORTH LA SALLE STREET ° CHICAGO 2 





for the youngsters! 
Manufactured of special-alloy alu- 
minum, its featherweight lightness, 


durability and performance make it 


more than “just a toy”! 
Snow won’t pack on its 11 x 12-inch 


blade. 

It has a smooth, tubular aluminum 
handle; the blade has reinforced ribs 
for extra strength and it has an extra 
heavy riveted handle socket. 

Overall length is 35 inches — weighs 


only 17 ounces! 
Order Jack Frost early and enjoy the 


full profitable market for this quality 
child’s snow shovel. 


Packs 12 to a shipping carton. 


Weighs 13 Ibs. per dozen. 
Stock No. 365 


METAL PRODUCTS CO. AKRON 6G, OHIO 


SB AWIETIN 
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This Handy-cart and shovel set or wheelbarrow 
and shovel combination will appeal to both men 
and women as an ideal gift for boys and girls. The 
sparkling red enamel body and smart aluminum 


handles have plenty of eye-catching value 


Check these specifications: 


@ 22 gauge steel body (11” x 1312”). 





@ Tubular aluminum handles. 
@ 4%" wheels — molded rubber tires. 
@ Bright red, baked-enamel finish. 


@ Sturdy, matching shovel (5'2" x 7%” x 27”). 
Tubular aluminum handle 


/, 


_£ <“/A 
<a a —_~~, 
Bsa 

HANDY-CART SET NO. 391 W 


Cart and shovel set is individually packed in corrugated 


= 
_—_ 


carton. Standard package—one set. Weight 6'4 Ibs 


WHEELBARROW SET NO. 390 W 

Wheelbarrow and shovel set is individually packed in 
corrugated carton. Standard package—one set. Weight 
54 Ibs 


HAWN 


METAL PRODUCTS CO. AKRON 8, OHIO 
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GENTLE 





You know them all... 
and you know these products move fastest, 
sell more easily. But most important... 
they provide greater profits for you because 
they never stay long on your shelves. 


That’s how national advertising helps you 
...gets behind your stocks of these products 
-.-creates consumer acceptance...and 
gives your store the invaluable reputation 
of carrying trusted brands of quality 
merchandise. 


So when you see famous names like these 
advertised consistently in MECHANIX 
ILLUSTRATED ...to the top 2 million hard- 
ware customers... cash in on them. Display 
them prominently. Promote them regularly 
.- It pays. 


67 WEST 44TH STREET, NEW YORK 18, N.Y. 
360 NORTH MICHIGAN AVE., CHICAGO 1, ILL. 
643 SO. FLOWER ST., LOS ANGELES 14, CALIF. 
RUSS BUILDING, SAN FRANCISCO 4, CALIF. 
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GENTLE THOROUGH SWEEP, ING WITH A SWIFT. EASY 
a 
. Ms 


NEW PROFITS with a 
“| NEW ADDITION to a 


Famous Line... 


24 inch LAWN 
ERLELLO <p 





































y Heavy canvas duck 
- basket with rust- 
-§ proof bottom. 


Five individual 





sturdy bassine fiber 





— SAVES TIME AND ENERGY + NO RAKING 
The Excello Lawn Sweep removes 
leaves, grass clippings, small twigs and 
papers from lawns, sidewalks and 
driveways with swift easy action. Give 
lawns that well groomed look with an 


» Excello Lawn Sweep. 
Five sturdy individual bassine fiber 


Se | | more W 1 T h brushes mounted on steel shaft are 


adjustable to 22” sweeping height. 
Entire brush unit mounted on self-ad- 


justing steel ball bearings. Adjusting 
units are easily accessible, and positive 
in action. 


Semi-pneumatic rubber tires eliminate 
wheel-marked lawns. Heavy canvas, 
5 bu. capacity basket with rust-proof 


lawn products 5 bu, capacity basket, with rustproo 


easy to operate. 


Semi-pneumatic rub- 
ber tires. One piece 
tubular steel handle. 





Since 1902 
@ EXCELLO 16" HAND MOWER : 
| - HEINEKE AND COMPANY 
eee Se SPRINGFIELD ILLINOIS 
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WHY IS MASTER TUFBOY 
AMERICA'S MOST IMITATED 


™ aS 


STEEL TAPE RULE? uy, 


Why is it that its design has been copied and recopied by 
companies large and small ever since the first Tufboy was marketed in 
October, 1935? The highest tribute paid the Tufboy is that it has often been 
imitated and is today still the goal toward which leading manufacturers strive. 


















The answer is that good solid basic design cannot be improved. Store tested ideas and 
the valuable suggestions of skilled craftsmen the country over went into the Tufboy to fashion 
it into a rule whose perfection had to be copied to be sold. 

Master uses the same painstaking care in the selection of materials, design and con- 
struction of all of its rule products. It is your guarantee that the Master rules you buy and 
sell will give the long satisfactory service characteristic of all really good tools. 

For the dealer, Master Tufboy means a dependable sales-maker and a pleased customer. 
To the customer, it brings unsurpassed accuracy and pride in ownership... plus sheer value. 

identify your name with the best in steel tape rules . . . Master Rules are the right rules 
to sell .. . the right rules to buy. 


SEE US AT THE NATIONAL HARDWARE SHOW. 
OCTOBER 12-16... BOOTH 121. 





MASTER RULE MFG. CO., INC. 


201 MAIN STREET eo WHITE PLAINS, N. Y. 
General Field Sales Office: 


105 W. Adams St. e Chicago 3, Ill. 
BRANCH: P. O. Box 1587 Cakland, Calif. 
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IN DESIGN, materials and workmanship, 






we put only the best in EXACT LEVELS. 






When such high quality is put into other 







products, it usually means a correspond- 





are sold 
only 
through 













ingly high price. This is not the case with 





EXACT LEVELS —their price being only a little 







above that of other levels. 





Consequently, EXACT LEVELS not only possess top 






quality but they have the edge on quantity, also. 






More EXACT LEVELS are sold than any other kind. If 






you want fast turn-over in a quality product—send 









for information. 





EXACT LEVEL AND TOOL MFG. COMPANY, Inc., High Bridge, New Jersey 


coey7; MOLEVELS 


MAKERS OF THE WORLD'S BEST LEVELS 
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AMERICA’S BEST 


Over four hundred of America’s leading manufacturers will exhibit their 
products at the annual NATIONAL HARDWARE SHOW, the show that 
keynotes quality and value, to be held at Grand Central Palace, October 
12th to the 16th. 


These manufacturers--AMERICA’S BEST, will have on parade and for 
inspection the newest in hardware, houseware, mill supply, paint, fish- 
ing, hunting, garden, agricultural, automotive and sports equipments, 
at the most comprehensive exhibit ever assembled under one roof. 





BUYERS.---meet the manufacturers of the products you sell. See, examine 
and compare their products, then fill your buying needs for the coming year — 
with the best in the industry. =" ae 

[ 
Make your plans today, to attend the industry's greatest merchandising 
event of the year. ' 


CORRECT 


NATIONAL HARDWARE SHOW SIZE ¢ 


SCREW 
“S 





OCT. 12-13-14-15-16 - GRAND CENTRAL PALACE 


Fishing and Hunting Division---fourth floor 





[P———— —~Aepistration Coupon —— — — — > 


Save time by registering NOW. Fill in and mail this registration « ~ 
pon and your admission Badge will be mailed to you 


NATIONAL HARDWARE SHOW | (PLEASE PRINT) 


| 
ee a es | 


331 MADISON AVE. NEW YORK, N. Y. Firm - 


P ; —_ S t — 
FILL OUT and mail the registration coupon. Your admission | 
badge, which will admit you without further registration, will —— ‘ real “— 
be mailed to you. Type of Business _ — — Products Sold - l 
a jo (Please check below the classification of your business) 
YES---we will make hotel reservations for you. | 0 Wholesaler C Retailer D Dept. Store Buyer} 





po Chain Store 0 Migr’s. Agent © Importer-Exporter i Other} 
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WON-RISINE PIN, 
AND OVER IN BACK HERE, ees —_ SELF SEATING 
Bh ratheententap sada “» NO TWISTING, NO TURNING 






WOTOOL MARKS 


SMOOTH, BQUARE 
CORNERF 





GLEAN, ACCURATE 
GOUNTERSINKING 














SUPERIOR 





SMOOTH SOINTE 
NO BURRE ZA en 


3 





GORRECT NUMBER AND 
SIZE OF 
SCREWS 

ie , 

SPECIFIED BY 


jm MOST BUMOERS 


THE STANLEY WORKS 
New Britain, Conn. 












See us at f 
Booth Ne. 1, OISBTINETIVE 
Netioncwrawere = PACKAGING 
Oct. 12-16 












poo* 
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EYERCORD 





USE DECALS TO SOLVE YOUR 
PHYSICAL INVENTORY PROBLEM 


EASY TO APPLY Meyercord Decals score another hit! For © This new Meyercord system of business 


EXTREMELY DURABLE many firms, the problem of keeping an _ housekeeping saves time, material, costs, 
accurate physical inventory is solved labor. All your property—from type- 


quickly, and permanently... by lasting, writers, chairs and desks to tools, heavy 
durable, water-applied Meyercord Decals. goods and equipment—is unmistakably 
Full-color nameplates can be numbered _ branded by these colorful, legible, wash- 
serially—actually perpetual audit of able Decals. They're available in any size, 
company property for specific registration color, design. Application is easy. Inves- 
and assignment. Loss and theft are greatly _ tigate this economical solution to your 


ELECTIVE SERV reduced. Meyercord Decals stay put with- _ physical inventory problem today! Learn 
ICE out screws or rivets on any commercial how Meyercord Decals can help you. 
s 5 surface—even rubber or crinkle finish. | Write on company letterhead Dept. 11-8. 


MEYERCORD DECALS » FIRST *A-I-D TO BUSINESS 


Problem solving is a Meyercord specialty! Billions of Meyercord Decals are used 
throughout the world . . . as spot store signs, window valances; truck signs; lettering; 
nameplates, instruction charts; patent notices, etc.; on rubber or for crinkle finish; all-over 
plastic veneer; stock or special product decoration; as premiums offered men, women, 
children; as ““Thermo-Cals” for pottery, as home decoration—and even as edible Decals 
for trademarking fruit, vegetables and poultry. Every business can use Meyercord Decals. 


MEYERCORD PROVIDES FREE COUNSEL 
TECHNICAL AND DESIGNING SERVICE 


rs Men Lithagrephc Toi rindi 
Je MEYERCORDZ | 








U.S. NAVY PROPERTY 
Acctg. No. 
Cont. 

Navy Ident. No. 














































World's Lar c M f t r 
Uvm COUPSE OF MEDICINE one 


iF 
ocran a OF PHYSIOLOGY 
is Shahi 


%* ADVERTISE e IDENTIFY © DECORATE e WITH MEYERCORD DECALS 


ST.HELENA invewrory escoro 
SANITARIUM 


ano HOSPITAL “CO LAKE ST CHICAGO 44 ILL 
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people said we were crazy. 


matic Gas Water Heaters. 


in a buyer’s home. 


When we announced Duo-Therm’s first GAS Water Heater, some 


But though we knew we were newcomers going up against gas 
water heaters that had been on the market for years, we went 
ahead. And we’ve come out ahead! So have Duo-Therm dealers. 
So have buyers of the brand-new, grand-new, Duo-Therm Auto- 


Of course, we had 22 years behind us as leaders in the fuel oil 
water heater business. And we had seven years of field testing be- 
hind the new Duo-Therm GAS model before it ever saw the light 
But what helped most in this quick sales 
success is a rea/ line-up of quality features! 









































Just look at the features 
U R of the new Duo-Therm Automatic Gas Water Heater! 
r M 1. The best burner in the business! The quality for years of service! 

: exclusive Duo-Therm Equaflame, 6. Duo-Therm Aquanode! A special 
susiness built oversize for better mixing, magnesium rod lengthens tank 
I, costs, longer life. Designed with tapered life and prevents corrosion. Stand- 

head and special inner baffles with : : 
n type: Ae : ard equipment on all models. 

) precision drilled ports for perfect 
» heavy flame uniformity. No spot over- 7. Fiber Glass Insulation! Extra heavy 
stakably heating, no heavy liming in tank, layer of the best insulating mate- 
- wash- no noise. Easily removable. rial available reduces stand-by loss 
ay ee to a minimum. 

size, 2. Top efficiency combustion chamber! ’ one ; 

eas Kg Lf tava ape . 8. Complete adaptability to fuels! Con- 

. Inves- Thorough insulation... large iy set fh 

o your double doors for easy access to —_ lt ; eee — i 4 

! Learn burner . . . controlled supply of yo y ab AGA t a © er 

ce pre-heated secondary air. Pees oF aes ee Ge eae 

p you. types of gas. 

Ct. 11-8. 3. ee ag — 9. Exceptionally fast recovery! 25 gal- 
fer: es there are no coils to clog lons an hour on the smaller model 

ESS OF FUSt Owt. . 42 gallons per hour on the 

4. Finest control system available! En- larger models. 

> used tire system designed as an integral 10. Beautiful over all design! Perfectly 

tering; unit... 100% shut-off in case pilot proportioned, clean streamlined 

“pee goes out . . . sensitive, accurate design . . . attractive gleaming fin- 
thermostat. ish of baked enamel. 

omen, , . . 

em 5. Extra heavy tanks are built of heavy 11. Liberal Warranty and 10-year Pro- 
Decals gauge steel, high temperature hot tection Plan! A powerful customer 
Yecals. dipped zinc lined. Built to exclu- incentive—fair, practical, mer- 

sive Duo-Therm standards of chandisable. 
SEL 
ICE 


Compare Duo-Therm Gas Water Heaters on that point-for-point 
basis, dollar-for-dollar against any water heater on the market. 
Then you'll ask, ““Who's crazy now!” 


P.S. Alert dealers can get in on this sales opportunity. Write 





more than a million satisfied users 


Duo-Tuerm 


always the leader 


Division of Motor Wheel Corp., Lansing 3, Michigan 


U 


b 


for information. 









; = 
AUTOMATIC GAS AND FUEL Oil WATER HEATERS i PUBL O1L SPACE HEATERS ‘00 FUEL O1L FURNACES 


Duo-The 


rm isa registered trade mark of Motor Whee! Corp., Copyright 194% 
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brand...with the 
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503-G BUBBLE-LITE TREE 
A hit... in green tree 
or white. Push button 
switch, add-on plug. 


Sell NOMA— | 
best-known name in 
Christmas lighting— 

é 25 to 1! 


2, | @ 471 BuBBLE-LITE 
ge, “series type. 
“4h, * Metal clip 


oA i ' holds upright . 


on tree. 


110—8-LIGHT series set 
with berry beads. Outlet 
in plug 


, 3017 —7-LIGHT set with round 
bulbs — multiple wired. Berry 
beods, add-on connector 





k 
a 
selling 
year! 

of Nor 
centrat 
your Si 
the be 


from } 
NO 


| 
| 


» 


BLE-LITE 
type. 
| clip 
ipright . 


















Yes sir, NOMA’s. 

the brand that 

helps distributors 
and dealers make 

more money 


The only brand consistently = 


backed by national advertising oer ary 
and promotion 


‘ 


You can always 


count on NOMA 
... tops in 








AOR 
% 


509 BUBBLE-LITET series string, = 2m | 
a top seller! Cord has add- . “y y A 
on plug. 


HEY bubble! They sparkle! T hey SELL! Noma’s i 


amazing Bubble-Lites and Bubble-Lite trees! The 


selling sensation in Christmas lights, last year and this 

year’ You'll want them and the whole fast-moving line 

of Noma color lights. Backed by the biggest, most con- 4 \ » © * —. 

centrated national advertising in Noma history to speed » % «fi d 
6 4 me 3415 INDOOR SET 

your sales of Noma lights. And make Noma even more ' scee-teleamers tove tt 


; 15 lights —each burns 
the best-known brand with the greatest demand. Orde) we - independently 


from your wholesaler now! "Reg. U. S 


tTrademort 


NOMA ELECTRIC CORPORATION . 55 West Thirteenth St., New York 11, N. Y. 












Continuous melody 
catches 
customers! 


7 iio sales appeal makes 


Choice of finishes: 
White and Chrome or 
Mahogany and Brass. Epwarps ill 
Actual Size: 1142” high 


5” wide—3” deep. 


reais for $7) QR : “Whe door chime of the year! 





Here’s an ear-full of reasons —S a re 


CONTINUOUS MELODY — the Chordette III is the only door 
chime that makes music as long as the caller pushes the button. 
Those clear, melodious notes carry beautifully —can be plainly 
heard anywhere in the house from cellar to attic! 


sound like 


chimes! 


MAGICAL TONE — pure and perfect, because it’s electronically 
tested on the Sonoscope, an exclusive Edwards electronic tester 
that’s five times keener than the human ear! 


Sure-fire sellers — more 


“musical hits” of the 





year—Edwards non-elec- 
THREE SIGNALS — instead of the usual two! Each is distinctly Rewistorszes tric Door Knocker 
different, easily recognized. One for the front door. Another for 

the back door. A third as a personal choice signal ...a single 
note for telephone paging, dining room call, or any other use 
such as side door. 


NATIONALLY ADVERTISED— Edwards national advertising pre- 
sells the Chordette III for you in such widely read magazines 
as Saturday Evening Post, American Home, and Better Homes 
and Gardens. THE CLASSIC 


Retails for $6.95 
ORDER THEM TODAY FROM YOUR DISTRIBUTOR 


Chimes. Bright polished 
brass in two attractive 
styles. The Fairfax...for 
those who prefer Colo- 
nial design. The Classic, 


for those who like mod- 





ern simplicity. 















: EDWARDS AND COMPANY 
CA v NORWALK, CONNECTICUT 
! WARDS Cis Chimes In Canada: Edwards of Canadas, Ltd. 
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“Trade Mark 


HARDWA 


Last season’s overwhelming demand for Firestone Velon 
Screening means big sales and big profits for you next 


— 
Spring when you stock and feature rolls of Firestone Velon. 
Homeowners want this sensational plastic screening 
because it won’t rust or corrode to stain the housefront... 
never needs painting...takes rough handling 
without bulging, denting or breaking... 
stands up under sun and salt air. 
Velon cuts with a scissors and leaves no sharp, dangerous\ 
e ends. It’s easy to frame—lasts for the life of the house. 
, Cash In on Firestone’s National Reputation 
Make the most of this bonanza business. Ask your SS 
; wholesaler for free merchandising aids: consumer Ss 
folders, window streamers, counter cards, newspaper 
. mats and Velon Screening samples. Get your order —— 
in early and stock up heavily, to get every bit of 
business that’s coming your way! 
ie 
-y 








=a “Trade Mark 
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... BECAUSE IT CAN'T 





ROT 











You are cordially invited to visit Booths 5 and 6 
at the National Hardware Show, 
Grand Central Palace. New York City, 


October 12th to 16th. 







mo Yn > 

Guaranteed by > 

Housekeeping 
co - 
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IVP) :Yoled @ BLACK RUBBER COATED 


FARM BASKETS 


UTILITY TONGS 
Ideal for handling ice cubes, 
hot foods, sterilized bottles, 
































etc. Positive grip on smallest 











objects. All steel with heavy 


nickel plate Farmers, storekeepers, housewives ...anyone who han. 


dles fruits, vegetables, eggs and all types of root crops are 
prime prospects for Androck Farm Baskets. Quality con- 
> 2 struction throughout with heavy coating of black rubber, 


BALE HANDLE Q U 


with easy, 
comfortable grip, @) ge | 
@ RUBBER COATING 


prevents bruising Today’s « 
of crops. 































EXPANSION wegany 
STOPPER 2 pot SIZE Builders 
Durable and i- OP; mi 
tive. Do ake it gg bottom (same 
shoulder seal! pre- 1” high. 
vents gasleakage. 

CAPACITY 





¥% bushel. 


RUBBER COATED FARM S g 


BASKET Cat. No. 2934 










“GAS-TITE” DISPLAY CARD 


Fits over bottle neck, holds 12 stoppers. 
Free with box of two dozen stoppers. 





“NOVELTY 


Wem 7! CARROLL AVENUE | eee e CD Ob SM oD 8k (’) 


CHICAGO 24, ILLINOIS 
World's Largest Manufacturers of Bottle Openers and Can Openers 


FACTORIES: WORCESTER, MASS., ROCKFORD, ILL., NILES, MICH. 





Consists of | 
stamped latc 
Finishes: Bra 


CH A MPION Heco Precision Machined Steel st 
mueGes GROUND JOINT UNIONS 


Door Bolts © Brace to Steel Seat é 


i A BETTER PRODUCT + PRICED COMPETITIVELY 




















These unions are precision ae 
machined from cold finished ft 
bar stock on multiple spindle 


= 











No. 3715 Brass automatic machines, resulting peatete ot 
No. 3710 Steel in better alignment and closer Tegco emer 
Bracket 1% i brass or b 
; tolerances. 250 pounds serv- j oll 
Packed with screws, one dozen ice steam pressure; 500 § satin. 
in a box, 24 dozen in a case. pounds non-shock service cold L. 
: oe ee 
_ P ia Se A n S pressure. ‘ 
Durability and security are built into these CHAMPION ofl, woter and gus p 5 
. : : Plated. Made to U. S. Gov- 
Mortise Door Bolts. You will find them quick and profit- sitarett 
a a ernment specifications under . 
rigid inspection. Heco unions F 
Bolt is made of cut steel with an accurately machined have been approved by the s 
rack and pinion. Underwriters Laboratories for ; 
. i ing hazard- ‘ 
These bolts are especially adaptable to use for added ase on Gass earyng 58 - 


i ous liquids. 
security on entrance and rear doors of homes and apart- q 


ments, Heco also makes a line of plated precision machined steel 


; : pipe fittings—caps, couplings, reducers, bushings, plugs- 
Nearly all hardware jobbers handle some products : iis Consists of 


in the big CHAMPION line. PROMPT DELIVERY © COMPETITIVELY PRICED | | <'.°"2" 


brass or bro 
Write Dept. HA for name of your nearest jobber. Nickel or ¢ 








The 
CHAMPION HARDWARE C0. 


GENEVA, OHIO 











HECKETHORN MFG. & SUPPLY CO. 





Mpaitarels  HECO; COLORADO TEC 


HARDWA 








’ 3 
If its a CHAMPION ifs a winner 
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o. | QUALITY BUILDERS HARDWARE 

ccip || OPENS THE DOOR TO FINER LIVING 

-OATING 

weulsing Today’s conditions make it doubly important for you features ... factory cooperation—all add up to more 
to investigate the many quick-selling features of Tegco sales, more profits. Push the TEGCO LINE and you 

IZE Builders Hardware. Low prices ...easy installation push the PROFIT LINE! 

” (same mortising for all sets)... exclusive mechanical 

F 

ED FARM 

No. 2934 











ee | 


Consists of No. 361 glass knobs and No. 55 
famped latch. Wrought brass orbronzeroses. 











5, 1948 





Finishes: Brass, Bronze, Nickel or Chromium. 
Polished or satin. Straight or split. 









7 361 x 57 
Consists of No. 361 glass knobs, stamped 
latch and No. 57 steel locking unit. Patented 
Tegco emergency release spindle. Wrought 
brass or bronze roses. Finishes: Brass or 
Bronze x Nickel or Chromium. Polished or 
satin. 





Consists of No. 438 metal knobs and No. 55 
stamped latch. Wrought brass or bronze 
roses. Finishes: Brass, Bronze or Chromium. 
Polished or satin. Straight or split. 








Val 
438 x 57 


Consists of No. 438 metal knobs, stamped 
latch and No. 57 steel locking unit. Patented 
Tegco emergency release spindle. Wrought 
brass or bronze roses. Finishes: Brass x Chro- 
mium; Bronze x Chromium. Polished or satin. 





Consists of No. 361 glass knobs, stamped 
latch and No. 57 steel locking unit. Patented 
Tegco emergency release spindle. Wrought 

ass or bronze roses. Finishes: Brass, Bronze, 
Nickel or Chromium. Polished or satin. 


TECHNICAL GLASS COMPANY, INC. 7°: 
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Consists of No. 438 meta! knobs, stamped 
latch and No. 57 steel locking unit. Patented 
Tegco emergency release spindle. Wrought 
brass or bronze roses. Finishes: Brass, Bronze 
or Chromium. Polished or satin. 
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CYLINDER LOCK SETS 


5 pin tumbler, key-in-knob design. Standard 
size brass pins and phosphorous bronze 
springs. Brass cylinder and plug. Three brass 
keys and brass anti-jimmy plate with each set, 
Exterior knob and rose 2%” in diameter. 
Stamped latch. Can be keyed alike to any 
number of combinations with either regular 
or master-keying. Sets keyed alike are indi- 
vidually packaged and taped together. Inter- 
ior knobs No. 438 and No. 361 shown with sets 
above. Finishes: Brass, Bronze or Chromium, 
Polished or satin. Straight or split. Same mor- 
tising required as for Tegco passage, bath and 
bedroom sets. Simple keying action requires 
use of one hand only. 


2050 East 
Angeles 11 


46th Stree? 
Calif. 
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NON-INFLAMMABLE 


ACTIVE INGREDIENTS ‘ 
Pyrethrins ‘ ‘ 02% * 
DOT Dichioro-Diphenyt-Trichioraethane 3.0% 
‘Viperony! Butoxide 
Miners! Oi . 3.3% 
Methy! Nophtholenes 10.0% 
"Equivalent to 1.2% (Butylcorbityl) 46 Propy! Piper 
ory!) Ether and .3% of other reloted compounds 
INERT INGREDIENTS 
Propeliont Freons 11 ond 12 §2.0% 
Meonufoctured by TETCO CO 
~ MOS ANGELES, CALIF. + VALPARAISO. IND 
; sisi , 




















16 ounce INSECT-O-BLITZ 
PRICE REDUCED 


This is the high efficiency aerosol bomb which is so 
familiar to retailers as the aerosol quality leader. Exactly 
as used by the armed forces. Full 16 ounces. 3% DDT 
combined with 2% Pyrethrums (0.4% Pyrethrins) in HIGH 
PRESSURE FREON AEROSOL. RETAIL LIST PRICE $2.00 
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A Quality 12 oz. Aerosol 
at a Competitive Price 


After months of testing many different formulas, con- 
tainers and dispensing valves, the NEW 12 Ounce 
Insect-O-Blitz is now on the market. This is our answer 
to the deluge of requests for a competitively priced 
Insect-O-Blitz which still maintains the Insect-O-Blitz 
quality. Look at these features which put the NEW 
Insect-O-Blitz at the head of the “Quality Parade.” 
FORMULA—3% DDT, 0.2% Pyrethrins and 1.5% Piper- 
onyl Butoxide, one of the newest chemicals developed 
in the insecticide field. A high efficiency formula which 
insures the highest degree of kill. 

CONTAINER—A sturdy steel container with an eye-catch- 
ing, sales-fetching design. Built to exacting standards 
which will actually hold many times the pressure used 
with complete safety. 

DISPENSING VALVE—After experimenting with many 
“trick” valves of various designs, our engineers have 
accepted only this sturdy aluminum screw-type valve. 
The NEW Insect-O-Blitz valve permits easy control of 
the volume of spray, with no sticking, no leaking. 


RETAIL LIST PRICE $1.50 


Dealer, jobbers write for full details, prices and 
sales promotion helps 
Insecticide Division 


Telco Co 


458 S$. Spring St. + Los Angeles, Calif. + Factory: Valparaiso, Ind. 
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Heres Your Lucky 7 / 


MANNING BOWMAN ANNOUNCES A COMPLETE 
QUALITY HEATING PADS 


LINE OF HANDSOME, 


Manning Bowman now offers you the fin- 
est line of heating pads—one you'll warm 
up to fast! And so will your customers. 
Yes, and these quality heating pads offer 
seven big advantages: 


I. Now there’s a Manning-Bowman quality 
heating pad—priced right—for every use, for 
every customer. 


2. You can assure customers that only the 
best materials and finest workmanship go into 
these heating pads. Manning Bowman qual- 
ity craftsmanship has been known since 1857. 


3. All Manning-Bowman heating pad covers 


are handsomely designed and are easily re- 
movable for cleaning. 


4. Manning-Bowman heating pads range 
from 3-speed heats to 3 specific heats, from 
moistureproof to waterproof, All are thermo- 
statically controlled; all carry the Under- 
writers’ Laboratories approval. 


5. On the long, 8-foot cord of Manning- 
Bowman heating pads there’s a handy thumb 
switch that can easily be clicked to low, me- 
dium, high or off positions even in the dark. 
6. Manning-Bowman heating pads are flex- 


ible—easy to wrap around arms and legs. 
They're perfect bed warmers, too—and swell 






aa ( 
y He 


" 
} 
R 


for taking chilly dampness from bedding. 

7. Packages are attractive, eye-catching. 
Covers are colorful and in good taste. There's 
a Manning-Bowman heating pad to fit every 
pocketbook, every purpose, every decorative 
plan. 

In heating pads as in other things, 
“Manning Bowman Means Best.” In fact, 
during all our years of making heating 
pads, we've never had a single complaint 
about them! Better phone your distribu- 
tor and stock up on this new Manning: 
Bowman heating pad line. You'll have the 
highest quality line in town! 


Manning Bowman Means Best 


Master Craftsmanship in Quality Home Conveniences Since 1857 


Manning, Bowman & Co., Meriden, Connecticut * In Canada: Manning, Bowman & Co. (Canada) Ltd., Oakville, Ont. 


THE LINE THAT'S ALWAYS IN DEMAND 








HARDWARE AGE, AUGUST 26, 1948 43 








PHILADELPHIA STORE 
SELLS QUT FIRST DAY! 





CUSTOMERS CLAMOR FOR COLORFUL CARTONS. They’re sturdy and eliminate 
wrapping and handling. These four matching tumbler sets include a size 
and shape for every home need: 5 oz. Fruit; 9 oz. Water and Milk; 9 oz. 
Tall Beverage; and 12 oz. Iced Beverage. 





Made by the Makers 
of Famous Pyrex Ware 


Corning Double-Tough Tumblers 
are made by the Corning Glass 
Works, Corning, N. Y. Used for 
years in hotels, restaurants, and in- 
stitutions, they outlast ordinary 
tumblers 3 to 1. These same tumblers 
ure now attractively packaged in 
sets of 8 for home use. 


14 








—_— 


Full Page 
Full Color 
Ad Breaks 


Septem ber 15 


in 


EVENING 


POST 


On September 15th over 15,000,000 
POST readers will see this full page 
ad announcing the toughest tumblers 
made. Leading dealers all over the 
country are planning special pro- 
motions on Corning Double-Tough 
Tumblers to gain full benefit from 
this big national campaign. 











180 New Matching 
Sets of Corning 
Double -Tough Tumblers 


Sold Before Closing 


NE OF Philadelphia’s leading 
stores placed their initial ordet 
180 assorted sets of thi 


new Corning Double-Tough Tum- 


for 60 cases 


blers. Before closing time the first 
day, every set was sold! 

This is just one of the many stores 
reporting sales far beyond their most 
optimistic estimates. Introduced it 
June, this line of matched tumbler 
sets has been making retail sales his- 
tory all over the country. Repeat 
orders have been coming through 
daily. 

National Advertising on these at- 
tractively packaged sets will break 
on September 15 with a four color 
full page ad in the SATURDAY 
EVENING POST. Plan to run a spe- 
cial promotion on Corning Double- 
Tough Tumblers, to tie-in with this 
campaign. Check your stocks of this 
fast moving line. Your PYREX 
Ware Distributor will fill all orders 
promptly. Kasel backed mounted 
reprints of the POST ad, dealer 
mats, and other free promotional 
material has already been mailed 
If you have not yel received youl 


merchandising kit, write today to: 
Consumer Products Division 


CORNING GLASS WORKS, CORNING, N.Y. 


“CORNING”, “PY REX” and “DOUBLE- 
TOUGH ” are registered trade ma f 7 
Corning Gla Works in the U) f 
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Model 520-B 
Above) Holds 
00 Ibs. of coal. 


Model 420-A_ (Above) 
with built-in Automatic 
Draft Regulator. Fully 
porcelain enameled. Holds 
100 Ibs. of coal. 








COAL HEATERS 


The Southern Coal Company network of ware- 
houses throughout 27 states assures WARM 
MORNING dealers the kind of speedy service that 
adds to profits. 





No matter where you’re located in the areas we 
serve, there’s a Southern office within easy tele- 
phone distance. You are always sure of getting the 
models of WARM MORNING Coal Heaters you 


want when you want them. 


Outsell All Others! 


More than a million of these amazing, patented 
heaters have been sold—and their popularity with 
consumers continues to climb. Now, with the com- 
plete line of FIVE MODERN MODELS in three 
sizes you are assured a more extensive sales range 
than ever. There’s a model for every heating re- 
quirement—each a leader in its class. Remember, 
WARM MORNING is the only heater of its kind 
in the world—with a long list of important sales 
features that makes them steady profit producers. 





Model 818 — 
(Right) Fully 
porcelain 
enameled with 
chrome trim. 
Holds 100 Ibs, 
of coal. 





FREE—Book of Home Plans—12 beautiful low-cost Small 


Model 616 


(Above) 1612 in. Honxs designed by nationally known architect especially 
equare. Holds 60 ‘ . . mye . . 
. of coal, for heating with space heater. Write today for Free Sample. 








pSenthow Company, Tue. 





t Distributor of Warm Mo Coal Heaters 


, Chicago, Knoxville, Louisville, Nashville, 
san, Sian Memphis 1, Tenn.’ Canadian Agent: Boon-Strachan Coal Co, Lid, Montreal, Quebec, rus-4) 
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GOLDBLATT 
TROWELS 
st Choice 


of Plasterers and 
Cement Finishers 





A 
COMPLETE 
LINE OF 
FIRST 
QUALITY 
TOOLS FOR 
ALL MASONRY 
TRADES 


IMMEDIATE 
DELIVERY 


ILLUSTRATED 
CATALOG 
MAILED ON 

REQUEST 


ATTRACTIVE 
DEALER 
DISCOUNTS 





























ADE wan eccierEeRED 


Nationally Advertised Since 1885 


GOLDBLATT TOOL Co. 


1622 WALNUT STREET 
KANSAS CITY 8, MISSOURI 
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TWIX 


QUALITY TOOLS AT POPULAR PRICES 


~*~" Model P-121 
All Steel Unbreakable 
Non-Adjustable Block 





THAT WIN INSTANT ACCLAIM Jhnoios = 
Jt “4 
_ 2 
2 Pi 


Wye 


Bs “Model AP-120 
Ga) Lf *All Steel Unbreakable 
ws 2a Adjustable Block Plane. 
\v) J 

Model B-105 


Sliding Bevel. 


( 


: a oe 

ad 

<~ Model HP-125 
*All Steel Unbreakable 
Hobby Block Plane. 


“Model G-115 


Jobber’s Drill Gage. Model HM-131 


Hobby Try Mitre Square 
with sturdy plastic 
handle. 





Model RL 113-2 
New 6 ft. Aluminum 
Folding Rule. Satin Fin- 
ish, Black Numbers on 
Both Sides. 


Combination Square 
with level and scriber. 


Ke . Od 
, 6 Model S-107 BX ued) Model L-111 


*10" Adjustable Bench *Adjustable Level Jr. 
Level. Carpenter Square and 


2 vial spirit level. 


/ 
( ip Se Model C-102 


s 
Model M-119 Try & Mitre Square with 
Vise Type *Mitre Box. BS level. 


ee 

Model P-108 

*Protractor & Drill Gage 
4 tools in 1. . 


Model BD-124 


*Universal Hand Drill 
Positioned at any angle. 


Model D-106 
*Handy Home Tool 
6 tools in 1. 


Pat Pending USA 
WATCH FOR ADDITIONAL TOOLS 
NEW NUMBERS APPEARING REGULARLY 


TWIX MANUFACTURING COMPANY, INC. 
40-09 2lst STREET, LONG ISLAND CITY 1, N. » 4 
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Yes sir, Mr. Dealer . . 
this sparkling, newly designed line of screw and nut driv- 


. you'll be amazed and delighted with 


ers...and the way it steps up sales. Mechanics, craftsmen, 


home shop enthusiasts . . . in fact everyone who likes tools 














. can’t resist the beautiful, clear Amberyl* handles and 
precision-built high quality steel blades. They look like the 
industry's finest, and they are! Fill all your screw driver needs 

BRIG ATED from one source through the easy-to- 
pmium Pt read Vaco Catalog, and watch your 
ani | profits grow! 
cHnOm Te 
317 EAST ONTARIO STREET 
yst-PROOF CHICAGO 11, ILLINOIS 
FINISH “Trade Mark Registered 








Ga LET THIS BEAUTIFUL SCREW 
size Tobles DRIVER DISPLAY HELP YOU SELL! 


, never 


this ons ,¢he gee 
Send jystrot! ay ageee thet The | 
ored W it, YOU ‘ ne 10 . 
290 co 08 lo UE ge ae A 
hara- aa 





has Bee Complete Pie Geld n 
pusiness- 1 Covers ait dustrial, an 
\ ro the - ive, OP pegulat 
ware, f 10 ene driver SYP head, ec 
Ss 7 t y 
, r "most eel g Prince wy noldia scre 
Phillips © drivers, SET aig alignins 
includes nu \iwm drivers aus” neon i 
“cho , . 
drivetss yo 0 drivers» “blade Kits, sift i iH 
cools, Jer" erchan abl jastic B mmer> 
drivers ss puilt unt »P \ dis \ays ° Put one of these csaaniane boards 
sets custom 40 ivid his catalog out where store traffic can see it and 
more thao need ¢ watch those drivers sel]! The spark- 
an + og irems- ling Amberyl* handles stand out like 
selling’ DAY ; . 
- fast- 4 fot st, t jewels against the cream background. 
a | sen Board and shelf stock include 110 
— mixed square and round regular and 


Phillips blades. This board is a prov- 
en “natural’ for the hardware trade! 





@ More Selling Features Than Any Other Line! 

@ More Styles and Sizes Than Any Other Line! 

@ More Attractive Displays Than Any Other Line! 
@ More Big Unit Sales Than Any Other Line! 
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lemperature at a ae 





/ 

‘Cash in 
/ On The | 
Swing To | 


/ 
/ pli 


\ : INDOOR-OUTDOOR 


\ ~~ THERMOMETER 


‘ 
‘ 


The new Marsh Duo-Temp is certainly one of the outstanding 
sales successes of the year—or any year! So right now— 
while the added appeal of something new in indoor-outdoor 
thermometers is giving it extra sales power—is the time to 
cash in with Duo-Temp. 

We have developed a “package” that brings you six Duo- 
Temps, an attractive full color display for window or coun- 
ter showing an actual Duo-Temp in use, and a generous 
supply of descriptive circulars, also in color. 

Duo-Temp is the first and only fully mechanical indoor- 
outdoor thermometer. Outdoor temperature is shown on the 
top scale; indoor, on the bottom scale of Duo-Temp’s big, 
easy-to-read dial—a welcome change from the hard-to-read 
glass tube thermometer, It is attractively different to look at, 
handsomely styled for the finest interior. Because it is entirely 
mechanical, there are no glass tubes to break; none of the 
inaccuracies due to separated columns of mercury or spirits. 
Installation is a pleasant task anyone can perform in a 
few minutes. 

At the retail price of $6.75, Duo-Temp is a truly sensational 
value. Only the large-scale production through Marsh mass- 
precision methods in our new, ultra-modern plant makes 
this possible. 

Your jobber will show you the good profit margin for you in 


Duo-Temp—or write us direct. 


Duo-Temp measures 312 in. square, and is 
equipped with 5 ft. of capillary tubing. Retail 
price, complete with outside bulb, mounting 
bracket and tubing. 


| JAS. P. MARSH CORPORATION. 





DEPT. 20, SKOKIE, ILLINOIS 





[ Manufacturers of precision instruments sir since ce 1865 || 
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More sales, more profits 
with fast-selling 
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the all-steel, 


adjustable 
floor jack that 


withstands a 


1TH TEST 


Double ‘ 
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for new home 
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Cash in on this 
fast seller NOW! 
Write for details! 


AKRON PRODUCTS CO. 


22 Center St., Seville, Ohio 
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MERCHANDISER 
and ASSORTMENT 


V Holds 48 Pt six fastest ae 
sizes. 


V Colorful steel cabinet. 


yY Samples of six sizes on ie for cus 
tomer selection. 


Y Displays actual Dor-Tite box. 
Y Suggests applications. 








Y Handy size and 
price chart in rear 
for easy reference 
and stock-keeping. 
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STICKS QUICK...STAYS STUCK! 


You wanted a larger Dor-Tite assort- 
ment complete with counter merchan- 
diser ... and it’s ready now! Eye-catching 
and attractive it will help you sell more 
Dor-Tite and give your customers better 
service. Be the first to cash in on this 
special merchandising offer. Put it to 
work on the counter of your shop or 
station now. Call or ask your jobber 
about the New Dor-Tite Merchandiser 
and Assortment No. 1248. It’s another 
Durkee-Atwood promotion to make 
more money for you. 


DURKEE-ATWOOD CO. 


Minneapolis 13, Minnesota 
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Westinghouse 
Leagan: Lypattaarl 


Here’s the type of Westinghouse ad millions of farmers 
will read every month now in their favorite publica- 
tions. It’s pointed directly at them... talks their lan- 
guage. Westinghouse advertising does a powerful 
selling job for all Westinghouse farm dealers . . . moves 
plenty of stock for them. Farmers stop in and ask about 
Westinghouse products they see in the ads... that’s 
PRE-SELLING ! 

You may qualify for a profitable Westinghouse 


PLANTS 
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Ad Campaign 
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an apphan 


You will probably find this 
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on for the Farm 


dealer franchise . . . there is still some rich territory 
available. When you do, you will find that Westinghouse 
is a good partner to team up with, National adver- 
tising is only part of their dealer help program. 
Westinghouse furnishes you with everything necessary 
to make selling easy, sales training help, promotional 
material, bulletins, displays and a complete stock of 
the most wanted and fastest selling farm electrical 
equipment. 


Westinghouse 


IN 25 CITIES... OFFICES EVERYWHERE 


Med Lilia: Coated 
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FARMERS 


ASK FOR THESE 


FARM 
FAVORITES 


A farmer does not have to be sold the Westing- 
house name... he knows it... has for years. He 
probably owns some equipment marked with the 
“Circle W”. If he does, he’s always a good 
prospect for more, because he has learned to 
trust its rugged dependability . . . to value its 
long life. Westinghouse has made a long and 
painstaking study of how, when, where, why 


and, particularly, what farmers buy. Each 


the 
Modern Way 


Products for the Farm 
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Westinghouse product ... every Westinghouse 
sales policy, is a result of this study. As a 
Westinghouse farm dealer you will be splendid- 
ly equipped to supply your farm customers with 
electrical products designed especially for them. 
If your area is not now covered, there may still 
be time to acquire a Westinghouse Franchise. 
See your nearest Westinghouse distributor or 


mail the coupon below without delay. —_ 01731 


Westinghouse Electric Corporation 
Rural Electrification Department HA-8 
P. O. Box 868, Pittsburgh 30, Pa. 





I am interested in # Westinghouse Electric Farm Dealer 


Franchise. Please have a representative call. 


Name 





Address 





Type of Busi 
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The “One-Two Plan” Sells Sets, 


as well as Single Tools 


Duro always aims for planned sales, 
matched wrenches and complete tool sets. 
Shown is the Duro-Chrome 16-piece Socket 
Set. (Others 6-piece to 115-piece.) All Duro- 
Chrome Sockets are ‘‘HOT-BROACHED”, 
for accurate size, and for 25 per cent 
extra strength. 








Duro’s@) (as. 20) 
sure way to get BIGGEST TOOL PROFITS 


In tools, top profit is nota matter of | proves that "a tool well displayed 
store location. It's what you have to is nine-tenths sold.” 

offer; MEN GO WHERE THEY KNOW 
THEY CAN GET THE TOOLS THEY WANT. 
Duro Dealers make peak profits by <ttractive displays—are the Duro 
featuring the FULL Duro-Chrome “One-Two Plan” that earns tox 
Line. They make EVERY sale, and profit for leading Duro-Chrome Too] 
build VOLUME that way. Another Dealers, and can do the same for 
thing—they put thehandsome Duro you. Better talk it over with your 





Those two steps—(]1) full line, (2) 


Display Boards to work; experience Duro Distributor today! 


DURO METAL PRODUCTS COMPANY 
2649 North Kildare Ave., Chicago 39, Illinois 


Start by Writing for this Big Free Duro Catalog of Profit Opportunities : 
' ~~ 


TER rman x 


DURO-CHROME TOOLS 


Pe : KR DOGGONE GOOD SUCCESS FORMULA: : 
X #6 : Use DURO'S “ONE-TWO PLAN” for PEAK TOOL PROFITS! : 


Ie 


207 =—™ yc 8 AEE ee eee 


Ke 











TRANSPLANTER 


GARY -PIONEER STEEL CORPORATION e¢ GARY, INDIANA 


“Shel City” 
GARDEN TOOLS 


STAMPED IN ONE PIECE 
FROM 18 GAUGE STEEL 


Fhe finest of all hand garden tools — sturdier, more 
durable, more practical; scientifically designed, and 
formed from tough, prime, heavy gauge steel to stand 
up indefinitely under the hardest usage. 
They're good looking tools, finished in highest 
quality genuine aluminum metallic paint with red trim, 
baked on for durability and permanence. 


JOBBERS: EARLY COM- 
MITMENTS ARE PROF- 
ITABLE. WRITE- WIRE 
FOR DETAILS. 


uN Steel Cily” 
GARDEN TOOL SET 


Packaged in a corrugated counter 
display carton, ready to ship or 
carry out. Size of individual set 
carton, 122” x 10” x 1%”. 

Packed 12 sets to the master carton; size 13” x 12%" x 212”. 
Weight per carton of 12 complete sets, 28 Ibs. 
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them. up front 





where they sell themselves!” 


That's what dealers say about 
this eye-catching counter merchandiser for 









G-E WELDERS 


In a recent survey conducted by General Electric in 
Allentown, Pa., dealers praised the G-E merchan- 
diser as the best soldering iron salesman they have 





ever seen. 

One dealer put it this way: 
tomer needs a soldering iron only a few times a 
year and generally doesn’t think about buying one 
until he’s ready to use it, It’s my job to make him 


G-E MOTOR CONTROLS 
“The average cus- 


think about a soldering iron when he’s in the store. 
That’s why I like the G-E soldering iron counter 





merchandiser. It sits right up front on our counter 
where my customers can’t fail to see it. Those irons 
practically sell themselves.” 

Yes, the counter merchandiser moves G-E solder- 
with their 


ing irons. And the irons themselves, 





famous G-E Calrod* heating units, will give you 





G-E MOTORS satisfied customers. 
Put this G-E merchandiser to work in your store 
ae and watch your turnover and profits increase. 
*Reg. U. S. Pat. Off. 
G-E STOCK WATERERS } 


G-E FLOODLIGHTS 


G-E HEATING CABLE 


GENERAL @ ELECTRIC 


1948 


Ot 


G-E STOCK TANK DE-ICERS 
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SOLDERING IRONS 


Aggressive 
Soldering Iron promotion 
to help you remind them— 
and SELL them! 


LEAFLETS AND NEWSPAPER MATS — for 
your direct mail and space advertising 


“HOW TO SOLDER” MANU- 
ALS — 20 pages of helpful 
information on soldering 
for amateurs and profes 
sionals 





— Colorful 
Santa Claus dis- 
plays — gift- wrap- 
ped packages 
Available in fall. 





General Electric Co. 
Section C667-8, Apparatus Dept. 
Schenectady 5, N.Y. 


I'd like to make soldering irons a fast-moving 
item in my store. Please give me the names 
and addresses of G-E distributors nearest me 


a — 





City 












































COPING SAWS 


Aop to your sales volume 
and your profits in 1948 with 
these four outstanding Parker 
Line Coping Saws. Each is a 
leader in its price range. Stur- 
dy frames with eye-catching 
finishes. Nos. 25, 55 and 85, 
with generous, comfortable 
handles, incorporate the fa- 
mous Parker “Klik-Klik” pat- 
ented ends which lock the 
keen, tempered blades in any 
position. 


#210 ALL-WIRE COPING SAW 
Sturdy round wire frame, 5” 
deep. Blade faceable in four 
directions. 





bad ~_— 






#25 COPING SAW FRAME 

Excellent value — nickel plated. 
Fully adjustable. Complete with 
6" blade. 










#55 COPING SAW FRAME 
Heavy duty. Master quality. Pol- 
ished nickel! finish. Fully adjust- 
able. Hardwood mahogany finish 
handle. 612" pin end 
blade. 





#85 COPING SAW FRAME 

Heavy duty. Polished and buffed 
nickel finish. Hardwood mahogany 
finish handle. Fully adjustable. i DEEP 


EXTRA 


62" pin end blade, Individually 


packaged, THROAT 














Fut) Parker 


PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., VU. S. Ae 


54 


CORNER THE 
SHALLOW WELL PUMP 
MARKET WITH 


AUTOMATIC WATER 
PUMPING SYSTEM 


Here is a pump that answers every 
rural home need ...most farm needs 
..- for running water. 

The simplified LERIO 
PRINCIPLE makes instal- 
lation and maintenance 
easy as ABC. The LERIO 
screws directly onto the 
well pipe or casing... re- 
quires no separate storage 
tank. Thus plumbing 
problems are eliminated 
and fresh water is deliv- 
ered right 
from the well. 
















Wr i SE i Oa NCR ait ABLE | 


The LERIO 
Simplicity of design. . . 
Sturdiness of construction 

| | ... brings to your customers 
| 1. LOW INITIAL COST 

2. LOW OPERATING COST 
3. LOW MAINTENANCE COST 







SELL 
TION WiLL 
- INST OLE NEIGHBORHOOD! 


The main features of the LERIO Pump are 
covered by U.S. Pat. Nos. 2091499, 2394191 


THE CLC” CORPORATION 


MOBILE 6, ALABAMA 
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or 
even bigg 


PROFIT 





in 40 





with 
B. F. Goodrich 
GARDEN HOSE 


got your profit line for ‘49: 
four sales-making names in gar- 
den hose— Garden Club, Maxecon, 


Signal, and the new Koroseal — the 


fastest-selling, most profitable garden 
hose line you've ever handled. Here's 
a hose for every quality class, in rubber 
or Koroseal—to meet every market 
need, every class of competition. 


Full color advertisements in the Sat- 
urday Evening Post and Life brought 
thousands of new customers into hard- 
ware stores looking for these B. F 
Goodrich brands during 1948. Next 


Get Read 








} 


spring, 1949, there will be another big 
sales-making advertising campaign to 
push these brands of garden hose 
for you. 

Garden Club—The best 
rubber hose on the market. Weighs 


all around 


less because of a new type of cord used 
to give strength with less weight and 
bulk. A new full-flow coupling and 
smooth inner surface helps this hose 
take advantage of every available ounce 
that’s important in these 
days of summer “pressure” troubles 
in sprinkling. Smartly packaged, this 


of pressure 


Turn the page for the facts on Koroseal garden hose— 
the newest name in the B. F. Goodrich line of fine hose 
















glossy surfaced hose looks like what 
it is—the world’s best all-around buy 
in rubber garden hose. 

Maxecon— The heavy-duty hos« 
double braid construction, for use in 
such service as golf courses, public 
parks, large estates, Cemeteries, cat 
washing rac ks.as well as house hold usec, 
etc. Maxecon will withstand ten tmes 
normal city water pressure. The best 
heavy-duty garden hose on the market 
Signal—The''most for the moncy"'1n a 
competitive hose. Where price ts the first 


consideration, this is the hose to sell 
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OROSEAL ts one of the greatest 
names in postwar merchandis- 


ing. Retailers have found that the 


name Koroseal has quick appeal, sure 
sales power And Koroseal Garden 
Hose 1s made by B. F. Goodrich, an 
added guarantee of quality, a sure 
sales builder for you 

In addition to its name and reputa- 
tion, Koroseal Garden Hose has these 
6 important values to your Customers 
and you 

1. Makes gardening easier—a quick 
appeal to everyone. Your Customers can 
leave it Out,and never need to drain 1. 
. Far lighter, easier to use Weighs 
Ys to 2 less than other hose A small 





child can easily 


long length. 


GARDEN 
OSE 








is lighter, 
makes gardening easter, 
can be left out in the sun, 


has the sales power of 
y great names 


Streamers, newspaper mats, etc. 








This lightness feature makes a big hit 
with women gardeners. 

vi ft tive color —its brilliant 

red or ven green is appealing to 
customers, makes striking window 
and store displays easy. 
4. New, patented reattachable cou- 
pling for still another added value. 
Carden Hose is easier 
Each 50-ft length 
is coiled and taped to stout cardboard, 
so easy to handle you won't need to 
wrap OF te IC. 


5. Koroseal 


for you to handk« 


6. Selling helps. The Koroseal Gar- 
den Hose “package” is a striking dis- 
play in itself Also available window- 


For quick, new, easy sales 


profits, order Koroseal Garden H¢ 


To be out 


hood, ord r 


ahead in your neigh 


now. The B. F. Gor 


Company, Industrial Products Divi 


Akron, Ohio. 


LL 
Condon” 


B.E Goodrich 


Koroseal — Trade Mark Reg.U S Pat 


and 
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om 
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sun, 
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FREYNOLDS//#me ALUMINUM 
Gutters and Downspouts 


Once, gutters were a put-off purchase. Because the cheap 

ones rusted, had to be painted, still wore out. And all the 

others were priced away out of reach! 

Now Reynolds makes gutters a “volume” item... 

with rustproof permanence at about half any other rustproof 

price. Customers take one look, lift and feel the sample, 

admire the stain-free clean appearance, the light weight, the 

strength, National advertising and powerful merchandising 
its iti are pushing demand still higher. And the price clinches the sale! 
Made Aluminum Profits are as sure as rain, if you stock these gutters. 
Competitive .. Toke Put up the big 6-color display with the actual sample 
Advontage of It! attached and watch it stop traffic. Remember, you 

can get delivery right now, Check your supplier or write us. 


iF YOU SEE RUST 

YOU KNOW IT'S NOT 

ALUMINUM | frairemn REYNOLDS 
Lifetime ALUMINUM 
BUILDING PRODUCTS 


BIG 6-COLOR DISPLAY! 
REYNOLDS METALS COMPANY 


Building Products Division, Lovisville 1, Ky. 
OFFICES IN 32 PRINCIPAL CITIES 











Made of Finest Alloy Steel 
Heavy Gauge 
Correctly Tempered to With- 
stand Heavy Factory Use 
Each Blade Attractively 
Packaged & Labeled 


RIP CROSS CUT 
& COMBINATION 


Deliveries Made 
From Stock, 
Mail & Phone 


Sell These Saws 
At 
COMPETITIVE 
PRICES and 
Make a 
GREATER PROFIT! 


Manufacturers of 
Circular Saws, Band 
Saws, H. S. Planer & 

Jointer Kaives, Moulding Blanks, 
Beveled Edge Shaper Steel, Dado Sets 


Y AW & KNIFE. INC. 









115 BANKER STREET SROGKLYN 22...8. 7%. 


OP SN i en 








MR. RETAILER: 


PEXTO 


KNOWN OVER 163 YEARS 
FOR 


TOOLS 


AND NOW CREDITED EVERYWHERE 
FOR 


IDEAS 


THAT HELP YOU PROFITABLY 


SELL 


ASK OUR WHOLESALE DISTRIBUTORS 









Peerless 


CARPENTERS’ and MASONS’ 


LEVELS 


oY Accurate vo Dependable 
| 


NEW! 


Catalog Availa»le 
in Colors 





' 


yarn 


lJ 
| 
c 
m 
C 
m 
c 


Ty 













* 


Write for your 
copy today 
with price 

list 


LEVEL & TOOL 
COMPANY 


STERLING, ILLINOIS 

















A TRIPLE-NEED of 
HOME DECORATORS 


-in lively seasonal demand now 














58 





* ality, 
daily oily ORDER FROM YOUR WHOLESALER. 


CONSUMERS GLUE CO. 


1515 N. HADLEY ST. ST. LOUIS 6, MO. 
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it will profit you to ‘‘fasten on” 
to this No. 1 Fastening Line! 


AMERICAN WOOD SCREWS 


The American line consistently wins . . . in the judg- 
ment of an ever-growing number of value-wise buyers 
.+. because: 


1, The American Line is Complete . . . all types and 
sizes... all types of heads... all types of metals, in- 
cluding stainless steels. 


2. Higher Perfection-Percentage . . . because of 
close quality-control in production, plus 7 inspections, 
to make sure of 144 Grade-A American Wood Screws 
in every gross box...to make sure of maintaining 
the American standard, by which all other screws 
are judged. 


3. Dependable Deliveries in all parts of the country. 


That’s why American is judged the most attractive 
line in its field... and why more and more buyers 
Specify on their orders: “American brand .. . mo 
substitutes.” 
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CAN 
SCREWS 


and BOLTS 


Products of AMERICAN SCREW COMPANY 





Providence 1, Rhode Island 
Chicago II: 589 E. Illinois St. 


Detroit 2: 502 Stephenson Building 











= AND SO EASY 
TO SELL I! 


You simply can’t beat Columbian’s 
clean white Enameled Ware for 
protecting food flavors. That’s 
why women prefer Columbian 
Double Boilers for delicate tasty 
cream sauces and fillings...the all 
enameled Drip Coffee Maker for 
tasty coffee ... and the spic and 


storing their foods in the gan 
erator. Flavor protection is on 
one reason why Columbian Ware 


customers will like it. 


Through leading jobbers 


EVERYWHERE 


hnamelodiwars 


POLUMB La 





WHITE-ROCK @ CESCO @ BLUE ONYX 


COLUMBIAN ENAMELING & STAMPING 


co.. 


60 


INC. © TERRE HAUTE, INDIANA 














span white Humid Air Pans for 


is so easy to sell. Display it. Your — 








— 


Fluorescent Lighted 
Cabinets 





Fixtures are chrome plated. 
All wires are encased. 115 V. 60 Cy. A. C. 
Polished Plate 


Mirror Sizes 


Model Wall Openings 


U 14”x18"x334” 16"x24” 
= 14”x20"x334” 16"x24” 
F 16"x20"x334” 18”x26” 
G 16”x25/."x33,4"” 18"x32” 
L 18”x20"x334,” 20”x26” 


L DeLuxe Chrome plated cabinet throughout. 


Cabinets are equipped with outlet to permiz use 
of electric razor or curling iron. 


Also with outlet receptacle boxes for direct wir- 
ing OR can be had with plug-in type. 


SOLD THRU DEALERS ONLY 


Write for descriptive literature on 
our complete line of bathroom cabinets. 


IDEAL CABINET 
CORPORATION 


Division of Deslauriers Column Mould Co., Inc. 
7722 Joy Road 


DETROIT MICHIGAN 
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, ao is the time, when oil is on so many lips, to get 
-* talked about as a headquarters store for space 
heaters. Replacement sales represent a major business- 
building opportunity, and with the Preway line you’re 
set for the best word-of-mouth advertising you've ever 
had. The inspirational contrast for householder be- 


tween past experience and Preway performance will be 





a tremendous factor in making favorable comparisons 
in increased comfort, decreased use of fuel and econ- 


omy in operation. 


If this approach to today’s market makes sense to. you 
— as it does to hundreds of alert dealers in all parts of 


the country — then you'll be interested in the basic 


Preway story . . . a short, well-balanced line packed 


with advantages that people want. Phone, wire or write. 


PRENTISS WABERS 
EEPT] SECOND STREET, N., WISCONSIN RAPIDS, re 4-1 0)0) 0, ey w- Co. 
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VOM en 
ARE THLKING 


IMAGINE! VOIT rubber-covered 


ay ” 
, balls popularly priced for the re- (> a p> 


Tellmiagelei 


S) UNBELIEVABLE! VOIT quality at 


these new low relaah) 


GET THIS! The new “'L' line is fab- 
ric lined waterproof wearproof /% 


and REALLY built 


V4 


IT'S THE NEW RETAIL 


GOOD LOOKING? Brother! See 


them for vie) urself 


LINE 


LV4 © Volleyball 


NEW YORK 10, CHICAGO 6, LOS ANGELES 11 


Shntettas Snel 


Malte Eguyneent 


PLEASE YOUR CUSTOMERS 
WITH THESE BIG VALUES 








Regularly 
Advertised 


Saeisror, CONMMECTICUT 


FISHING RODS 
REELS - LINES og 


In BRISTOL Precision-Made Fishing Tackle 


Please your customers . . . and make 
yourself profits . . . by displaying and 
recommending the value-leading fishing 
tackle which bears the trusted Bristo. 
name. Beautiful, precision-made, light, 
strong and perfectly balanced rods for 
every fishing purpose. Extra-fine silk and 
nylon bait-casting and fly lines . . . Reels 
of superb quality. Remember, when plan- 
ning to increase sales, that BRISTOL origi- 
nated and is today’s largest producer of 
high-grade steel fishing rods and that 
every item of BrisTou tackle is Bristot- 
made. From now on, why not concentrate 
on BrisToL. You’ll be happy to see how 
well such a policy will pay. 


A Big Sales-Winner ... This BRISTOL 
One-Piece, Solid Stee! Rod, No. 32 


This strong, handsome rod comes in either 41 ft. 
or 5 ft. lengths. Its finish is salt-water resistant; 
its guides are sturdy. The “Set-Tite’”’ handle is 
aluminum die-cast, anedized black with “‘specie” 
cork grip and black tenite forward grasp. The 
finish of its square blade is gun-metal enamel. 
It has aluminum butt plate and chromium 
plated screw and lug type reel fastener. “‘Belmar” 
guides are wound with blue nylon. This is a 
“cracker-jack” rod, both for fresh and salt 
water use, 







HARDWARE AGE, AUGUST 26, 194 











“REI 
sive | 
thec 
be fe 


“PIC 
the | 














HARD 











AERS 


UES 


Tackle 


od make 
ying and 
g fishing 
Bristo. 
le, light, 
rods for 
silk and 
. - Reels 
en plan- 
OL origi- 
ducer of 
nd that 
3RISTOL- 
zcentrate 
see how 


ISTOL 
0. 32 


er 414 ft. 
esistant; 
handle is 
“specie” 
asp. The 
enamel. 
wromium 
Belmar” 
‘his is a 


ind salt 








HAS MORE THAN ANY OTHER SINGLE SHOT (gexec 
BOLT ACTION .22 MADE/ neo Devil 


HOODED SIGHT 


REDI-FEED DRO?-iN 
LOADING PLATFORM 


“RED DEVIL” hooded sight. 
This sight makes it easier to 
hold the rifle on target. “Pi- 
oneer” 765 features, among 
other advantages, the finest 
of steel throughout, precision 









“REDI-FEED” drop-in loading platform, patented and exclu- ctal! rifling, fast trigger mechanism. 
sive with H&R, held up by super-tensile spring tension so that PE . 
the cartridge automatically falls into the right position and can SIDE 


be fed into the chamber by merely closing the bolt. THUMB SAFETY 


“PIONEER” 765 IS SELF-COCKING by simply pulling back 
the bolt. Note the full size bolt handle and streamlined bolt. 





SAFE ... “Pioneer” 765 is not 
only fast and accurate... it is 
* safe. Here is a newly designed 
R side thumb-safety, closely con- 
toured to the stock for easy, quick 


TAA nore 
5, PALL operation and elimination of ac- 
ioe 



















cidental release. Live cartridge 
may also be removed even though 
SELF-COCKING rifle is cocked so that it isn’t 
necessary to discharge the rifle 
to clear chamber. 


90 
RETAIL 


With all of the features of even the more expensive types, 
H&R’s new “Pioneer” 765 tops anything i in the line of .22’s 
. with a PLUS in the exclusive “Red Devil” Hooded 












Backed by strong Sight. Check the exclusive features above and then add 
national mogs- = these outstanding points: tapered barrel, crowned muzzle, 


eze: R 
ne oe =a -broach rifling ; crisp sure trigger squeeze; perfect mes 


people. ance; full size, hand- shaped stock; full size bolt handle; a 
the lowest popular price. 





Write or Wire Today for Catalog of Complete Specifications 


HARRINGTON & RICHARDSON ARMS CO. 











3357 N ae WAd 10) 20) .16 2-9 0 dae 
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COLNE 


Good Housekeeping 


Or as aoveeriseo 


4-Ways Better In Selling Power! 


The New Universal Electric 
Blanket with the Exclusive 
“Slumber-Sentinel” Control 


EXCLUSIVE “SLUMBER-SENTINEL”. . . The 
Universal Electric Blanket is the only 
Blanket with the exclusive “Slumber- 
Sentinel”... the simple precision control 
that assures maximum night-long comfort 
through exact control of temperature 
whether the weather blows damp or cold. 


TOPS IN QUALITY... Universal is the 
extra-quality Blanket , . . rich in appear- 
ance ... luxurious in texture. It has a great 
big satin binding to add that luxury touch. 
It's big in size .. . 72” x 86” for double 
beds, 66” x 86” for twin beds. It comes in 
a complete color range. 





NEW, GREATER SAFETY... Multiple ther- 
mostats are channeled into the Universal 
Electric Blanket to control overheating. 
Blanket heats only to 90 degrees... the 
safety line... for maximum safety. Good 
Housekeeping and Underwriters’ Labora- 
tories Seals build customer confidence. 







+ 
nteed by 





oe 





PRICED TO MARKET DEMAND .. . The big 
double and twin-bed sizes are priced to 
assure you a full share of electric blanket 
business. Costing less than three good ordi- 
nary wool blankets, one Universal Blanket 
outperforms all three for perfect sleeping 
comfort ... saves on laundering, too. 
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480 MILLION NEWSPAPER 
IMPRESSIONS . . Universal 
goes far beyond the usual 
{ 124 MILLION MAGAZINE = he newspaper coverage for a campaign 





READER IMPRESSIONS... Uni- like this . . . penetrating deep into 

versal is piling magazine on x = 178 market areas... and not with 
magazine .. . picking the leaders . just one... but with three big ads... 
and covering the markets with big, one every other week during the 
four-color, full-page ads in the campaign right in your local market. 
Saturday Evening Post, McCall's and 


other leading magazines reaching 
millions from coast to coast. ‘ * 
oo ey | rove Gage 
Wri vemsas te 


ae” latin Ahi a a: eye, » 
SE -— ic ot = ae : . 


. = WHS.» _. 
—_ eS Wee vor * +, 





- 





DYNAMIC, MULTI-POWERED 
POINT-OF-SALE SUPPORT... 
Your store is the focal point 
of the whole campaign . . . that’s why 
we're listing your name in each of those 
three big ads ... steering the sales to you! 
Helping you tie in, helping you cash in 
with window displays . . . counter cards 
...ad mats...and sales training material. 


a aL 





24 MILLION RADIO IMPRES- 
SIONS WEEKLY... Pick the 
networks . .. pick the top au- 
dience shows . . . yes, all the major 
networks... and not one, not two... 
but a whole host of top audience shows 
with high ratings. That's the way 
Universal is using radio to build rec- 
ord-breaking blanket sales for you. 





LANDERS. FRARY & CLARK + NEW BRITAIN, CONN 
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Long Handle 
Snow Pusher 

















and Ohio Brand 
































A COMPACT, 
| FAST-SELLING R 
1) LINE OF ‘ 
| FINE QUALITY 
| SHOVELS, £. F 
| MEETING ALL 
; WINTER 
|| SHOVEL NEEDS. wi 
WM.C 
f 
CHIL 
| 
| Chestn 
| Phila 
DEALERS:—the early buyer gets early ( 
ve Steel D Handle delivery—the merchant who has the Furnace Scoop 
psy oa merchandise on hand at the start of i: Jos 
the season gets the BIG VOLUME wae nay eee ; 
Jf BUSINESS in his community. - ~ 
f. : : Ask your jobber salesman for Eureka . 
f and Ohio Brand Shovels, Pushers and 
/ Cleaners, or write us for name of : zs + 
J nearby jobber who can supply you. “a FREE Cc 
aw Descriptive | 
Folder 
903 


HARD" 


SHOVEL AND TOOL COMPANY, PIQUA, OHIO 


World’s Largest Exclusive Manufacturer of Shovels, Spades and Scoops 















ce Scoop 
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By Charles J. Heale 


Hooray! Our Print Shop Strike Is Settled— 
But Resumption of Normal Production Takes Time 


O* Monday morning, August 23rd our compos- 
ing room resumed operations, bringing to a 
welcome close a city-wide strike (in that depart- 
ment only throughout the Philadelphia area) which 
started on February 26th. Without our own large 
and very efficient composing room for almost six 
months, we have been greatly handicapped in the 
production of HarpwarE AGE and, as our readers 
know, there have been some very disappointing 
delays in the delivery of this publication 
suspension of any issue despite the difficulties and 
costly procedure required. 

Even though our composing room is again fune- 


but no 


tioning it will take a little time to fully resume on 
a normal operating basis. This will be accomplished 
as quickly as possible. 

As publishers, we are proud that, even under 
very trying circumstances, we did not have to miss 
a single issue the delays of course we deeply 
regret. We are even more proud of the entire pub- 
lication staff whose yeoman service and long hours 
“on the job” made such a record possible. 

And, we are more than grateful to both readers 
and advertisers for their patience and sympathetic 
understanding of our problems during the strike 
period, 





7, ¥ 


Basing Point System Elimination 


A possible forerunner of many 
similar business tragedies due 
to the impact caused by the elim- 
ination of the basing point sys- 
tem is graphically told in a clas- 
sified advertisement which first 
appeared in the August 12th issue 
of HarpwareE Ace. It was _in- 
serted by a well known and pop- 
ular sales manager. It tells its 
own story and reads as follows: 
“Recent court decisions based 

on interpretations of certain 
Federal Statutes, may restrict 


distribution to a point where 
the 60-year-old firm (employ- 
ing some 800 persons) with 
whom I have been pleasantly 
associated (Manager of Sales) 
for many years will be forced 
to curtail production to a non- 
profit basis or suspend opera- 
tions altogether. 

“I am well and favorably 
known in and have close con- 
tacts with the Hardware Job- 
bing and Industrial Trade in 


VV V 


27 States, am honest, indus- 
trious, well educated and finan- 
cially responsible. You may 
need a than of my experience 
and ability in your organiza- 
tion. If your’s is a sound, pro- 
gressive institution and you are 
interested why not talk it 
over? Your reply will be held 


in strict confidence. 

“Address care Box M-394. 
Harpware Ace, 100 East 42nd 
Street, New York (17), N. Y. 


“Unfair Distribution Through Salesmen’s Allotments” — 


RDINARILY we ignore un- 
signed letters believing that a 
man with honest convictions on 
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A Letter From a Dealer 


any subject pertinent to hard- 
ware distribution problems should 


have the courage to sign his name 


even though he does not want it 
used. Obviously, a person em- 
ployed by another or some well 
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known firm could be greatly em- 
barrassed if his name were at- 
tached to some drastic statement 
of a critical nature it could 
easily cost him his job. Even so, 
he should sign his letter of opin- 
ion as an evidence of sincerity 
and ask that his name and con- 
nection be withheld. It is a fre- 
quent occurrence. 

Despite this opinion about un- 
signed letters we are publishing, 
here, an interesting discussion on 
wholesaler-retailer relations. If 
the practices outlined are very 
prevalent in many places, jobbing 
executives should heed this perti- 
nent warning. All we know about 
the source of this message is that 
post-mark indicates it was mailed 
August 9th at a Railway Post 
Office presumably serving a Min- 
neapolis-Chicago train. 

The letter, in full, signed “A 
Dealer” reads as follows: 


“The popular method of dis- 
tributing critical hardware items 
today seems to be through al- 
loting these items to the whole- 
sale salesman and he in turn 
allots them to the retail dealer 
‘as he wishes’. It seems that 
the wholesaler believes that the 
quickest and best way to dis- 
pose of these prize items is to 
give each salesman so many 
and let him dispose of them to 
his customers. The wholesaler 
does not seem to bother too 
much as to how they are dis- 


tributed or whether they are 
distributed fairly according to 
present patronage or according 
to how many years the retailer 
has been a faithful customer 
of the wholesaler. 

“Well, this is the ‘easy’ way 
for the wholesaler but we doubt 
if it is the best way and we 
know of some cases already 
where this unfair distribution is 
going to prove a boomerang 
and strike back at the jobber 
after this ‘gravy train’ we are 
all riding now runs into some 
greased rails and begins to 
slip. Let's take the case of the 
jobber who used to solicit busi- 
ness from two accounts in a 
given city, old accounts, per- 
haps both a half century of 
loyal customers. Now this job- 
ber calls on five customers in 
this same city, he does not have 
enough goods for the two old 
customers but just the same he 
calls on five. The salesman 
takes a liking to the ‘new 
squirts’ in the hardware busi- 
ness and perhaps feels ‘sorry’ 
for them as they have tough 
sledding and so he gives them 
the critical goods that right- 
fully belong to the two old 
accounts. They advertise these 
critical goods in the papers, 
the two old accounts know just 
where the new accounts got the 
critical merchandise and the 
two old accounts begin to look 
for a new source of supply, for 


a jobber who will be as loyal 
to the old dealer as he was to 
the jobber. Perhaps the three 
new accounts will ‘flunk out 
and then the jobber instead of 
having five accounts in this cit) 


finds that he does net have any 
account. That will be the final 
pay-off. 

“A new appliance store starts 
down the street, he gets more 
critical merchandise than the 
old appliance dealer who has 
been in business 25 years. A 
new hardware store starts down 
the street, he gets more critical 
items than the old account that 
has been running 50 years. A 
new sporting goods store starts 
down the street, he has all the 
makes of casting reels, every 
size of rifle and kind of shot- 
gun that he wishes to stock. 
while the 50-year-old dealers 
have practically none of these 
items on their shelves. There 
is something radically ‘rotten’ 
in this method of distribution 
and if you don't believe this 
is going on just ask any old 
established dealer and he will 
verify this in strong words. 

“While the jobber’s salesman 
is using up all his critical items 
as ‘bait’ to get the new dealers 
business he may find in the 
end that he should have saved 
some of this ‘bait’ to hold the 
old dealer's account which he 
is bound to lose if _ this 


continues. 


Warning Issued to Watch Out 


For Bogus $10 Bill Passers 


i ops Secret Service has issued 
a warning that many counter- 

feit $10 bills are believed to 
he in circuiation and that an 
effort is being made to pass these 
through smaller stores. 

Although these “phonies,” to 
date, are largely found in the 
cities and bigger communities 
they will, if not checked, trickle 
into all kinds of shopping areas. 
For example more than $100,000 
in bogus $10 bills have been 
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picked up in New York City dur- 
ing the past three months and in 
less time more than $30,000 of 
such “phony” money was picked 
up in Philadelphia. 

U. E. Baughman, chief secret 
service agent in the New York 
area has issued a special warning 
to retail store operators saying 
of these bogus bills: 

“The hair in the portrait of 
Alexander Hamilton has an un- 
naturally white appearance and 
the steps of the Treasury Build- 


ing on the reverse side are 

missing, 

“The bill has the letter “G 
to the left of Hamilton’s por- 
trait and in the right hand 
corner F 399 or B 388.” 

It would be a good plan to cal! 
this warning to the attention of 
all persons handling money and 
further have them make a carefu 
study of a known genuine $10 bil 
so that may more readily detect 
or suspect any effort to pass 


counterfeit. 
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Who'd ever think storm-door closers would be so easy to sell? 










It's amazing the way folks 
are hustling in to buy storm- » 
door closers. And all | did 
was put a few ILCO 
Closers in the window, stand a 
#3002 working-model on a 
counter, and talk ‘em up! 















Take Charlie Brown, for 
instance. | said the 


IMSS 


Sa Se ee we ee es] wad s —_— 
id . | ' a 
: ne a have to close his medium 


TE ieee. — ~~ weight combination doors— 


and keep ‘em closed! 


” aati ei aN Charlie bought two. 



























Mrs. Jones’ youngsters are 
forever slamming in and 
out of the house. Once | 
showed her how an ILCO 
Closer adjusts so it shuts a 
storm door nice and easy, 
she couldn't wait to buy one. 








Ed Smith is real smart about 

improving his house. When 

! told him that an ILCO 
#3002 has spring enough 


Old Doc Elliot hit the roof v, ; to close ANY storm door 
when | suggested the less cha he'd build, he took three. P- 


expensive #3001 Closer. 

He wanted the best — A 
the smooth -looking #3002 ‘ / 
with its enclosed spring. 


IN 


















Bill Tracy isn't much of a 
handyman. But he wagrconvinced 
after | explained how ILCO 
Closers can be changed over, 
and how simple they 
are to install. 


~~ 





t watched this house go up 
pretty closely — checked 
every detail. Nothing 
but the best went into ift— 
including #3002 DeLuxe 
Closers on all three _ 
combination doors. You see, 
this is MY house. 





+a heavy: 
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INDEPENDENT LOCK COMPANY 
FITCHBURG, MASSACHUSETTS 


Branches in all Principal Cities 
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Helping Salespeople Click 





BRIANT SANDO 


te fellows at my Ad 
Club table one day were discus- 
sing various ways to present sales 
appeals. A wise old merchandiser 
spoke up and said he'd tell us in 
a way wed never forget. 

“Every year Use American 
people buy a million quarter-inch 
drills,” he said, “and not one of 
them wants a quarter-inch drill.” 

“What do they want?” we 
chorused, and he let us have it: 

“They want a _ quarter-inch 
hole.” 

Why, of course! I remember 
the times I’ve had to make a 
quick trip to the corner store to 
get a bit or a drill of a certain 
size, to fix something around the 
house or to do a repair job on my 
boy’s sled or bike. I paid for a 
piece of steel I didn’t want, so 
I could get a hole of a certain 
size that I did want. 


Interested in Benefits 


That is a striking example of 
how buyers are interested in re- 
sults and benefits, not in the com- 
modity itself as such. 

A successful oil burner sales- 
man startled me recently by say- 
ing, “I never sold an oil burner 
in my life.” 


“Why — why — what do you 
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By BRIANT SANDO 
President, 


The Sando Co. 
Orange, Cal 


mean?” I asked, thinking of the 
many customers I knew he had. 

“IT sell people the things an oil 
furnace will do,” he replied. “To 
the man who enjoys his comfort, 
I sell the luxury of tending the 
furnace simply by touching a dial 
in his living room; no more 
shoveling coal and messing with 
ashes morning and night. To the 
family with youngsters I sell the 
extra health from heat evenly dis- 
tributed throughout the house in- 
cluding down near the floor where 
the children play. All these things 
and many other ‘benefits’ are 
what I sell, and it makes the job 
easy and interesting compared 
with trying to get a thousand dol- 
lars just for a lot of steel gadgets 
and pipes down in the basement.” 

Successful persuasion comes 
from ideas that interest the listener 
rather than the salesman. People 
buy your merchandise for what it 
will do for them, 


Two Types of Knowledge 


The training of salespeople 
naturally falls into two distinct 
division: 1, sales training, and 2, 
merchandise training. 

Many folks confuse the two, 
but knowledge of merchandise is 
not sales training; rather it is 
a tool to use in selling. Tools are 
helpful but they can’t make sales 
unless properly used. 

A carpenter needs a saw but 
the best saw in the world won’t 
make a carpenter out of certain 
people, including me. Some of us 
are made for different things! My 
old friend, Sam Vining, poses 
this question: 


Series 2 


Part 1 


Did you ever notice how an 
expert carpenter uses his saw? 
He doesn’t just grab it and start 
hacking away. He first carefully 
sizes up the job to be done, gets out 
his saw when he needs it, applies 
it deftly at the right place, then 
lays it back when finished. 

Similarly with knowledge of 
product: use as needed to clarify 
points in connection with the 
main sales talk on benefits and 
advantages. 

Of course you should spend 
some time learning about the 
physical properties of the goods 
you expect to sell. But merchan- 
dise knowledge alone won’t make 
you a salesman. If it did, then 
chemists, designers, engineers and 
technicians would make the best 
salesmen. 

A life insurance salesman re- 
cently wrote an article headed, 
“Nobody wants to buy a statistic.” 
He pointed out that in his early 
selling days he weighted himself 
down with reference books, mor- 
tality tables, and all sorts of 
statistics. These often led to argu- 
ments about various figures but 
they didn’t sell much insurance 
because they didn’t paint a pic- 
ture of its benefits and advantages 
for that particular prospect or his 
family. 


First Comes Desire 


People do not buy goods to get 
the goods themselves but to get 
certain benefits, pleasures or satis- 
factions from those goods. Hence, 
sales are made in the minds of 
customers . . . and emotions often 


sway the decision. 
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Bait Your Hook Right! 


"Successful persuasion comes from ideas that interest 
the listener rather than the salesman. People buy your 
merchandise for what it will do for them.” 


If you can discover what desire 
is uppermost in your prospect's 
mind, then you will know (1) the 
type of goods to show to satisfy 
that desire and (2) what kind of 
sales talk to add for action. 

Advertising nowadays often 
creates the original desire in the 
prospect’s mind — but it still is 
up to salespeople to cultivate that 
desire and turn it into sales. 


Main Selling Points 


For example, you will find that 
the main selling points for tooth 
paste are: cleansing quality, 
flavor, ingredients, type of con- 
tainer, nationally advertised, size, 
price. For soft drinks: taste and 
flavor, ingredients, accessibility, 
good mixer, nationally advertised, 
size or quantity, prices. In the 
same manner, figure out the ‘super 
sales points on your own goods, 

When people buy face creams 
or cosmetics they really want 
glamour. Millions of lipsticks 
have been sold by such statements 
as, “This increases your personal 
charm; makes your lips more 
attractive; it is kiss-proof.” 

Aspirin sells best by stressing 
its quick relief from annoying 
headaches; vitamins, not by talk- 
ing drugs, but by featuring health 
and energy, freedom from colds, 
aches and pains. 

Now think what people are 
really seeking when they come in 
to look over your hardware mer- 
chandise — and fit your sales 
talk to that. Here is the way it 
works in various lines, and you 
can adapt some of these ideas to 
your own: 

Don’t sell clothes — sell good 
looks, new designs and fashions 
to women; neat appearance and 
durability to men. 

Don’t sell shoes — sell shape, 
color and style to women; com- 
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e the merchandise whenever 
that this is half the sale. 






li. tina a 








fort and walking ease to men. 


Don’t sell candy — sell the 
pleasures of taste, happiness and 
companionship. 

Don’t sell furniture — sell the 


joys of possession, attractive sur- 
roundings, comfort and content- 
ment in the home. 

Don’t sell books — sell pleas- 
ant hours or profitable knowl- 
edge. 

Don't sell toys — sell play- 
things to stimulate childrens’ 
minds and keep them happy and 
contented. 

Don’t sell tools — sell the joys 
of a home workshop, savings in 
repair bills or the pleasures of 
making fine things. 


The Five Senses 


Sales efforts aré more effective 
when they stress “you, not I” — 
when they play up the customer 
and his interests and play down 
your own. Base your sales appeals 
upon the five primary senses of 
man, using as many as possible 
with each customer: 

1. Sight. This is the most 
potent of all the senses, creating 
impressions many times faster 
than sound. Also, “seeing is be- 
lieving.” 

2. Hearing. Let the prospect 
hear actual facts and figures, real 
“reasons why” he should buy. 
Avoid generalities. 

3. Smell. Cosmetics, toilet 
goods, many foods and other 
articles can be sold by appealing 
to the sense of smell. 

4, Taste. Goods that are edible 
may be sampled or appetizingly 
described; with other types of 
goods you may let the prospect 
have “a taste” by trial usage or 
a demonstration. 

5. Feel. Get the customer to 
hold or handle the merchandise 
whenever possible. House-to-house 
canvassers often say that this is 
half the sale. 

According to some authorities, 
sales and_ advertising efforts 
should seek the answers to these 
questions on whatever product is 
being sold: 

1. Who buys (or should buy) 
it? 

2. When does he buy it? 

3. Where does he buy it? 


74 


4. How does he buy it? 

5. Why does he buy it? 

6. What is the competition? 

When you fill in all the main 
facts to these questions, the 
answers can be boiled down into 
two major groups: 1, facts about 
the product, and 2, facts about 
the prospect. 

Salesmanship is the ability to 
mate these two sets of facts and 
make a deal. Sales appeals should 
be slanted accordingly. For ex- 
ample: 


Why People Buy 


Some people buy to save time 
and trouble, to avoid physical 
and mental labor, to keep up with 
the Joneses. (Such items as elec- 
trical gadgets, home appliances 
and furnishings.) 

Others want to get pleasure out 
of taste, flavor. odors and other 
physical properties of the foods 
and drinks we consume. (Thus. 
soda fountain, candy and tobacco 
products can be promoted by at- 
tractive displays.) 

To attract romance or the op- 


posite sex, to satisfy pride and 
vanity. (Jewelry has had appeal 
from the earliest days — even 
savages used beads and ornamen- 
tation. ) 

People want to avoid sickness 
and debility, danger and drude- 
ery; they want to stay young. 
healthy and attractive to others: 
they crave companionship or so- 
cial prestige; they want to pro 
long life — for the motive of 
self-preservation is strongest of 
all. (Vitamins, tonics, medicines, 
cosmetics and beauty prepara- 
tions are in this category.) 

Listen to the best commercials 
on the radio and notice how the 
emphasize key points. Jot down 
a few “commercials” for you 
own use to guide your face-to- 
face selling. 

Ask yourself, “Why should 
those who listen buy what I de- 
scribe?” Then answer in writing. 
“Because . . .” List as many “be- 
causes’ as you can. Then gerad- 
ually select and improve the 
strongest ideas and pretty soon 
vou ll have a sales talk that will 


click. 





Steel Goods Display a Real Sales Booster 


ON GOODMAN, of the Scott 
Hardware Co., Anamosa, Iowa, 
has constructed a steel goods dis- 
play box in the cenftr of the store 
near the wrapping counter which 
has proved decidedly effective. 
The display, which is made of 
knotty pine material, has three 
display sides, all indirectly lighted 
by fluorescents, The fourth side. 


v ¥ 


This three-sided 
display of steel 
goods is located 
by the wrapping 
counter and gets 
the attention of 
many a farmer as 
he waits for his 
purchases to be 
wrapped. Plenty 
of sales result. 


4 4 


facing the rear door, is open and 
permits salesmen to go behind 
the enclosure to store stock of 
various kinds. 

The store does a large rural 
business and, while the salesmen 
are wrapping packages, farmers 
frequently move over to this steel 
goods display and pick out a fork, 
shovel or some other type of tool. 
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re Drop Shipments’ 


howing Up Unfavorably? 


A group of nationally prominent hardware manufacturers 
see danger in wholesalers’ ''drop shipment" orders—should 
they increase. They claim wholesalers would then be by- 
passing a basic function — warehousing, which would 
threaten the wholesaler's claim to his margin 


— by a recent 
letter from a tool manufacturer 
who had found that requests for 
“drop shipments” by wholesalers 
had increased tremendously all 
over the country. HARDWARE AGE 
recently set about discovering 
whether this was a minority ex- 
perience, or, one actually so 
general that it required the cold 
light of publicity to halt any un- 
dermining of the present basic 
hardware distribution picture, — 
manufacturer - to - wholesaler - to - 
retailer. 

Recognizing that “drop  ship- 
ments” in cases of necessity have 
always been with us, there still re- 
mained the possibility that a war- 
time necessity had become a too 
frequent peace-time habit. Other 
questions came to mind. Was the 
difference in degree attributable 
to sharp prunings in inventory? 
(A commendable practice if judi- 
ciously done.) Was it perhaps a 
by-product of back-orders now 
heing filled in ? But whatever the 
answers, they can best be given 
by wholesalers themselves. Here 
is the gist of what some nationally 
prominent hardware manufac- 
turers have to say on the subject. 

Only a few of the manufac- 
turers feel that “drop shipment” 
orders by hardware wholesalers 
have grown sharply. However, 
there is a unanimity of feeling 
that should this practice (an ex- 
pensive one for manufacturers) 
develop into major proportions, 


it would be tantamount to in- 
viting them to compete with 
wholesalers and to sell directly 


to dealers. 


Further, it is pointed out that 
an increase in “drop shipment” 
orders, particularly on _ items 
which properly belong in whole- 
salers’ stocks could indicate that 
because wholesalers themselves 
would be eliminating one of their 
important functions, that of ware- 
housing. they would not be earn- 
ing their discounts or margin. 
Those discounts, the manufac- 
turers point out, result from 
quantity buying and from the 
cost of warehousing merchandise 


for quick delivery. 


x 


By R. S. WILD 
Associate Editor 
of Hardware Age 


V iV 


A number of manufacturers are 
of the opinion that as a malprac- 
tice, “drop shipments” showed up 
most frequently among  whole- 
salers who emphasized their in- 
dustrial supply departments. 
Others feel that the only justifica- 
tion for “drop shipments” lies in 
orders for special or repair items. 

Here are some manufacturers’ 
comments selected at random and 
from various sections of the 
country. We invite further obser- 
vations from our readers: 


* 


Comments From Manufacturers 


« 


. . « What might have been 
called a mildly unaggressive state 
a few years ago has now blos- 
somed into a full-fledged case of 
sleeping sickness. The jobber to- 
day is doing less work for his dis- 
tribution than ever before. Lines 
must come to him with guaranteed 
distribution, neatly packaged with 
the return postage inside. It must 
be totally free. It must be sold 
by the manufacturer; advertised 
and delivered by the manufac- 
turer... We have always thought 
of the jobber as (1) a wholesaler 
who receives a larger discount 
than anybody else because he 
services many hundreds of ac- 


counts that can’t be reached di- 
rectly and (2) because he buys 
in such large quantities that the 
bigger discount is justified. Yet 
we figure today that the jobber 
does approximately 10 per cent of 
the business that is available to 
him.” 
ww = * 


7 


. . » When we took a strong 
stand in favor of the wholesaler 
one of the primary thoughts was 
that the only reason for the 
wholesaler’s existence was as a 
carrier of stock, making it possible 
for a retailer. and thus the con- 
sumer, to secure his needs 
promptly. For a wholesaler to 
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ask for ‘drop shipments’ is, in our 
opinion, for him to ignore his 
basic function. The mark-up which 
the wholesaler enjoys is pay- 
ment to him for the burden of 
warehousing merchandise, making 
it quickly available . . . We find 
the growth of this practice (“drop 
shipments’) somewhat spotty and 
not particularly serious . . . In 
requesting ‘drop shipments’ the 
wholesaler is inadvertently con- 
fessing that he is either not able 
or not willing to carry out his 
function and is deliberately in- 
viting the manufacturer to sell 
the retailer. There are hundreds 
of manufacturers’ agents who 
would be delighted to have an 
opportunity to sell a line such as 
ours direct to the retail trade, at, 
of course, a far less margin than 
is customarily taken by the 
jobber.” 
* _ * 

« ) . We cannot say that this 
is a serious matter with us : 
when this does happen and the 
jobber explains that he is temp- 
orarily out of stock of the item 
and wishes to service his cus- 
tomer promptly, we accommodate 
him and there is a 10 per cent 
service . . . Most of these in- 
stances are experienced with mill 
supply jobbers rather than with 
the hardware distributors . . . In 
the event that we should receive 
a substantial number of these 
orders, we would find it necessary 
to adopt a policy which would 
preclude making “drop shipments’ 
for any of our distributors.” 

; * * * 

“ . . Much can be written in 

favor of not making ‘drop ship- 


-ments. The average wholesaler 


realizes that for any .manufac- 
turers to ‘drop ship’ items into 
the territory he covers for another 
wholesaler is not good distribu- 
tion practice. Today when whole- 
salers are endeavoring to balance 
their inventories, many work on 
a stipulated budget. I can see how 
many wholesalers would request 
manufacturers to make ‘drop 
shipments.” 
‘+ & 


“«  . . We haven’t had any 
trouble with the so-called whole- 
sale hardware dealer with respect 
to ‘drop shipments’ to retailers 


but we found industrial supply 
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houses are still sending us far 
too many orders for direct ship- 
ment to consumers. It is a very ex- 
pensive operation for the distribu- 
tors so far as our line is con- 
cerned because they pay the car- 
riage charges to the consumer 
from our plant. whereas if they 
were to carry a stock of the items 
picked up from the warehouse, 


it would be far less expensive.” 
* % * 


. . We are not experiencing 
a heavy increase in ‘drop ship- 
ment’ orders. The more aggressive 
distributors are keeping — their 
stocks in good shape. There are, 
however, a good many distributors 
who are looking for trouble 
ahead and are not keeping sufk- 
cient stocks on hand. It is re- 
ported to us by retailers that 
mark-outs by wholesalers are run- 
ning higher than when goods were 
more scarce than now. We fur- 
ther believe that many jobbers, 
in order to rid their stocks of un- 
desirable merchandise, are not 


keeping sufficient stocks of de. 
sirable merchandise and are los. 


ing business on that basis.” 
* * * 


“, . . ‘Drop shipments’ have 


been slightly on the increase for 
some time. This bad _ practice 
seems to prevail from Chicago 
eastward to the Atlantic Seaboard, 
If a particular jobber stands out 
as being flagrant in this direc. 
tion, we instruct our representa- 
tive to talk the matter over with 
the sales manager. We usually cet 
results. Frequently we receive 
orders for ‘drop shipment’ for a 
small quantity of tools which we 
know are actually in stock at the 
jobber’s place of business. ‘Drop 
shipments’ are justified in the 
case of parts or variations of 
standard items which would not 
normally be stocked.” 
* * * 

“. . . Taking the hardware 
jobbers only, it is our experience 
that ‘drop shipments’ are the rule 

(Continued on page 104) 





Turns the Heat on for Winter Sales 








Join Our Westinghouse 
Automatic Blanket Club 





Controlled Warmth 





Join Our General Electric 
Blanket Club 








* Coxy— Autématically 
Without Weight 
* 72x86 Inches in Rose—Blue—Green. 


*% Rayon Satin Covering with Non-Slipping Spur 
Rayon Underside- 
in Mellow Warmth the Whole Night 


Slee 
, Through for Only 


$3.00 a Week—Delivery in November 


Appliance Department 





* Just Right Warmth of Your Own Choosing, 
* Cozy Warmth Without Bulky Weight. 





*® 72x86 Inches in Rose—Blue—Green—Cedar. 


* Certifi i 
—— by American Institute of 


* Really Enjoy Sleeping Next Winter. 
For Only 3.00 a Week 
This Is Yours Next November 








Alexander, 





FARDWARE SINCE 1068 So ns 
119 EAST WASHINGTON ST. DIAL 2-4 


Appliance Department 





GRANT . 
- aes Sons 
EAST WASHINGTON ST. DIAL 2.0343 





aU! aT 
CARRIER AIR-CONDITIONED FOR YOUR COMFO 


CARRIER AIR-CONDITIONED FOR YOUR Comrort 











If you think it's too hot now to get people thinking about keeping warm — 
when winter comes, try newspaper ads like the above on your customers. 
Alexander Grant's Sons, 119 E. Washington St., Syracuse, N. Y., did, just a 
few weeks ago, and received an immediate response. Now the store not only 
has customers coming in weekly to moke their payments for this winter's 
electric blankets bu+ also to shop at the same time for “keep cool" merchan- 
dise. In effect, a lay-away plan, the Blanket Club, helps the store in figuring 
out how much to order on at least this one item. 
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Here is a general view of the second floor gift department. The easily damaged 
articles are kept out of harm's way in a manner suggestive of a jewelry store. 


Soo Hardware's Gift Displays 
Woo Ladies to Second Floor 


Traffic is heavy in this department, although 
it is upstairs. Ample, well displayed stock 
the reason for this department's popularity 


Tuat a well stocked 


cift department, manned by 
trained salespeople can attract 
volume business to a second floor 
location, is proved daily by the 
Soo Hardware, of Sault Ste. 
Marie, Mich. 

This store has a large, well 
stocked and lighted elassware, 
china and gift department on the 
second floor. However, the women 
have learned that the store car- 
ries such a wide stock of reason- 
ably priced merchandise in these 
lines, that they do not mind 
climbing the stairs to inspect and 
buy them. 

Housewares are combined with 
classware and gifts in one de- 
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partment. While the housewares 
are principally shown in wall dis- 
plays, the gifts and glassware get 
the prominent up-front spots. 
Cross aisles in this department 
permit customers to move readily 
from one section of the floor to 
another to inspect items. I[nas- 
much as Sault Ste. Marie, with a 
population of approximately 
16,000, is the largest city within 
100 miles, the Soo Hardware is 
able to draw traffic for its house- 
wares and gift sections from 


many small communities 20 and 


more miles distant, 


“We find that the wide floor 
display area, and the use of many 
neat counters in the glassware and 
gift department, aids our sales 
here.” savs D. G. Dalgleish, sec- 
retary-treasurer. “The center floor 
area displays keep in view a 
great deal of merchandise while 
the ladies are selecting an item 
and often promotes additional 
sales.” 

Fluorescent lighting, plus a 
light color scheme in the depart- 
ment, helps brighten the depart- 
ment and make it more attractive 


to customers, 











The interior loeking forward from the side, rear. The balcony across the windows 
runs into a side mezzanine. There is a wide mezzanine sales floor across the back. 


They Took the Highway to 


M AHLON BROWN is 


going to town with a country 
store which his customers call 
“The Daylight Store.” It all hap- 
pened when A. B. Brown & Son 


moved its hardware business a 
ways out of Homer. N. Y.. and 
relocated on a main highway 
where there was plenty of room. 
And why it happened is obvious. 


The new store is 100 by 125 ft. in size and has 
ample parking space. A balcony across the front 
creates double window display value. The lower 
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windows are 7 by 20 ft., the upper, 6 by 20 ft. 


First impressions can be the 
best and are in this instance for 
the passing motorist is hit smack 
in the middle of his sales resist- 
ance by the modern store build- 
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This view from the front balcony illustrates the spaciousness of the store. Wide 





aisles permit trafic to flow without interruption throughout the establishmest. 


Tripled Traffic and Volume 


ing set 75 ft. back from the high- 
way between Homer and Cortland. 
The 100 by 125 ft. building fea- 
tures a two-story expanse of glass 
front stretching its entire width, 


Unobstructed View 


And the second impression is 
as good as the first. Once inside, 
the customer gets an unobstructed 
view of the entire interior. No 
partitions get in his way. In fact 
the only things that stop the eye 
are those that should—neatly ar- 
ranged departmental displays 
full of merchandise. The 10,000 
sq. ft. of main floor selling and 
display space and the additional 
5.000 sq. ft. of mezzanine space 
give the customer all the room he 
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Here's what happens when a country store gets 

"big" ideas. A. B. Brown & Son carried them out 

in a 100 by 125-ft. store located on a main 
upstate New York traffic artery 


needs to shop around in and the 
sales force. all the room it needs 
to sell in. 

Because the Brown store is out 
of town and on a highway. cus- 
tomers get a break. They've all 
the parking space they need. The 
next boon to motorists will be a 
smoothly paved area which is Mr. 
Brown’s coming project. 

Not only is the store in a better 
position now to serve its cus- 
tomers with more complete stocks 
but it can draw trade from a 


wider area and does. Mr. Brown 
has been able to draw customers 
from a radius of about 60 miles. 
Binghamton and Syracuse are 40 
and 30 miles away, respectively, 
and people have even come from 
as far as Geneva and Ithaca. A 
big help in drawing distant traffic 
has been radio advertising. 


Division of Traffic 


Trafic divides into about 60 
per cent farm trade and 40 per 
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Interchangeable platforms display merchandise just behind 
the windows. The firm concentrates on three lines of mowers 
and during this season has already sold 100 power mowers. 


cent other classes. A stronger bid 
is being made to the ladies now 
that they have a more pleasing 
store in which to buy. The 
temptors are large lines of lamps, 
gifts, and housewares. Electric 
appliance volume is also being 
built up for as many hardware 
dealers have found out, the 
farmer's wife wants the best of 
everything. In a rich farming area 
such as is around Homer, she can 
be sold the best of everything 
electrically for the majority of 
the surrounding farms are elec- 
trified, 


The full-vision, two-story glass 
front makes it practically as easy 
to see the merchandise from the 
road as from the walk running 
along the front. The window area 
is 20 ft., 6 in. high and extends 
partway back along the building’s 
side. A narrow ‘strip of brick 
covered with aluminum coping 
cuts the height of the glass front 
into two sections; the lower of 
heat-proof glass lights 7 by 20 
ft. wide and the upper, 6 by 20 
ft. wide. 

An inside balcony cuts across the 
entire front doubling the display 
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Here is the main floor appliance display. The background is made of 
corrugated aluminum and is painted in pastel shades. It just takes 
repainting to create a new display background for the appliances. 
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area of the window front, as can 
be seen in the photo. The 5,000 
sq. ft. mezzanine display room is 
across the rear of the store. Ac- 
cess is gained by two stairways on 
either side of the building. These 
are enclosed and fire-proof. On 
the mezzanine is the large appli- 
ance department, including a 
model kitchen, heaters, a model 
bathroom and plumbing fixtures, 
and wheel goods. 


Cost $120,000 


As it stands today the new 
A. B. Brown hardware store cost 
about $120,000. It was construc- 
ted to exemplify the modern mer- 
chandising ideas Mr. Brown had 
long wanted to put into practice 
and, based on_ those ideas, the 
building was designed and en- 
gineered by A. B. Haley and 
William Marshall of The Me arshall 
Co., Syracuse, N. Y. W. C. Heller 
& Co., Montpelier, Ohio, supplied 
the fixtures and special fixture 
fittings were furnished by The 
Reflector Hardware Corp., 
Chicago. 

Entrances to the store are on 
either side. One, the larger, is a 
canopied entrance, set back from 
the front. Next to that entrance is 
a small display window which 
is used as a showcase for smaller 
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merchandise. Similar windows 
run down the left side of the 
building. A narrow ledge running 
along the bottom of the front dis- 
play windows is used for displays 
of single items, either large or 
small. Out-door displays are also 
created for the canopied _en- 
trance and along the front walk. 
As they enter, customers are 
greeted by two friendly colorful 
signs telling them that “Through 
these doors pass the nicest people 
we know, our customers.” Letter- 
ing is green, yellow and red 
against a black background. 


Neat and Colorful 


Once in the store the impres- 
sion is that of a mass of merchan- 
dise but neatly and temptingly ar- 
rayed on modern, colorful fixtures 
that complement the items they 
show. So spacious is the sales 
room that one never feels hem- 
med in and the aisles are so wide, 
that traffic can flow uninterrup- 
tedly about the store. Dark green 
cut-out letters readily lead cus- 
tomers to the various departments. 

Major departments are appli- 
ances (both on the main and mez- 





Mass displays of appliances and a model kitchen occupy 
the mezzanine together with wheel goods, plumbing fix- 





tures and heaters. There is also an appliance display 
located upon the main floor, 


zanine floors), housewares, gifts, 
sporting goods, tools, paints, 
farm and garden supplies, bi- 
cycles and wheel goods, steel 
goods, power tools, builders’ 
hardware and shelf hardware. 
Just behind the windows are 
flexible display platforms for 
seasonable and special displays. 
These platforms provide a variety 
of arrangements to accommodate 
the various types of merchandise 


on either low or built-up _plat- 
forms. 

Next is a row of glass show- 
cases to hold small, valuable 
items. Pilfer-proof, the cases still 
open the merchandise to full view 
of the customer. Typical show 
case displays are for clocks, 
watches, cutlery, brushes, etc. 

Behind these are departmental 
display islands in a natural finish 
offset by green and cream trim 
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Here is a plan of the main floor. There are 10,000 sq. ft. of selling 
space here and there is an additional 5,000 sq. ft. on the mezzanine. 








bands. These islands comprise the 
housewares, sporting goods, tool, 
paint, and farm and garden sup- 
ply departments. The displays 
also have their own lighting units 
so that their attention value may 
be heightened by additional spot- 
lighting. Those units are control- 
led from a central switch in the 
rear of the store. 

Some of the display islands 
have also been fitted with floor 
sockets, so that merchandise, 
such as power tools, can be plug- 
ged in and demonstrated. 

Along the rear of the store are 
the builders’ hardware and shelf 
hardware departments and _ the 
wrapping counter and behind 
these are the store rooms and 
loading platform. A mobile lift 
elevator is used to raise stock to 
the mezzanine floor. Store offices 
are also in the rear of the build- 
ing, separated from the selling 
floor only by a low partition. 
There are also two rest rooms 
supplied with hot water. 

The building is year-round air 
conditioned. Fin radiation heating 
has been installed around two 
sides of the store. This keeps the 
windows from frosting in even the 
coldest weather, Mr. Brown says. 
Additional heat in winter comes 
from three giant fan blowers in 
the ceiling. In hot weather. these 
keep cool air circulating. 


Ample Illumination 


Lighting is fluorescent with ad- 
ditional light values coming from 
swivel spotlights in some of the 
light banks. The fluorescents run 
in continuous strips across the 
store and under the mezzanines. 
Four center banks of fluorescents 
have four swivel spots in each, 
two at the front and two in the 
center. Two rows of fluorescents 
run under the front window bal- 
cony. Lights are on until mid- 
night, greeting motorists with a 
blare of light, thus advertising 
the store even after hours. 

Store hours are from eight to 
six every day but Friday when 
business carries on until nine. 
Along with other merchants in the 
vicinity, A. B. Brown & Son is 
co-operating with the local Cham- 
ber of Commerce in early Satur- 
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day evening closing to give store 
personnel a_ longer week-end. 
The Brown store employs 20 on 
its staff. 

Construction on the building 
was begun last year and for the 
two-day opening, which was held 
beginning Feb. 27, 10,000 people 
were on hand. Mr. Brown made 
sure to broadcast the event all 
over the countryside. He is a con- 
sistent user of radio time over 
Ithaca and Cortland radio sta- 
tions. The day of the opening, a 
special broadcast was held in the 
store. Customers were asked to 
give their opinions of what they 
saw and the various department 
store heads had an opportunity to 


get in some plugs for their mer- 
chandise. All sorts of stunts were 
used for the occasion such as a 
merchandise prize to the lady who 
had a run in her stockings. 

A regular radio program spon- 
sored by A. B. Brown & Son is 
the “Swap Shop,” a 15-minute 
program broadcast three days a 
week from Ithaca. Beamed at 
farmers, it enables them to get 
in touch with others who have 
something to swap. 

Its no wonder that the A. BR. 
Brown store has already tripled 
its volume with so much to offe: 
customers both in the kind of 
store and merchandise assortment 
it offers. 





Their "Sun Shine Shop" Helps 
Sell $2,500 of Lamps Annually 


AMPS. both incandescent and 

fluorescent, sell to the tune of 
more then $2,500 annually, at the 
R. J. Bennett Supply Co., 41 
Church St... Burlington, Vt. 
thanks to an attractive 9-ft. wall 
display identified as the “Sun 
Shine Shop.” Although numerous 
lamp sales are made to people 
who visit the store with the dis- 
tinct purpose of buying lamps. 
many are made strictly upon an 
impulse basis. 

The “Sun Shine Shop.” identi- 
fied by a_ red-lettered. frosted 
glass sign, ix at the very end 
of the store and is hack of a 


+ 
« 
% 
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Venetian blind separating the dis- 
play room and display window. 

A wide variety of lamps from 
6 to 300 watts, in both incan- 
descent and fluorescent types. is 
displayed on a background panel 
on either side of which is a 
mirror. Although the samples, on 
the panel do not light, there are 
testing units for both types of 
lamps. Stocks of each size of in- 
candescent lamp are displayed on 
the ledge above the storage com- 
partments and each type has the 
price plainly marked at the front. 
At the present time, sales of lamps 
run about 75 percent incandescent. 





This "Sun Shine Shop" has a front locatien and shows a wide variety 
of types and wattages in both incandescent and fluorescent lamps. 
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Does Your Compensation Plan 
Benefit Both Store and Staff? 


Piss you satisfied with 


the selling job that your sales 


force is doing? Are they moving 
the items you want them to sell, 
and in the quantities you think 
should be moved? How you pay 
the store’s salesmen and_ sales- 
women has a lot to do with your 
selling success. 

One hardware dealer recently 
learned the truth of this axiom. 
He had been plugging along 
through the war years with a 
plan for paying his salesmen that 
dated back to depression days 
when the idea was to move hard- 
ware as fast as it could be moved. 
His system was a small salary, 
supplemented with a sizeable com- 
mission. 

During the war. he found that 
the system had a bad flaw: the 
salary was small, but the big 


commission, which was put into 
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How you pay him 
has a lot to do 
with the amount 
of selling he will 
do for you. 


force \“ hen sales were few and 
far between. drove his selling 
costs way up. Volume was high 
because of wartime prosperity. 
This very volume that he had 
sought desperately back in the 
depression now gave him a minot 
headache because he saw the 
stores payrolls skyrocketing to 
higher and higher levels that were 
all out of line with the prevail- 


ing costs of selling. 


Why Not Straight Salary? 


The owner's first thought was 
to put all his employees, on a 
straight salary. The assistant man- 
ager threw up his hands in horror 
when he heard of this proposed 
change. “Boss.” the assistant 
warned, “you won't have a sales- 
man left three days after vou 
put that plan into effect. With the 


war on, jobs grow on trees to- 









The way in which you pay your staff 
has a great deal to do with how 
much money it makes for you. If the 
paying of your salesmen is a prob- 
lem, try one of the following solu- 
tions. It's worth attempting. 


day. We can’t afford to lose good 
people. and they ll all quit us 
cold when they hear that the high 
pay is going to stop.” 

So the two pondered. Then 
they decided upon a course. The 
basic salary was raised to be in 
line with wartime rather than de- 
pression levels, and a small com- 
mission was added to the basic 
salary. Unlike the original com 
mission, it applied only on sales 
figures above a certain quota. 
This solved the hardware dealer's 


immediate pay problem. 


Another Poser 


But almgst as soon as the wat 
was over, another poser arose, He 
discovered that he had _ created 
another, and equally knotty, prob 
lem-in-paying-for-sales, for the 
salesmen and saleswomen were 
aware of the fact that any scarce 
merchandise could be sold with 
practically no effort. Now they 
concentrated all of their efforts 
on moving things that had hith- 
erto been scarce. The staple mer- 
chandise that brought in much 
of the store’s regular profit was 
being neglected because the pay 
system pul a premium on beating 
a quota, and the simplest way to 
rack up big individual volume 
figures above the quotas was to 
push the scarce merchandise 


Again, the hardware dealer 
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considered changing to a straight 
salary set-up, and again his assist- 
ant manager warned against the 
move. “If you do,” the assistant 
pointed out, “you'll put a pre- 
mium on no effort at all. There 
will be no incentive for the sales- 
people to suggest additional items, 
up-trade the customers, or do 
anything else to hike the store’s 
volume. They'll be getting the 
same money whether they work 
hard or take it easy. A salesman 
needs that green incentive that a 
commission offers if he is to do 
his best selling work.” 


This Plan Worked 


At length, a system was devel- 
oped that fitted the post war sell- 
ing problems of the store. Again, 
the basis for payment was a 
salary. A commission was added 
to this, but it applied only on 
staple merchandise that the hard- 
ware dealer wanted to move. He 
knew that the scarce and hard-to- 
find merchandise would sell any- 
way — the customers would ask 
for it. So to make his sales force 
concentrate on the merchandise 
that brought in most of the store’s 
profits, the commission was made 
selective. It applied only after a 
certain quota had been reached, 
and it applied only on the run- 
of-the-store lines. 

The present pay plan is work- 
ing out well, but the store owner 
is aware now that it will not al- 
ways furnish the incentive for 
his salespeople to sell the mer- 
chandise he wants them to move. 
He is ready to alter the plan for 
payment once more, when ard if 
merchandising conditions make a 
further change necessary. 

By fitting his payment system 
to the job he wanted his salesmen 
and saleswomen to accomplish, 
this dealer found that he not only 
kept his selling costs in line with 
good business percentages, but 
was able to move the merchandise 
he wanted to move, in the volume 
he thought it should sell. 

Basically, there are three ways 
to pay salespeople. These are: 
straight salary, salary plus com- 
mission (or bonus), and straight 
commission. There are _ infinite 
variations of these three systems. 
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They can be shuffled, twisted 
about, and molded to fit the par- 
ticular selling problems of any 


hardware store. 

Before considering some of the 
ways in which the three basic 
payment plans can be combined 
into a system for every hardware 
store situation, let’s consider the 
merits and drawbacks of each. 

The straight salary offers one 
big advantage to the store owner. 
It lets him know month in and 
month out exactly what his sell- 
ing costs will be. Aware of his 
yearly salary cost, he can lay 
more exact plans for coming pro- 
motions, sales, events, and cam- 
paigns. The employee also gets 
the advantage of security. He 
knows that his pay envelope will 
contain a certain sum whether the 
month is a fast month or a slow 
one. 

But the employer misses the 
incentive that a commission gives 
to his salesmen. Since they are 
paid whether they produce or not, 
they have no reason for hustling 
up extra sales. From the em- 
ployee’s point of view, a straight 
salary plan penalizes the good 
man. The star salesman is bound 
to resent seeing his slower co- 
worker receive the same renumera- 
tion that he receives. 

The straight commission plan 


offers the ideal incentive: No 
work, no pay. But it too has draw- 
backs from the dealer’s point of 
view. It’s hard to find good men 
who will work on a straight com- 
mission basis. And the straicht 
commission set-up forces the em- 
ployee to close any sales that 
come along, whether they are the 
best kind of sales or not. It forces 
him to concentrate on volume 
sellers at the cost of slower-movy- 
ing but more profitable lines, 
From his point of view, a straight 
commission is murder. In _ the 
slow months, he doesn’t eat. 


Favored by Many 


Salary plus commission (or 
bonus) is the payment plan fav- 
ored by a great number of hard- 
ware dealers today. If the system 
is properly planned for the needs 
of the individual store, it can 
offer all of the advantages of the 
salary and commission plans, with 
the disadvantages of each reduced 
to a minimum. 

The first thing to do in blue- 
printing a method for paying 
hardware store sales people is to 
sit down and write all of the 
things you want to accomplish. 
Some of the aims hardware 
dealers have are: 

(Continued from page 108) 





This Display Helps Promote Gun Sales 





TTY 








Guns get excellent window display at Avery's, Knoxville, lowa, in a 
sidewall window location. The display can easily be seen by sidewalk traffic, 
a fact that helps to promote many sales. The store does an excellent farm 
business and rural people buy many guns for hunting, killing of rodents and 
the like. Rare is the farm family that does not have one, two guns or more 

on the premises. Guns also are in the sporting goods department. 
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What Pricing Policy Will 
Best Serve Free Enterprise? 


Asks Senator Homer E. Capehart, Indiana, before National 
Distribution Council. He says hearings in the fall will be 
held to determine whether the effects of the Cement Case 
decision, outlawing the multiple basing point system, will 
be to help or hinder our system of free enterprise. 


be a statement, concern- 
ing the recent Cement Case deci- 
sion, outlawing the multiple basing 
point system, Hon. Homer E. 
Capehart, United States Senator 
from Indiana, told the National 
Distribution Council, Washington, 
D. C., on July 28, 1948, that: 


“The Supreme Court decision 
on April 26, 1948 in the cement 
case outlawed the multiple basing 
point system which the Court 
found was employed pursuant to 
a conspiracy of cement manufac- 
turers. Many lawyers say that the 
decision does not prevent a seller 
from: (a) Maintaining a uniform 
delivered price throughout the 
country, such as is employed by 
the chewing gum manufacturers 
who sell gum at the same price 
throughout the country; (b) and 
that it does not prevent systematic 
freight absorption by a single 
seller to meet the price of a com- 
petitor located closer to the 
customer. 


The Argument 


“In a brief filled this month 
with the Court of Appeals at 
Philadelphia against subsidiaries 
of U. S. Steel, the Commission 
argued that the cement decision 
prevents both freight absorption 
as well as phantom freight; that 
they are equally iniquitous; and 
that the price of each seller must 
be uniform among his customers 
without discrimination through 
either phantom freight or freight 
absorption. 


“If this position of the Com- 
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mission is sustained, then: (1) It 
will not be possible for a single 
seller to have a uniform de- 
livered price, because when the 
same article is sold at the same 
price from Maine to California, 
there is of necessity phantom 
freight or freight absorption at 
every point of sale except the 
point from which the net price 
may be deemed to have been 
based. This is just as true as to 
light goods where the freight is 
not substantial, as it is to cement 
and steel where the freight is 
considerable. (2) It also means 
that a seller may not absorb any 
part of the freight costs in order 
to compete with competitors lo- 
cated nearer to his customer than 
is his plant. 


Results of Policy 


“The results of this policy, 
said Senator Capehart will in- 
clude the following: (a) Each 
seller will ultimately acquire a 
local monopoly in the area of his 
natural market. (b) There will be 
eliminated the so-called economic 
waste of cross-hauling by a seller 
into his competitor's territory. 
(c) There will be numerical decen- 
tralization of plants as the seller 
who now operates one big plant 
is compelled to switch to several 
small plants scattered throughout 
the country in order to save 
freight. But there will be geo- 
graphical concentration as each 
of these small plants becomes 


located as close as possible to 
their consuming markets in order 
to achieve the highest advantage 


of savings in freight costs. 
(d) This shift will aid those plants 
strategically located near con- 
suming markets and those busi- 
nesses that have sufficient capital 
to build new plants at strategic 
points. It will hurt plants not 
strategically located and _busi- 
nesses that cannot afford to build 
new plants. (e) In areas where 
production of a given commodity 
exceeds its use—such as Pitts- 
burgh which produces twice as 
much steel as is consumed in 
that market—there must be either 
(1) an exodus from, or closing of, 
steel plants in Pittsburgh or (2) 
an influx of steel users to Pitts- 
burgh. (f) These shifts will, of 
necessity, be accompanied by 
shifts in population as the work- 
ers in the affected industries are 
required to move to keep their 
jobs. Where does all this lead? 

“Will it’ promote competition, 
or will it tend to stifle competi- 
tion? Competition is not always 
the most economic means of doing 
business. In fact, there would be 
no monopolies if the monopolists 
did not think that they could 
achieve economies by creating 
their monopolies. It is of course 
not economic for four or five 
milk companies to send _ their 
wagons past your door each morn- 
ing. This, however, is not essence 
of competition. 


Another Question 


“Another question is, will this 
change permit big business to ac- 
quire an even greater percentage 

(Continued on page 124) 








Celebrates 50th Year by 


wi il GUHA A 


The big corner store with 
open back windows gives a 
sweeping view of the in- 
terior to the passers-by. 


Oud 
ood 


Neatness is thé keynote in 
this store. Open fixtures 
are the rule, the lone ex- 
ception being the glass 
case in the foreground in 
which are kept easily pil- 
fered or damaged articles. 


Ne 





P. L. WILLIAMS, 
Williams Hardware Co., Toppen- 
ish, Wash., celebrated his firm's 
50th anniversary, by completion 
in April. 1948, of a moderniza- 
tion program started last year. 


Results Three-Fold 


The results of this moderniza- 
tion are three-fold: the average 
sale per customer has increased 
by at least 20 per cent; last year’s 
extremely high volume level has 
been held and the store’s appeal 


UD NUUTTE ith Mw 1 


to women customers has increased. 

Founded as an Indian trading 
post and general merchandise 
store in 1898 by the late F. A. 
Williams, father of P. L. Wil- 
liams, the store’s evolution to its 
present status as one of the most 
progressive stores in the lower 
Yakima Valley, began with the 
move in 1919 to its present loca- 
tion. Just 10 years ago, Mr. Wil- 
liams replaced farm implements 
with furniture and added a varied 
assortment of kitchenware and 
china to the hardware department. 
The purpose of this was to attract 
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women customers as well as men. 
The store’s present. thoroughly 
modern interior has accelerated 
this trend still further, with the 
result that there are now just as 
many women buyers as men. 


Rural Trade 


The town of Toppenish, with a 
population of less than 4,000, is 
still predominantly a rural shop- 
ping area, with the result that ap- 
proximately 90 per cent of the 
firm’s trade comes from rural 
residents. 

The results achieved by modern- 
ization can be attributed to several 
factors, Mr. Williams points out. 
Low sill backless windows with a 
well lighted interior. plus low 
island displays, make all parts of 
the store easily visible from the 
street. This attracts more cus- 


tomers inside the store, and en- 
eourages trafic between all de- 
partments. There are 40, 160-watt 
fluorescent fixtures over the ap- 
proximately 7,500 sq. ft. of dis- 
play area for even, shadowless 
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Completing Modernization 





New layout of Williams Hardware Co. has been 
responsible for increasing sales 20 per cent 
per customer, holding last year's high volume 
record and attracting more feminine customers 


illumination. Another improve- 
ment was lowering of the ceiling 
from its former 15 ft. height to 
approximately 11 ft. In addition 
to improving the general appear- 
ance of the store, the lower all- 
white ceiling adds to the efficiency 
of the lighting. 


Increased Space 


Installation of island displays 
and open wall shelving, permitted 
further improvement in an_ in- 
crease of display area by approxi- 
mately 1,500 sq. ft. This area, 
which holds the present displays 
of sporting 2oods., paints, and 
garden tools, was formerly re- 
quired for warehousse space. Since 
the new fixtures are capable of 
holding a larger quantity of mer- 
chandise for the floor space oc- 





cupied, this means that more of 
the firm’s stock can be placed on 
the selling floor, and less in the 
back room warehouse. By getting 
merchandise out onto the selling 
oor where customers can see it, 
greater variety in merchandising 
is possible, and impulse sales are 
increased. The new area features 
sporting goods at the front part 
of the store directly behind the 
windows. 

Major appliances have always 
occupied a daminant spot in 
Williams’ merchandising formula, 
and these have not been neglected 


A corner of the store look- 
ing from the housewares to 
the appliance section. Note 
the attractive fluorescent 
fixtures which provide an 
abundance of illumination. 




















Tools, builders’ hardware and paints are arranged neatly and compactly 
along a sidewall which faces one of the store's wide shopping aisles. 


in the new set-up. An area in the 
rear corner of the store of more 
than 1,000 sq. ft., with the floor 
raised ]2 in. higher than the rest 
of the store, was set aside for ap- 
pliances. This device serves to at- 
tract the attention of shoppers 
both inside and outside the store 
as well, and to enhance greatly 
the natural attention-getting prop- 
erties of this class of merchan- 
dise. Spot floor displays of ap- 
pliances are also placed at the 
front of the store, directly behind 
the windows. 


The Service Department 


An integral part of the firm’s 
appliance selling program, is the 
maintenance of a complete and ef- 
ficient service department. The 
store is fully equipped to take 
care of major and minor repairs 
of all types of appliances, and 
carries a complete stock of re- 
placement parts. Two full-time 
mechanics are employed in the 
repair shop and part of their re- 
sponsibility is to make certain 
that all merchandise which the 
store has sold is kept in good run- 
ning condition. One of their most 
persuasive selling arguments, con- 
sequently, has been the reputation 
which the firm has built up over 
past years, of standing back of all 
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appliances which they have sold. 


Since the store handles only high 
quality, nationally advertised 


brands, service costs within the 
guaranteed period are relatively 


(Continued on page 124) 





Overhead Fixture Display Catches the Eye 


N eye-catching lighting _fix- 
ture display board, suspended 
from the ceiling, and measuring 
4 ft. in width and 16 ft. in length 
hangs directly over the wrapping 
counter at the Dean Co., store, 
York, Neb. 
Customers who stand at the 
counter waiting for packages to 


be wrapped can’t help seeing the 
lighting fixtures on display, es- 
pecially when they are lighted. 


Earl Dean, owner, and a past 
president of N.R.H.A. says that he 
has used this type of display for 
several years, both in his present 
store and his former one, which 
was destroyed by fire. 

Mr. Dean also carries a large 
stock of table and floor lamps. 
When a customer purchases light- 
ing fixtures at this store, the lamp 
stock is pointed out to him and 
additional sales often result. 





Fixture-minded customers can't miss this display of 
lighting fixtures, especially when it is illuminated. 
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Hammers Break the Ice 


for Sales of Other Tools 


iy home needs one, 
two or more hammers. Acting on 
this principle, the management of 
The Big 4 Hardware Stores Co., 
Loves Park, Rockford, IIl., has 
special tool displays, including a 
hammer rack, designed to catch 
the attention of skilled factory 
workers, farmers and average 
home owners. 


Lead to Other Sales 


“We sell a lot of hammers,” 
says Calvin Arnold, co-owner, 
with John McFarlane.” and these 
hammer sales lead to other sales 
of tools and power driven items 
as well. You can always interest 
a man in a hammer, and when he 
buys one he gets the urge to buy 
other tools as well.” 

Rockford is an industrial’ city 
of 90,000 population, with a high 
proportion of skilled factory 
hands, many of whom have tool 
kits of their own, including home- 
craft shops in their basements. 
These men know that The Big 4 
Hardware Stores Co., has a fine 
stock of tools, and thus the store 
enjoys a fine business from this 
source alone, not to mention the 
farm and building trades. 


A Neat Display 


The hammer display at this 
store is a thing of neatness. Re- 
movable iron bars have been 
placed parallel with the wall at 
a former shelf location. There are 
two bars to each section, which 
permits secure, exact placement 
of hammers side by side with the 
heads showing. 

Hammer handles do not vary as 
much as hammer heads, says Mr. 
Arnold, therefore the heads have 
more sales appeal to the man 
who wants one. The prospect look- 
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“You can always interest a man in a hammer, and 
when he buys one he gets the urge to buy other 
tools as well,"’ says Calvin Arnold. The idea works 





The hammer display rack is made from two steel bars parallel to the 
wall. Adjoining panels of other tools make a bid for additional sales. 





Here is a section of the wall tool display. An extremely wide 
variety of articles is shown in this relatively limited space. 


ing over this display can find just 
about any type of hammer he 


wants, 
The man who buys a hammer 
has some definite minor or major 


repair jobs in mind, and so he 
is often in the market for screw 
drivers, nail punches, chisels, 
pliers, tongs, bits and other related 
(Continued on page 125) 

















The former store 
served well but 
such dark forbid- 
ding fronts have 
become passe. 








Modern colonial architecture is perfect for this 
old Connecticut town. Small window panes relieve 
the austerity of an otherwise severely plain front. 


Five Times 


= he moved 


across the street. this spring. 
from a small, poorly-lighted and 
crowded store into a brand-new. 
modern. colonial-type store, Ed- 
ward Rabin quite naturally ex- 
pected some improvement in busi- 
ness but never in his fondest 
dreams did he visualize that hi: 
sales would triple within a few 
short months. That’s exactly what 
happened though. 

The Ridgefield Hardware Co., 
in the quiet and picturesque little 
town of Ridgefield, Conn. (pop. 
3,980) was started from scratch 
by Mr. Rabin about 10 years ago 


The shopper entering by either of 
the two front doors passes a row 
of appliances upon low platforms. 
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Space over the appliances is well utilized for attractive displays 
of small items, the majority of which are suitable for gift purposes. 


Bigger - Three Times Busier 


Ridgefield Hardware Co. moved to a new store where 

6,750 sq. ft. of space has helped triple volume. It 

can now sell anything from bird seed to television 
and by this spring it had a very 
satisfactory trade. The old store, 
however, was too small, only 20 
by 60 ft., and too crowded with 
merchandise. This prompted Mr. 
Rabin to build a much larger 
store directly across the street. 

Because the new store was built 
on the self-service idea it is now 
possible for the same small staff 
of three to operate more efliciently 
in 6,750 sq ft., of the new store 
than in only 1,200 sq. ft., of the 
old store. 

Ridgefield is situated in a beau- 
tiful and unspoiled part of Con- 
necticut that is highly favored by 
many people of culture and 


Walter Hampden, noted actor and a 
prominent resident, inspects the 
axe which Mr. Rabin has shown him. 
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The entire step-up display fixture at the right is devoted to paper products of all 
kinds. The plywood wallcase backboards make pleasing settings for kitchen utensils. 


means and_ the surrounding 
countryside is filled with ram- 
bling estates. About 75 of these 
estates have accounts with the 
Ridgefield Hardware Co. 

Among the local residents of 
prominence who can be_ seen 
shopping from time to time in 
this handsome new hardware 
store are Henry and Claire Boothe 
Luce, Walter Hampden, Gerald- 


ine Farrar, Marian Anderson and 
Paul LaValle. 

A discriminating clientele is de- 
serving of a modern store where 
it is afforded the opportunity to 
see and inspect adequate stocks 
of merchandise. It was natural, 
therefore, to expect that the new 
Ridgefield hardware store would 
be better patronized than the 
former one. 





The owner of the store thinks that open display is largely 
responsible for the tripling of sales in a few months’ time. 
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Mr. Rabin has noted that 
women predominate among the 
many new customers who began 
to patronize the business after it 
moved into its new home on May 
14. He estimates that women ac- 
count for about 70 per cent of 
total sales. 

This is due in large measure to 
the fact that the step-up island 
display fixtures contain much 
more merchandise, which is shown 
in clean and neat fashion. The 
larger store made possible an ex- 
pansion of lines as well as the 
inclusion of certain lines which 
were never stocked in the old 
store because of space limitations. 


Prominently Displayed 


In the old store very few din- 
ner table candles were sold, and 
those were kept under a counter. 
out of sight. In the new store 
most of one of the island displays 
is devoted to boxed candles. 

Another display fixture is de- 
voted exclusively to paper prod- 
ucts and contains such articles as 
place mats, paper doilies, cups, 
plates, party napkins, sandwich 
bags and food freezer containers. 

Still another display is devoted 
to dishcloths, dusting cloths, 
chamois, polishing cloths and re- 
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Based on 1939 U. S. census 
lat { | 4 7. { at 
he 
an Firearms and ammunition account for 39% of the total dollar volume of 
sporting goods manufactured . . . rank far higher than the next nearest sporting 
goods line, according to latest available U.S. Census figures. This means the 











os dollar volume sales in these lines in the average sporting goods department may 
f be far and away higher than those of any others. And, to you, it means that by 
" featuring these lines, you can build more total dollar volume . . . help inject new 
life into lazy stock turnovers. 
to It’s smart merchandising to play up fast-moving lines within the sporting 
id goods department. And it’s also profitable to feature the brand name at the top 
‘h of the list within the line. In ammunition, there is none finer than Peters “High 
n Velocity”. . . for years the favorite with sportsmen everywhere because it really 
e packs the power. You are selling first things first when Peters is on your counter! 
K- 


Are you selling all five of these prospects for shooting equipment ? 


1. Experienced shooters—hunters, farmers, target shooters—who are 
the backbone of your firearms and ammunition sales. 





2. Boys who are in the market for a popular-priced 22 rifle and the 


\ => 
ammunition to go with it. Lo 


Bry 3. Young men... ready for their first shotgun or big game rifle... 





seer things 10st 


(No. 7 in a series) 
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Display first names in your window. An 
attractive display ... keynoted by the prod- 
uct’s advertising slogan ... has a high re- 
membrance value. It serves as a constant 
reminder to passersby . . . stimulates many 
“impulse” sales. 





Tie in with the top attention-getters in am- 


we . ready tomake their first purchases of shot shells and big game cartridges munition advertising. Write for free reprints 
| ry 4. Ex-servicemen ... who learned how to handle military weapons and > of current Peters ads appearing in Outdoor, 
now carry their interest over into shooting sports. Farm and Boys’ magazines. Display them on 
5. Modern women... newly interested in shooting sports . . . brand- Vaal ~ your counter to back up your sales story and 
= new prospects for firearms and ammunition. build prestige for your store. 
Ae 
sy P Show this advertisement to your sales trainees as part of their merchandising 
¢ #e course. Reprints of this series are available on request. 


PETE RS packs t 


PETERS CARTRIDGE DIVISION—Remington Arms Company, Inc., Bridgeport 2, Conn. 
“High Velocity” is Reg. U.S. Pat. Off. by Peters Cartridge Division. 
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frigerator food covers. One whole 
fixture contains nothing but in- 
secticides. The one nearest to it 
holds garden sprays, grass seed. 
plant food, garden hose and 
sprinklers. 

This is one of the few hard- 
ware stores in the world that sells 
potato chips. The chips are made 
locally and Mr. Rabin at first 
bought only a few cans to sell in 
conjunction with his picnic and 
barbecue supplies. but they made 
such a hit with customers that 
they are now making phone 
orders for them, at $3 per can. 


Television a Feature 


Mr. Rabin started to sell tele- 
vision sets this year and in the 
first six months he sold six 
sets and he states that he can sell 
all that become available to him. 
He has created an interest in tele- 
vision with his customers by hav- 
ing an aerial installed at a cost 
of $75 in order to insure good 
reception. 

Major appliances are given 
prominent. up-front display treat- 
ment along both sides of the store. 
which can be entered from doors 
on either side. The appliances 
stand on slightly-raised platforms 
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The display fixtures are large enough to permit the showing 
of complete assortments in most lines carried by the store. 


which run along the side walls. 
On the right-hand side there are 
seven electric stoves, two auto- 
matic washing machines and on 
the opposite side of the store are 
shown water _ heaters, washing 


machines. food freezer cabinets. 


we 


fc 





i 








refrigerators and more electri: 
stoves. 

The wall space over the appli 
ances is utilized for glass shel\ 
ing on which are shown such 
articles as clocks, waffle irons. 


(Continued on page 105) 


Mr. Rabin, left, demonstrates to John Nichols, of Hardware Age, the small but effective 
display unit for window shades which, being up front, attracts considerable attention. 
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We've got to say it again 


reluctantly — 


Chain Shortages will continue 


20 million tons of steel will be required dur- 
ing the next 12 months to meet U. S. defense 
needs and allotments under the European 
Recovery Plan. 


This obviously means that our steel makers 
will be unable to fill many of the orders of their 
customers. It clearly forecasts a shortage of steel 
for chain. 


Consequently, it seems apparent that serious 
shortages of certain types of chain will exist 
throughout the balance of '48 and in the first half 


of next year. 


We regret this situation, for we believe the 
return of unrestricted production and highly 
competitive selling holds the key to our na- 
tion’s future prosperity. 


But, we also recognize the necessity for com- 
plying with a national program dictated by the 
best interests of our country. Therefore, we 
must again advise that we are sincerely sorry 
we cannot, in the near future, anticipate fully 


meeting all of your chain needs. 


We pledge, however, that we will continue, 
as during the war and in the immediate past, to 
do everything in our power to serve you within 









Certified 


CHAIN INSTITUTE 


Member 


Security In mn bor Link 
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the limits of our available steel. Also, we will 
try to apportion our output fairly and justly among 
our distributors . . . in confidence that they, in 


turn, will deal equitably with their dealers. 

In this situation we solicit your considerate 
support and friendly cooperation. We trust 
you will understand that our only wish is to 
serve you to the best of our ability. 


Vice Pres., Charge of Sales 


A few items in the Cleveland line are now being 
temporarily discontinued. Available steel is being 
directed into productive channels where cus- 


tomer demand and need are greatest. 
PaP-soee 


3 VELAND (HAIN 





Lhe Cleveland Chain & Mfg Co. 
Cleveland 5, Ohio 


Associate Companies: David Round & Son, 
Cleveland 5, Ohio ¢ The Bridgeport Chain & Mfg 
Co., Bridgeport 1, Conn. © Seattle Chain & Mfg 
Co., Seattle 8, Wash. ¢ Round California Chain Co., 
So. San Francisco and Los Angeles 54, California 
Woodhouse Chain Works, Trenton 7, N. J 


, 
Since rDR) 1869 
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Furniture, appliances, wallpaper and floor coverings 
occupy the center of this section. In the circle is 
the up-front display of paints and related lines. 





“We Furnish Homes From 


De Pere, Wis., firm makes good this assertion by 
adding a line of furniture. Special training 
makes every employee a specialist in two lines 


For 17 years while 
he operated an exclusive hardware 
store at De Pere, Wis., (popula- 
tion 6,000), Ernest Anderson, en- 
tertained the ambition of making 
his establishment a complete 
home furnishing store. More than 
a year ago he remodeled his 
store, making it possible to have 
three display floors. At the same 
time he installed a large furni- 
ture department to add to his 
hardware, appliance and _ paint 
stocks. 

The venture has been a com- 
plete success, for Mr. Anderson 
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reports that his business at the 
present time has increased more 
than 35 per cent, with volume 
running hardware,. paint and ap- 
plianes, 6624, per cent and 
furniture, 331, per cent. 


Has Grown Steadily 


Now known as Anderson Hard- 
ware & Furniture, this firm is ex- 
periencing a steady growth in 
business, according to Mr. Ander- 


son, with a number of good pro- 
motion ideas paying handsome 
dividends. 

Assisting Mr. Anderson is his 





son, Paul, and three other em- 
ployees. And speaking of employ- 
ees, Mr. Anderson has a special 
sales training plan which is work- 
ing out very well, 


Trained for Alternate Job 


When he hires an employee he 
tries to fit him for some special 
job in the store, and also trains 
him in alternate work. One of the 
store’s linoleum installation men 
doubles at show card writing. He 
was given a special course in 
show card writing to fit him for 
the job. 

The employee who handles the 
service work, such as repairing 
refrigerators, washers and vacuum 
cleaners doubles as a _ linoleum 
installation man, and attends a 
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Here is part of the housewares section. The alcove 


idea lends atmosphere to the linoleum-topped units. 
In the oval—Paul Anderson, left, and Ernest Anderson. 


manufacturer's school to learn 
the latter type of work. 

“We like to have our employ- 
ees show a special interest in 
some phase of merchandising.” 
declares Mr. Anderson. “for it 
gives us a crew of experts. And 
it also makes for more satisfied 


employees.” 
The Interior 


The Anderson store is 21 ft. 
wide and 70 ft. long. The front 
section is given over to a showing 
of paints, wallpaper, appliances 
and furniture. The hardware sec- 
tion, with an entrance on a side 
street occupies the rear half of 
the store. 

The hardware department has 
some novel and effective display 
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. | Basement to Attic’, 


Says Ernest Anderson 


features which help the firm 
secure more business. Most of the 
tables are linoleum topped and 
have chrome edging. This makes 
for a swanky hardware section. 

Paul Anderson says that this 
type of linoleum trim helps the 
firm get hardware store customers 
interested in floor coverings and 
has resulted in a number of di- 
rect sales. “And this sort of dis- 
play helps us to sell more hard- 
ware merchandise. too,” he says, 
“for it makes articles stand out 
very well.” 

Mr. Anderson says that re- 
cently he placed a dozen electric 
irons on a_ shelf along with 
waxes, polishes and other items, 


and they sold very steadily. The 
idea here was to bring irons to 
the attention of women who 
hought polishes and who might 
not otherwise look at irons in a 


separate display. 
Upper Floors Pictured 


On the wrapping counter of 
the hardware section there are 
two photographs of upper floors 
in the store. These photos are 
placed in a special frame of plate 
glass, with chrome trim. A sign 
under the glass says, “Visit Our 
Two Upper Floors.” 

Every person who buys hard- 
ware items and who stands at the 
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wrapping counter sees these 
photos and signs. One shows a 
view of the floor covering depart- 
ment and the other of a furniture 
setup. 

The paint department on the 
first floor is decidedly interesting. 
While a sizeable stock of paint 
is carried in the hardware section, 
a special streamlined paint stock 
table and counter has been pro- 
vided up front in the store. It 
has a large easel-type sign as a 
background which reads “Paint 
and Supplies,” with a paint brush 
stuck on the easel. It’s a striking 
sign which instantly appeals to 
any customer who is interested in 


painting. 


Many Profit 


HO" much does the sports- 
man spend and where does 
his dollar go?” 

This is a matter which is prob- 
ably of less interest to the sports- 
man himself than to any one 
else, according to Henry P. Davis, 
Remington Arms Company, for 
his expenditures are widely scat- 
tered among a great many differ- 
ent business enterprises. 

“The man who hunts and fishes 
does not count his pennies when it 
comes to spending them in enjoy- 
ing his favorite sports,” says Mr. 
Davis. “He does ask a fair chance 
to have some fun afield and if 
the opportunity is there, he'll 
gladly take it without too much 
quibbling about costs. He’s by no 
means a sucker, but he’s willing 
to pay for the thrilling pleasure 
hunting and 


he derives from 


fishing.” 


$85,000,000 a Year 


The Ohio Division of Conserva- 
tion and Natural Resources has 
just released figures to the effect 
that Buckeye state sportsmen 
$85,000,000 annually in 


hunting and fishing. 


spend 


There are 9.158 businesses in 
the state dependent upon wildlife 
resources or the sports associated 
with wildlife. At least 21 dif- 
ferent kinds of businesses are 
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“We are now able to tell folks 
that we can furnish their homes 
from basement to attic.” says 
Mr. Anderson, “because there is 
hardly an item in hardware, ap- 
pliances, paint and furniture that 
customers fail to get at our 
store.” 

Along with the firm’s expanded 
lines, Mr. Anderson says that the 
advertising policy changed. For- 
merely, the store took consider- 
able weekly space in a local news- 
paper However, after furniture 
was added, local advertising was 
held to a minimum and sizeable 
space was taken twice a week in 
the Green Bay Gazette, a daily 
located in Green Bay (population 





45,000) a city only six miles 
from De Pere. 

“Big city newspaper advertising 
immediately began bringing many 
appliance, furniture and paint cus- 
tomers from Green Bay and also 
from small towns 30 to 40 miles 
distant. Naturally we are sold on 
this type of advertising. We spend 
between $100 and $150 per month 
for such advertising and we are 
well pleased with the new busi- 
ness we are getting.” 

The first floor showroom has 
one wall which is decorated with 
wallpaper, while other walls are 
painted. This gives a _ pleasing 
modernistic effect to the showroom 
which customers like. 


From the Sportsman’s Dollar 


known to handle hunting and fish- 
ing equipment. Hardware stores, 
of course, lead the list. These 
stores, polled in a 13-county area, 
reported that 38.6 per cent of 
their total income is derived from 
the sports of hunting and fishing. 
General stores in the same area 
report 21.4 per cent as traceable 
to the sale of hunting and fishing 
equipment. 


How It Was Spent 


Ohio’s expenditures survey in- 
cluded approximately 5,000 
hunters, who reported that cloth- 
ing represented 31.1 per cent of 
their outlays.’ Guns represented 
28.98 per cent, ammunition 11.77 
per cent and gas and oil 12.08 
per cent. The sportsmen polled 
apparently did not hunt far from 
meals, lodging. 


home base, as 


etc. accounted for lesser amounts. 

Fishing tackle represented 22.15 
per cent of the expenditures of 
the 3,000 anglers polled. Gas and 
oil accounted for 15.47 per cent. 
8.71 per cent for meals. 6.07 per 
cent for lodging; 6.15 per cent 
for bait and only 4.86 per cent 
for clothing. These figures on 
clothing might bring on a debate 
between hunters and anglers as 
to who are the best dressed 
sportsmen. 


An interesting revelation of the 


survey is the fact that one in 
every seven residents in the state, 
fish or hunt or engage in both 
sports. 


This Display Sells 
Electric Fencers 


The Scott Hardware Co., of Ana- 
mosa, lowa, has increased sales 
considerably on electric fencers by 
featuring them on a special wooden 
display board near the wrapping 
counter. The board provides for the 
showing of five units in a vertical 
position and it catches the atten- 
tion of visiting farmers. 
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The Co-operatives Are Aiming 


At Monopoly in Business 


Protesting present tax exemptions enjoyed by the co-ops, 
Mr. Hornage says that "some of the co-ops say that they 
pay income taxes. They do not mean what the rest of us 
mean when we make the same statement . . . Numerous big 
co-ops are organized and operated with an interlocking 
ownership that would not be tolerated in independent 
business.'' Urges equality at national and state levels. 


By S. H. HORNAGE* 
General Partner, 
Austin Bros., Ltd., 

Stockton, Cal., 

Hardware Wholesalers 


D URING recent years 


businessmen in the United States 
have become aware of a competi- 
tive situation which threatens the 
future of everyone of us who pays 
taxes and who believes in the 
American system of free enter- 
prise — that of the income-tax 
dodging co-operatives. 


An Octopus 


These co-operatives, supposed 
to be concerned solely with mar- 
keting the products of the farm, 
have in recent years grown into 
an octopus that aims at monopoly 
in all lines of business. The actual 
total of co-operative business be- 
ing done in the United States 
today is nearly $13 billion a year 

and if income tax exemption 

is continued, the announced ex- 
pansion plans of many co-opera- 
tives will carry the total to at 
least $25 billion by 1950. 

In 1913, when the Income-Tax 


*From a recent address. 
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Amendment became a part of our 
Constitution, farmer co-operation 
had been established in many 
states, and Congress was easily 
persuaded that it would help the 
farmer if his co-operative asso- 
ciation were exempted from pay- 
ment of income tax. 

The first specific law passed in 
1916, provided merely _ that 
“farmers fruit growers’ and like 
associations, orgariized and oper- 
ated as a sales agent” should not 
be required to pay federal income 
tax on earnings. Taxpayers raised 
no objections; the tax rate was 
low, co-operation was little busi- 
ness, and farmers needed help. 

During the next decade, how- 
ever, the provisions of income-tax 
exemptions for co-ops were quietly 
but persistently broadened. Pur- 
chasing co-ops as well as mar- 
keting co-ops were permitted to 
escape taxation. Co-operatives 
were allowed and encouraged to 
become corporations, for the pro- 
tection of members from personal 
liability. They were permitted to 
build up “reasonable reserves,’ 
though with no definition of what 


5) 





S. H. HORNAGE 


“reasonable” might be. They were 
permitted to act as_ principals, 
to do business with non-members 
as well as with members and to 
engage in financing operations. 
Meanwhile other laws exempted 
the farmer co-ops from prosecu- 
tion under the Anti-Trust Law, 
permitted them to give rebates 
and discounts, extended especially 
favorable government credit facil- 
ities to them, permitted them to 
issue securities without reference 
to SEC, and favored them in 
other ways over their tax-paying 


competitors. 


Is Not Taxable 


With a liberality that it does 
not extend to other taxpayers, the 
Treasury accepts the philosophical 
claims that a co-operative cor- 
poration is the true agent of its 
members, and that as an agent 
it is not taxable; that patronage 
dividends are no more than addi- 
tions to the price paid for pro- 
duce by marketing co-ops and 
refunds of overpayments made to 
purchasing co-ops; that a _ co- 
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These set screws are case hardened—the hard machined point 
bites in and holds. They fit perfectly and respond readily to adjust- 
ment needs. Ferry Cap case hardened set screws have continually 


met engineering requirements for all general purposes. 


Ferry Cap Set Screws are expertly made by the first company to 
produce Cup Point Set Screws by the cold upset process of man- 
ufacture. They embody the skill and experience gained in over 


40 years of precision manufacturing. 


Square head and headless—cup point—case hardened —sizes V4" 
diameter and larger. Carried in stock for immediate shipment. 





The FERRY CAP & SET SCREW Co. 


2155 SCRANTON ROAD ° * CLEVELAND 13, OHIO 


CAP AND SET SCREWS + CONNECTING ROD BOLTS + MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS « HARDENED AND GROUND BOLTS « SPECIAL 
ALLOY STEEL SCREWS + VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN NUTS 
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the quality 
To the crafstman who knows tools— 
whose hands recognize the “feel” of 
true-balance — whose ears are attuned 
to the ring of carefully tempered steel 


—the name VAUGHAN & BUSHNELL 
stands for “the finest in tool making!” 


To such a person one can't sell a V & 


B too—his good judgment BUYS it! 
No. 700 ASSORTMENT 


An assortment of 30 quality tools that invite 
immediate sales. Assortment consists of the 
famous Vaughan square Punches and Chis- 
els, forged from extra refined, 
beveled square alloy steel 
— carefully tem- 

pered and indi- 
vidually tested, 
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operative has no taxable owner- 
ship of the earnings it makes. 


You will perhaps hear it said 
that only about 50 per cent of 
the farmer co-operatives are 
actually tax-exempt, and that all 
others pay taxesat the regular 
‘orporate rates. 


Statement Not True 


This statement is not true. For 
while it is technically correct for 
some of these co-ops to say that 
they pay income taxes, they do 
what the rest of us 
make the 
statement. Let me illustrate. 


not mean 


mean when we same 


A large western non-exempt 
co-op, made profits of $837,000 
on sales of $10,176,000. On that 
amount of earnings, a taxpaying 
corporation would have paid 
$544,000. That co-op paid, ac- 
cording to its own financial state- 
ment, $20,300 in both federal and 
state income taxes. 

There was nothing illegal in 
that co-op’s avoidance of more 
than half a million dollars of 
taxation. It was strictly in accord- 
ance with the Treasury’s liberal 
acceptance of co-operative theory 
as the basis for a tax formula 
which is entirely different from 
the formula under which the rest 
of us operate. The $706,000 that 
organization paid to members and 
customers as patronage dividends 
~—- not in cash, but in stock of 
the co-op corporation — was con- 
sidered a deductible item of ex- 
pense, on which no tax was 
required or ‘paid. The $84,000 
which was added to the surplus 
account was allocated on the books 
to individual members — to be 
distributed if and when the man- 
agement decides to do so — and 
this allocation eliminated its tax 
liability too. Income tax was paid 
only on the very small amount 
that was paid out immediately 
as dividends on _ outstanding 
shares of stock. 


Deny It Is Favoritism 


The co-ops deny that this is 
Any company, they 
that elects to pay its 
profits to its customers and not 
stockholders can dodge 


favoritism. 
declare, 


to its 
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payment of taxes in the same 
manner. 

This method of doing business 
is right now assuming vital pro- 
portions in Canada. Last summer 
the Dominion’s Parliament wrote 
into law that all businesses could, 
if they chose, pay patronage divi- 
dends and deduct such payments 
from taxable income. Adopted as 
a compromise method of achiey- 
ing tax equality, this effort at 
appeasement has had an 
ishing result. 


aston- 


Up to 75 per cent of private 
businesses in some fields have 
announced their intention of pay- 
ing patronage dividends and that 
if competitive business is to be 
conducted this way, they will go 
along with the plan. Private busi- 
ness and co-operatives will now 
compete on the basis of who can 
pay the biggest patronage divi- 
dends. Pity ihe poor stockholders. 

In this country there are nu- 
merous big co-operative organiza- 
tions which 
operated 
ownership 


are organized and 
with an_ interlocking 
that would not be 
tolerated at all in independent 
business. 


Co-ops’ Activities 


We find co-operatives embrac- 
ing within their business activities 
not only the packing, canning, 
dehydrating, processing and mar- 
keting of virtually all kinds of 
farm products, but also the whole- 
saling and retailing of most of 
the commodities used on the farm 
and in the farm home and a 
steadily widening variety of com- 
modities used by city dwellers; 
the manufacturing and distribu- 
tion of a great many items, rang- 
ing from heavy farm machinery, 
and_ electrical 
ances to cigarettes, lipstick, face 
powder, leg make-up, toothbrushes 
and vitamin pills; oil well drill- 
ing, petroleum refining, lumber- 


hardware appli- 


ing, mining, banking, insurance, 
publishing, paper making, home 
building; and the operation of 
service establishments of 
kinds, including electric systems. 
telephone lines and funeral par- 
lors. Medical, hospital and recrea- 
tional co-operatives are in pros- 


many 
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* the idea of securing control of INLAND STEEL PRODUCTS CO. 

m th k ° ; j er ° f 4101 W. Burnham St., Milwaukee 1, Wisconsin 

of e marketing and distribution o Wr Dealer Send me specifications and descriptive ¥ 
-_ grain products throughout the ° material on Milcor Steel Access Doors, 

b entire northwest. Tear ovt coupon and Name........... . 2 inate . WD rvserensenninniiel ‘a 
ne , mail today — for com- ES EOL TT Nae , 
ar Th rough the yea rs of this a a plete specifications and Address ccccccescocscosooscooesoooosssosssoocooocosecose coco evcccceccccvcesoscs ¥ 
a normal growth, it has bought out dete on Milcor Steel Ac- City (.....) State 


numerous distressed competitors. 








cess Doors 
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Choose the plier that meets 
your needs from our com- 
plete line. 


Only these pliers incorporate 
the exclusive Channellock 
tongue and groove joint. 
This patented joint is far 
superior to the conventional 
type of adjustable pliers for 


these reasons: 
q 


1. Greater Strength.) 

Longer Wearing. 

Closely Spaced Adjustments. 
Self Cleaning. 

Visible Adjustments. 

.. No wear on Joint bolt. 


Ome wp 


Send for free catalog 
illustrating our 
complete line 
of Champion 
DeArment 


Channellock 
tools. 
















Par. 1 CAM. Ioan 





Channellock Pliers are specifically 
designed for: 


Battery Work Ignition Work 
Pump Repair Electrical Repair 
Plumbing Work 
General Automotive, Electrical, 
Plumbing and _—_— Service 
wor 


CHAMPION DEARMENT TOOL CO. 
MEADVILLE + PA, 


Only 


Champion DeArment makes 
















Through subsidiaries it has 
bought coal and lumber yards 
and has expanded into many 
other lines of industry. It has just 
built and paid for a_million- 
dollar office building. It has never 
itself, paid a penny of federal 
income tax on its earnings. 
Where, you may ask. is it all 
leading? 
One 
leads to co-operative monopoly 


Two roads tie pefore us. 


and eventually to the co-operative 
commonwealth. 

The other leads to tax 
equality, which can and must be 
brought about by 
legislation at both the national 


road 
appropriate 


and state levels. These two steps 
are necessary. 

1. SECTION 101 (12) and 
(13) of the Internal Revenue 
Code must be repealed, there- 
by terminating the legal tax 
exemption of farmer co-opera- 
tives, and their right to accumu- 
late tax-free reserves for “Any 
Necessary Purpose”, as per- 

mitted under the present law. 
2. Corporate income subject 
to the federal income tax must 
be specifically defined in the 
Internal Revenue Code to in. 
clude “patronage dividends” in 
any form, thereby terminating 
Treasury rulings which permit 


their exclusion or 
from taxable income. 


deduction 


Congress is now considering 
the problem. At the Washington 
hearings held earlier this year 
by the Ways and Means € 
mittee, tax paying business was 
represented by the National Tax 
Equality Association of which 
many of you are members. They 
report that the hearings proved 
three specific points: 


( Om- 


1. That the co-ops have income, 

2. That paying taxes would not 
destroy them, and 

3. Their tax exemption adds to 
the tax burden of every taxpayer 
in America. 

It is essential that all taxpay. 
ing businessmen them. 
selves to their own Congressional 


express 


representatives. Remember the 
co-ops are not going to accept 
taxation willingly. They are going 
to fight to keep the special priy- 
ilege that they now have. 

But if you men each and 
every one of you will tell 
your Congressmen that you want 
just as 


the co-ops to be taxed 


you are taxed, Congress will 
listen. So you must act and 
urge other businessmen in your 
home towns to act so that the 


principle of tax equality will be 
re-established in our laws. 





Are "Drop Shipments” 


(Continued 


rather than the exception only 
when that jobber has an industrial 
supply or a railroad division .. . 
Just to give you an example, for 
one midwestern jobber who has 
an industrial supply division, of 
75 orders received so far this 
year, 69 of them called for ship- 
ment direct to the customer... 
For one eastern jobber who has a 
railroad supply division, 90 of 
93 orders called for shipment 
direct to customers.” 

* % aw 


“e 


. . . During the past year, 
‘drop shipments’ were a very com- 
mon practice by wholesalers of 
hardware and distributors of in- 
dustrial supplies. The reason for 
this was unquestionably because 
we could not keep these whole- 
salers in stock and we adopted 
the practice as a necessary part 
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Showing Up Unfavorably 


from page 76) 


of war conditions. This practice 
was gradually discontinued dur- 
ing 1946 and the first half of 
1947 when we became current on 
our shipping schedule. I would 
say today that there are literally 
no ‘drop shipment’ orders coming 
to us from the hardware distribu- 
tors and practically none from 
the industrial supply distributors.” 
% * x 


“, . . ‘Drop shipments’ have 


always been a curse to the indus- 
try as far as manufacturers are 
concerned . . . It is our opinion 
that jobbers will 
stock. It is unfair for a manufac 
turer to accept ‘drop shipments 


most carry 


from those jobbers who do not 
carry a complete stock. The usual 
five per cent charge for drop ship- 
ments does not cover the cost 
of distribution to the manufac- 
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turer. In the long run that extra 
cost has to be reflected in the 
manufacturer's price. It isn’t fair 
to the stocking jobber.” 

+ * - 

“ .. We have found that whole- 
salers are taking an unfair ad- 
yantage of manufacturers by im- 
posing on them with a great many 
orders for ‘drop shipments’ and 
the practice has been increasing 
as far as our own business is con- 
cerned rather than decreasing .. . 
In one case a fairly large hard- 
ware and mill supply house had 
87 orders for us. all for drop 
shipment. In another case. another 
such house -had 56 orders in the 
same classification. In practically 
all cases. however. the files we 
reviewed showed that ‘drop ship 


ments’ were more or less prev- 


alent but not to the extreme as 
Another 
thing we have been trying to com- 


indicated above 
bat are the cases where whole- 
salers will place small orders for 
a quantity of material that norm- 
ally should be carried in stock. 
Very frankly, there are quite a 
few jobbers now who are not 
earning their discount or margin 
of profit because they are not 
rendering a wholesaler service. 
Most 


happy to co-operate with whole- 


manufacturers are very 
salers in cases and 
would not object to making ‘drop 
circum- 


emergency 
shipments’ under these 
stances. When they take advantage 
of manufacturers by sending them 
too many orders for “drop ship- 
ment, they do not deserve whole- 


sale prices on those orders.” 


Five Times Bigger—Three Times Busier 
(Continued from page 94) 


coffeemakers, playing cards. table 
radios, electric lamps and shades, 
wooden salad bowls and_ plates. 
silver flatware. bean pots. glass- 
ware and bar accessories. 

All manner of housecleaning 
and maintenance materials such 
as brooms. mops, carpet sweep- 
ers. oilcloth are shown near the 
rear of the store. 

Mr. Rabin now has. sufhcient 
space so he tries to have in stock 
everything for which there is apt 
to be any sort of demand. This 
store now sells 10.000 Ibs. of wild 
bird seed and, while this is pri- 
marily a winter seller, some cus- 
tomers buy it even during the 
summer months when they happen 
to notice it while they are in the 
store. 

Mr. Rabin and his sales people 
try to increase the amount of 
each unit sale which accounts for 
the fact that this store sells more 
4- and 8-pound cans of wax than 
one-pound cans. When a customer 
asks for an article they hand him 
a large rather than the smallest 
size. 

Mr. Rabin states that because 
of the nature of his clientele he 
finds it wise to carry only widely- 
advertised brands of merchandise, 
because the element of price is 
not much of a factor in making 


sales. 
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The Ridgefield Hardware Co.. 


uses the local newspaper regu- 
larly in order to reach the town 
trade but. according to Mr. Rabin. 
the best and most economical wav 
of reaching his country trade is 
a small free magazine which is 
distributed to 500 


These 500 copies cost 


rural box- 
holders. 
the store only $7 and it costs 
just $5 more to have them deliv- 
ered by the rural carriers. These 
magazines carry some advertising 
and are imprinted with the store’s 
name. 

This store is bright through- 
out, largely because of three large 
skylights which are equally spaced 
throughout its length. The light 
from these is augumented by 87 
1-ft. fluorescent ceiling units. Mr. 
Rabin reports that it only cost 
about $17 per month to light the 
store with half of the lights in 
use throughout the day. 

The 12 step-up island fixtures 
as well as the wallcases were all 
built in the store by local carpen- 
ters. 

Mr. Rabin expects to eventually 
finish the basement for use as 
another selling floor when the 
time comes that his 
quires more space. At the present 
time, the front part of the base- 
ment is used for the sale of steel 


trade re- 


goods and farm seeds, 








get a 
slice of saw business 
a complete line 


; Heer’: coverage of your customer's 
saw business the way he wants it—the way 
you want it. He gets all the blades he 
wants—whatever he wants—you get all the 
profits that come from selling it to him. 
Ia the Star line there's a saw for every job 
a hack saw or a band saw can do. Com- 
plete satisfaction—REPEAT SALE assur- 
ance—goes with every Star blade, frame 
and band saw you sell. ‘Tests in industry — 
in large plants and smali—attest to Star's 
superior performance all down the line. 





POWER BLADES 





\o STARS 











BAND SAWS 
(Metal cutting, 
including Skip-tooth) 





‘> 2 } Sold only through 
: "4 recognized distributors 


CLEMSON 


CLEMSON BROS, Inc, Middletown NT 


Ho 











The 





d-Viser 


Use Trade Marks and Slogans for Effective Promotions 





Slogans should be original, short, appropriate and must 
suggest buying in your store. Trade-marks must be easy 
to remember, simple, original and different 


|; tests were conducted 
tomorrow to determine how many 
nationally advertised trade marks 
you can identify, chances are you 
would make an excellent score. 
As a matter of fact, it has been 
proven that very often it is the 
trade-mark alone which will cause 
a customer to purchase a partic- 
ular product. The mark becomes 
identified with the product, recog- 
nized by a person in a store, and 
associated with the product de- 
sired. Consequently, the purchase 
will be made because the trade- 
mark was remembered. 

Slogans and trade-marks have 
long been advertising standard 
bearers for national advertisers, 
Newspaper ads, direct mail pieces, 
car cards, counter displays, etc. 
have been employed to publicize 
a picture or phrase. Results have 
been extremely favorable. 


Accepted by Merchants 


For the small retailer, however, 
the use of these elements of pro- 
motion is still coming into its 
own. Modern merchants now ac- 
cept the slogan and trade-mark 
as effective devices in getting peo- 
ple to remember a store or dis- 
tributor. 

One small hardware dealer 
named John Styze successfully 
operated a store in the midwestern 
part of the country. Although his 
location was poor, he did a thriv- 


VV V 


Part 27 





ing business because, as he puts 
it, he was “promotion-wise.” 

“I advertised in all the local 
media,” he said, “including news- 
paper, radio and direct mail. And 
I have been using a slogan for 
over 10 years. It has always 
worked and I believe that it 
always will.” 


Acquired Prestige 


His slogan, “For HARDWARE 
Buys .. . Visit Styze!” has ac- 
quired a great deal of prestige. 
It has become completely iden- 
tified with his 
helped considerably in maintain- 
ing volume throughout the years. 


store and has 


Another hardware dealer 
started a “Shaffer's Wednesday 
Special” day. Every Wednesday, 
Shaffer selected a different item 
of merchandise, made a special 
wrapping for it and sold it at a 
lower price than usual. It was 
a clever promotional stunt utiliz- 
ing a slogan. He promoted the 
idea in newspapers, on the radio 
and with direct mail. His slogan, 
“SHAFFER’S WEDNESDAY SPECIALS” 
became well known and the re- 
sponse was terrific. He also de- 
veloped a trade-mark consisting 
of an animated store front talk- 
ing with “balloons” (comic strip 
style) about the specials. This de- 
sign was used in all his advertising 
and, eventually, he had a large 
sign of the picture placed in front 
of the store. Identification tests 
proved their value. 


A good slogan for your store 
can be useful if it is intelligently 
created. It cannot be pulled out 
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By IRVING SETTEL 
Advertising Manager, 
Concord's, Inc. 
Instructor of Advertising, 
Pace Institute, New York City 


V VV 


of mid-air but must be considered 
carefully before adoption. If a 
slogan is desired, several 
will be helpful to you. 


rules 


1. The slogan must be original. 
The slogan must be your own, 
must relate to your business, must 
not be similar to one being used 
in town. In other words, it must 
“fit your business like a glove” 
to perform effectively. 

2. A slogan must be short. To 
be remembered, the words in a 
slogan should be kept down to a 
minimum. Short words in short 
sentences will carry punch and 
snap. 

3. A slogan must be appropri- 
ate. It must be capable of creating 
an impression. It must identify 
some important quality with your 
store. 

4. A slogan must suggest buy- 
ing in YOUR store. The slogan 
should not be one which merely 
sounds well. In addition, it must 
favorably suggest to the reader 
that he visit the store and make 
a purchase. It should imply, for 
example, quality of merchandise, 
low prices or store service. 


Trade-Marks 


As far as a trade-mark (or 
trade name) is concerned, value 
in promotion can also be acquired 
with its use. They have been and 
can be effective as selling tools 
to the hardware merchant. Here 
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Model 818 (Above) 
Fully porcelain en- 
ameled with chrome 
trim. A standout on 
ree sales_ floor. 
lolds 100 Ibs. of 
coal. 


Model 616 (Above) 
164 in. square. 
Space saver. Holds 
60 Ibs. of coal. 














WARM MORNING 


Dealers are pleased because users are pleased—and 
WARM MORNING Coal Heaters continue to grow in 
popularity throughout the Nation. Yes, these remarkable 
heaters are bringing heating comfort and fuel economy 
to families everywhere—and bringing steady profits to 
WARM MORNING dealers everywhere. Remember these 
big sales features: Start a fire but once a year— Semi- 
automatic magazine feed — Heat all day and night with- 
out refueling — Hold fire several days on 
closed draft — Low in cost; big fuel savers 
— Amazing patented interior construction 
— Burn any kind of coal, coke or briquets 
— Backed by national advertising and real 
merchandising helps. 


FREE— Book of Home Plans 


12 distinctive low-cost small homes designed by na- 
tionally-known architect especially for heating with 
space heater. Write for free sample. 

WARM MORNING Heaters are sprees by U.S. Pat. Nos. 
2,255,527 — 127,471 — 2,370,644 — 136,666 — 2,329,993 


— 2,410,576 — 134,700 — 136 928 — Canadian Pat. ‘No. 
542,955 — British Pat. No. 589,192. 


See Your Wholesale Distributor 


COAL HEATERS 





Model 420-A (Above) 
Fully porcelain enameled. Has 
built-in Automatic Draft 
Regulator. Holds 100 Ibs. 
of coal. 


Model 520-B (Left) 
Holds 100 ibs. of coal. (Mod- 
el 524-B, similar exterior, 
holds 200 Ibs. of coal.) 


(TJ-65) 


LOCKE STOVE COMPANY — 114 West 11th Street — Kansas City 6, Mo. 
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Mastic weather te stop gop* 
kes. 





cord stays pliable 
wont harden%or | 
fall out In packets 


' 
or cartons. Cost low 





Sells in cellophane 
packets . . 29¢ 


Sells in cartons 
(pkg. of 5 packets) $1.35 


(Far West slightly higher) 











Here’s a real stopper! Die-cut 
hole accurately shows cus- 
tomers how much heat is lost 
when windows are not tightly 
fitted or sealed with Strip-Seal! 
This attractive counter display 
is available to dealers by requi- 
sition direct from the factory. 
improve customer service — 


glaze with Mastic-Glaze 
UT-1149 


TREMCO 


MANUFACTURING CO 
CLEVELAND 4, OHIO 












rules should be fol- 
lowed in creating one. 

1. A trade-mark must be easy 
to remember. The purpose of a 
design is to assist potential cus- 
tomers in remembering your store 
name and location. The design of 
the trade-mark, therefore, should 
be easy to remember. 

2. It should be simple. The de- 


sign should be simple so that any- 


too. however. 


one can understand its signific- 
ange. A cartoon figure almost al- 
ways goes well. In any case, keep 
it in geometric 
such as circles and squares, etc. 

3. It should be associated with 
your store. The design should con- 
picture which 
adequately describes the nature of 
the store. Hardware items might 
he used for merchandise associa- 


simple design 


tain a word or 


tion. 
1. It should create a favorable 
impression, If the mark is to at- 


tract buyers, it must be impressive 
and should have a pleasant effec 

D3. It should be original and 
different. Just as with slogans 
your trade-mark must be original 
Avoid copying a competitor's de 
sign or even one being used by a 
non-competitor in the same town. 
If the public confuses your mark 
with someone else’s, its purpose 
will be lost. Once you have you 
trade-mark, register it with the 
United States Patent Office. The 
fee is small and you will be pro- 
tected for 20 years. 

Creating an effective slogan or 
trade-mark 
sistance of advertising specialists 
or artists. 
worth the effort and expenditure. 


may require the as. 


However, it is well 
If a good one is chosen and it is 
displayed in the proper places. 
it will go far in putting across 
your sales ideas and in increas- 
ing traffic in your store, 





Does Your Compensation Plan Benefit 
Both Store and Staff? 


(Continued from page 84) 


1. Increasing the overall store 
volume. 

2. Increasing sales in a partic- 
ular department, or the sales of 
some particular line. 

3. Uptragiing customers to 
higher-priced, more _ profitable 
merchandise after traffic has been 
brought into the store by leader 
advertisements. 

4, Second-selling additional 
merchandise over and above that 
the 
planned to 

5. Better 
complaints. 

6. Reducing the store’s selling 


which customer _ originally 
buy. 


handling of customer 


expense. 


7. Stimulating sales of non- 
seasonal merchandise. 


8. Offering a secure remunera- 


tion to the salespeople so that 
high-type men and women will 
be attracted to the store, and 
will remain with the store over 


a long-term period. 

Only after studying all of the 
things you want your sales force 
to do can you plan a truly effec- 
tive system for getting what you 
want accomplished. 

Not long ago, a 
hardware dealer sat down to fol- 


small-town 
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low this procedure of listing his 
aims before deciding upon a pay- 
He that his 
store needed (1) an over-all vol- 


ment plan. found 


ume boost; (2) an increased sell- 
ing effort in certain high-profit 
lines, and (3) a lowered selling 
cost, since skyrocketing wholesale 
and demand 


prices decreasing 


had eaten into 


addition, he wanted to keep the 


his profits. In 


experienced and proficient sales- 
men who had been with him for 
many years. That meant the plan 
had to take into account the sales- 
man’s point of view. 

To give his employees adequate 
job security, it was necessary to 
the 
salary which was high enough to 


make basic pay a_ straight 
cover living expenses. 

So that his overall store volume 
would be increased. the hardware 
tacked the 
salary an overriding commission 


dealer onto straight 
on everything a salesman moved 


above a certain quota. In order 
to make the 


too high, this quota was set at 


not cost of selling 
the present yearly volume, so that 
commissions were paid only on 
new dollars the salesmen brought 


into the till. 
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But he had not yet made provi- 
sion for increasing the volume in 
higher-profit merchandise that he 
particularly wanted to push. To 
do this, a bonus svstem was added 
to the salary and commission set- 
up. The bonuses were paid only 
on sales (above a quota repre- 
senting normal business) of the 
high-profit merchandise. 

The salesman had three ways 
First. they re- 
To this 


was added a commission for every 


to make money: 
ceived a straight salary. 
sale above the store’s “normal” 
volume. A third source of dollars 
came from sales of particular 
lines that brought the store a long 


profit. 


Explain All Details 


When inaugurating a new sys- 
tem for paying the salesmen and 
women, it is necessary to explain 
all of the details to them. You 
must be sure they understand that 
you're not making the change as 
a means of cutting their incomes. 
If the 


cheating them, they won't deliver 


employees believe you re 


no matter how well you plan. And 
if they do not understand the 
system, they are unlikely to sell 
what you want sold, in the quan- 
lities you want to sell 

Hardware 


shufled the 


plans around to fit their partic- 


three basic payment 
ular circumstances pass on these 
warnings to those attempting to 
blueprint a new sales pay system: 

If youre paving a bonus for 
any special effort. don’t wait until 
the end of the year to pay it out. 
{ promise of cash to be paid 
months in the future is mighty 
vague. It is a poor spur to selling. 
Immediate money in the pay en- 
volume 


velope brings in the 


hacon. When paying a_ bonus, 
pay it monthly. 
Check over your pay system 


every six months, or at most. every 
year, The conditions around 
Which. you set up your system 
may have changed. The job you 
want done may be entirely dif- 
ferent. Be sure that your plan 
meets current needs. 

For the way you pay your sales- 
men and saleswomen has a great 
deal to do with the overall selling 


success of your hardware store. 





dealers who have 
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IMPROVED 


AMERICAN 


FLOOR MACHINE 


= 


HANDLE! | 






No " a big new source 
of rental profits for you... with 
the new Improved American 
Deluxe Floor Maintenance Ma- 
chine! You'll find many prospects 
among your customers—beauty 
shops, Savtion alleys, restau- 
rants, etc., will want to rent it 
every week, 

















c shat 

u Yer mew Safety- 
Grip ptt beh to control 
with either or both hands. Merely 
grip the handles to get positive 
“off-on” action. Machine runs 
only when you want it—won’t 
start accidentally when plugged 
in. 

Attracts rental customers with 
its fresh, clean “New Look”— 
highly polished aluminum cast- 
ings throughout. 













Ti OWEl... has big power 
ample for any floor maintenance 
operation. Maintains full power 
and brush speed on the smooth- 
est to the most rugged floors. 
See it now! 













Attachments to 
maintain all kinds of 
floors include: 
Tampico, Mixed 
Fibre, Palmetto, 
Bassine, Wire, Steel 
Wool, Burnishing 
and Sanding discs. 
Made in Three Sizes 
—13, 15, 17 Inch. 


bit achite: 
ERICA. f° 


FLOOR MAINTENANCE MACHINES . ior fo 
"Moy eee ° 











la 






The American Floor Surfacing Machine Co. 
522 So. St. Clair St., Toledo 3, Ohio 
(] Send free description and prices. 
(J Please arrange a FREE Demonstration of the new 


American DeLuxe Maintenance Machine with Safety-Grip Handle, 
no obligation. 


7) Yon, 
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Prepared from releases of the Fish & Wildlife Service, 
U. S. Department of the Interior, Washington, D. C. 


1948 Federal Migratory Game 
Bird Hunting Regulations 


NOTE: The seasons shown here include both the opening and closing dates (both dates inclusive) and are the 
periods when migratory game birds may be taken without violating Federal regulations. These seasons may be shortened 
by state law or regulation. Communicate with State game departments for the latest orders. 

This chart and additional material on the following pages of this issue of HARDWARE AGE indicate seasons only 
for species protected by Federal law. For other species, refer to state regulations. 


Notes: See Additional Data For States on page 114. 
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Region or District 
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oc, 10-Jan. al 
12-—Dec. 11 ...ccoses 








New Hampshire'® 


















oc, 10—Jan. 8 ... 
t. 15-Oct. 31. 








WATERFOWL 
Duck, geese, 
brant and coot 









. 26—Dec. 25 
15-Oct. 31 
. 23-—Jan. 8 ...... 
. 12-Dec. 16'" . 
. 12—-Dec. 11 

. 29-Nov. 9 

. 10—-Dec. 2 

. 10-Jan, & .. 
~ 
1 
& 





. 10-Jan. $ 
. 29-Nov. 
. 23-Jan. 
. 29-Nov. 
. 29-Nov. 
. 29-Nov. 
. 15-Oct. 
- 12-Nov. 


nw 


t pore 


we Q. 
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. 26-Dec. 7 .. 
- 12-Nov. 
. 28-Jan. 8 













“Sept. 15-—Nov. 











Sept. 





RAILS, GALLINULE 


(except coot) 


Nov. 20-Jan. 18 ....s000 





“L-Oct. 30 





MOURNING DOVE or 
TURTLE DOVE 


Sept. 1-Oct. 30! 











Sept. 10-Oct, 24 .. 





Sept. 1-Oct. 30 
Sept. 15-Nov. 13 
Sept. 1-Oct. 30 


. 1-Oct. 





Sept. 1—-Oct. 30 





. 29-Nov. 9 
. 28-Jan. 8 .. 
. 15-Nov. 13 
. 8—-Nov. 6 .... 










“Sept. 1-Oct. 30 ... 





1—Oct. 30 ... 
. 16-Nov. 


1-Oct. 30 


. 1-Oct. 


Sept. 1-—Oct. 
Sept. 1-Oct. 








So ea 


- 10-Jan. 8 ... 
. 12-Dec. 16. 
. 29-Dec. 7 ... 
. 15-Nov. 13. 


. 23-Jan. 8 ... 
- 10-Jan. 8 ... 
. 15-Nov. 13 . 
. 8Oct. 21 ... 
. 30-Dec. 13° 





Sept. 1-Oct. 


Sept. 1-Oct. 30 ... 
Sept. Q 
Sept. 


- 1-Oct. § 
-c. 15-Feb. 
1-Oct. 








Dec. 18-Jan. 31 .. 
Sept. 1-Sept. 10 .. 
Sept. 1-Sept. 30 .. 





“T-Oct. 30... 











Sept. 1-Sept. 30 
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Dec. 20-Jan, 8 




















Dec. 16-Jan. 4 


16—Oct. 


- 10-Oct. 24! ... 
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16-Oct. 30 .. 
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50 and 
150-Ft. 
Rolls— 
36” Wide 








A complet 
ment in les 
of floor sp 
either side 
the best sf 
watch it se 


FREE 


Order 


OR Wai 


AR\ 


HARDWA 





40 















WW 
tll- Purp onstantly suggest 


year ‘round uses 
about the farm and home 


portunity for you in the ever-increasing de- 

le R-V-LITE! Three popular types—ideal for 
doors and windows, hot and cold bed frames, poultry 
and farm animal buildings, plus dozens of other uses around 
the farm, home and factory. R-V-LITE greenhouse partitions 
afford sure control of heat and humidity. . . . R-V-LITE wind- 
breaks and temporary windows find widespread use during 
construction. Yes, All-Purpose R-V-LITE is the year's outstand- 
ing profit line! 


‘ADMITS 607% MORE ULTRA VIOLET 
THAN ORDINARY WINDOW GLASS! 


i Keeps Heat In i Transparent 
i Keeps Cold Out 1“ Weatherproof 


5 
= 
g 














i” Flexible ; i Easy to Clean 
_ @ Shatterproof i Versatile 
i Tough i Long Lasting ° 


i Light Weight  « Economical 


| Anyone can install R-V-LiITE—Simoly cut 
SALES-MAKING to size with ordinary scissors and nail down with 
FLOOR FIXTURE 
A complete R-V-LITE Depart- 
ment in less than a square yard 
of floor space! Dispenses from 
either side of fixture. Give it 
the best spot in your store and 
watch it sell! 


FR cE with 3 assorted (50-ft. Steady year 














WARMER ROOMS sage ps 
ssc ‘round PROFITS EARLIER CROPS SUNPORCHES , 
| MORE, BIGGER EGGS — 
HEALTHIER POULTRY 


Order from your jobber for you! 
OR WRITE DIRECTLY TO— 


ARVEY 0 R PO r 10 N Exclusive Manufacturers of R-V-LITE 
C AT CHICAGO 18 . ILLINO'ES 
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Additional Data for States 


1. Shooting hours for mourn- 
ing doves—1l2 noon until sunset. 

2. Illinois, in Lake and Mce- 
Henry Counties, coot, rails and 
gallinules, Oct. 1-12 from 7 a.m. 
until 4 p.m. and thereafter during 
season and hours for ducks. 

3. No open season for geese in 
that part of Alexander County, 
Ill., established as closed area by 
Proclamation 2748 of Oct 1, 1947, 
(12 F. BR. 6621). 

1. Woodcock in Michigan, Up- 
per Peninsula, Oct, 1-20, Lower 
Peninsula, Oct. 15-Nov. 3. 

5. Ducks, geese, coot on Pyma- 
tuning Reservoir in Ashtabula 
County. Ohio and one-quarter 
mile distant in any direction from 
said Reservoir. Oct. 15-Nov. 15. 

6. In New Mexico, band-tailed 
pigeons, south of Highway 60, 
Sept. 16 to Oct 15; no open sea- 
son in the rest of states. 

7. In Texas, white-winged doves 
in Cameron, Hidalgo. Starr, Za- 
pata, Webb, Maverick, Kinney, 
Dimmit, LaSalle. Jim Hogg, 
Brooks. Kenedy. Willacy. Val 
Verde, Terrell, Brewster, Presidio, 
Jeff Davis, Culberson. Hudspeth 
and El Paso Counties. Sept. 17, 
19 and 21. from 4 p.m. until sun- 
set; no open season in rest of 
state. 

8. In Oklahoma.  woodcock, 
Dec. 1-30. 

9. In Texas, mourning doves in 
Val Verde, Kinney, Uvalde, 
Medina. Kendall, Comal, Hays, 
Travis, Williamson, Milam, Rob- 
ertson. Leen Houston. Cherokee, 
Nacogdoches and Shelby Coun- 
ties and all counties north and 
west thereof, Sept. 1-Oct. 15; in 
remainder of state. but not in- 
cluding Cameron, Hildalgo. Starr. 
Zapata, Webb, Maverick, Dimmit. 
LaSalle Jim Hogg. Brooks, 
Kenedy, and Willacy Counties, 
Oct. 20-Dec. 3; in these latter 
counties, Sept 17, 19 and 21 from 
L p.m. until sunset and Oct. 20 
to Nov. 30 from one-half hour 
before sunrise to sunset. 

10. No open season on snow 
geese in Beaverhead, Gallatin and 
Madison Counties. in Montana or 
in Colorado or Wyoming. 

11. In Arizona the season on 
white-winged dove is Sept. 1 to 15. 
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Daily bag limit is 10 and pos- 
session limit 10. 

12. The season for mourning 
dove in Imperial County is from 
Oct. 1-31. 

13. In Idaho, no open season 
on snow geese, and none on geese 
of any other species in Canyon 
County except a strip one mile 
wide along the northeast side of 
the Snake River and a strip one 
mile wide on each side of the 
Boise River. 

14. Alaska, in First Judicial 
Division, Oct 1, to Nov. 9: in 
Second and Fourth Judicial Di- 
visions and the entire drainage of 
Tanana River in the Third Judi- 
cial Division, Sept. 1 to Oct. 10: 
in the rest of the Third Judicial 
Division, Sept. 15 to Oct. 24. 

15. Clapper rail: in Nassau, 
Duval and St Johns counties, 
Florida, Sept. 15 to Nov. 20; in 
the rest of the state Nov. 24 to 


Jan. 31; in Georgia, Oct. 1 to 
Nov. 30; in New Jersey, Sept | 
to Nov. 15; and in Virginia, Sept. 
1 to Nov. 30. 

16. In Massachusetts, sora, Oct. 
29 to Dec. 27. 

17. In New York, north and 
east of the tracks of the branch 
line of the New York Central 
Railroad from Oswego to Syra- 
cuse, the main line of the New 
York Central Railroad from Syra- 
cuse to Albany and the main line 
of the Boston & Albany Railroad 
from Albany to the Massachusetts 
State line. Oct. 11 to Nov. 2: west 
and south of the line above de- 
scribed, Oct. 18 to Nov. 9: and 
that part of New York known a- 
Long Island, Nov. 1 to Nov. 15: 
from 12 o’clock noon until sun- 
set on the opening day in each of 
these zones and thereafter in all 
of the aforesaid zones from 7 a.m. 
until sunset. 

18. Scoters and eider ducks 
may be taken in all areas in Con 








Fishing Rod Display Popular With Anglers 


A neat fishing rod _ display 
which catches the attention of 
many fisherman is used at the 
Garrett Hardware, Newton, Iowa. 
It is constructed of wood framing 
and fits neatly on the top of a 
glass case. Each rod sets firmly 
into a slot at the bottom and one 
at the top. so that customers can- 


not knock them down by bumping 
against them. However, if a pros 
pect wishes to pick up a rod, feel 
it and test it, he can do so without 
disturbing any other items. 

Fishing supplies accompany the 
rod display and are shown under 
glass on the same counter where 
they are easily visible. 





This display of fishing rods attracts the anglers from a distance. 
Allied items are shown under glass where they cannot be damaged. 
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n EYE-CATCHING... EASY TO SELL 


icks 
on Cleverly packaged to get attention. With plenty of 


= customer-appeal in their gleaming Kadmilite finish 


that stays brighter longer. 


eel PROFITABLE...EASY TO STOCK 
he You sell by the bundle... not by the piece. And 
think of the time saved in counting and handling! 
Judd bundled bright wire goods include Serew Hooks, 
Screw Eyes, Gate Hooks and Eyes. Stock up now! 
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WHY EVERY PROGRESSIVE 
HARDWARE STORE 


should have a 


HOBBY TOOL 
DEPARTMENT 


NCOURAGED by schools, clubs and 
the U. S. Armed Services, young 
America is going in for scale modelbuild- 
ing and other handicrafts as never be- 
fore. Here’s a growing market for hobby 
tools that will bring youlife-long business. 


The adult market, too, gets bigger 
every day, as men discover the benefits 
of handicraft hobbies for fun and relaxa- 
tion. Millions of home workshops need 
special hobby tools. Industrial establish- 
ments, too, need X-acto! 


Why You Should Feature X-acto 


X-acto handicraft tools were created to 
meet the special needs of every type of 
hobby, handicraft and art. Made of the 
finest materials, they are real tools, not 
toys. They are smart looking, ingenious 
and designed to do specific jobs. 


The line is richly boxed, smartly mer- 
chandised, extensively advertised and 
fairly priced, with a good profit margin 
for you. When shown in X-acto’s out- 
standing point-of-sale displays, available 
to you FREE, they literally sell them- 
selves. 

An X-acto hobby tool department in 
your store will pay off in big dividends. 
Help yourself to the profit and prestige 
this line can bring you, by sending the 
coupon for full details, today! 


*Reg. U.S. Pat. Off, 


POSS SSSSSeeeeeseeeeeesaeee® 


{Alfred Field & Co. : 
a (Manufacturer's Agents in the Hardware 4 
8 Field) 4 
: 93 Chambers Street, New York 7, N. Y. : 
a Please send me complete information on § 
H X-acto Knives and Tools. t 

' 
a 
' i 
§  ADDREss__ a 
£ ' 
. CITY & ZONE — _STATE__ : 
: My jobber is a : 
irrririirirttirtttlL LLL LL LLL CLOCOCT | 


x-acto 


KNIVES & TOOLS 


Singly and in sets, 50¢ to $50. 
(Prices slightly higher in Canada.) 


X-acto Crescent Products Co., Inc., 
440 Fourth Ave., New York 16, N. Y. ° 





In Canada: 
Handicraft Tools, Ltd., Hermant Bidg., Toronto 
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necticut from Nov. 12 to Dec. 17; 
and in Maine and New Hampshire 
during the applicable seasons for 
other ducks. Such birds otherwise 
may be taken in open coastal 
waters only, beyond outer harbor 
lines, in Maine from Oct. 6 to 
Dec. 16; in New Hampshire from 
Sept. 1 to Oct. 7; in Connecticut 
from Sept. 18 to Nov. 11; and in 
Massachusetts. New York, and 
Rhode Island from Sept. 18 to 
Dec. 17. In these states the daily 
bag limit is 7 scoters or eider 
ducks singly or in the aggregate 
and not exceeding 14 in posses- 
sion singly or in the aggregate. 


Supplementary 
Information 


In submitting the recommenda- 
tions for the 1948 season. the Fish 
& Wildlife Service announced that 
the Service is justified in taking 
another stride forward in regu- 
lation by flyways this year be- 
cause more reliable data became 
available from the most extensive 
investigations ever conducted by 
service Canada, 
Mexico, the Carribean area and 
the United States. The most liberal 
hunting provisions prevail in the 


personnel — in 


areas where the supply of birds 
have increased most and where 
hunting is less acute. 

Shooting Hours—Daily shooting 
hours have been slightly changed. 
Ducks, geese. brant, coot, rails 
and gallinules may be taken daily 
from one-half hour before sun- 
rise to one hour before sunset; 
mourning or turtle 
doves and 


woodcock, 
doves, white-winged 
band-tailed pigeons from one-half 
hour before sunrise to sunset, 
with exceptions indicated by notes 
on the table. 

Band-tailed pigeon—The open 
seasons on band-tailed pigeon 
shall be as follows, both dates, 
inclusive: 

Oregon and HV ‘ashington, Sept. 
1—Sept. 30. 

Arizona, Sept. 16—Oct. 15. 


California, in the Counties of 
Marin, Sonoma, Napa, Solano, 
Eldorado and all 
counties north thereof, the season 
is from Sept. 1—Sept. 15, and in 
the rest of the state is Dec. 1— 
Dec. 15. 





Bag and Possession 
Limits 

On the opening day of the 
season, no person may possess 
any migratory game birds in ex- 
cess of the daily limits herein 
prescribed: 

Ducks—Daily bag 
the Atlantic Flyway states 
Connecticut, Delaware, Florida, 
Georgia, Maine, Maryland, Mas- 
sachusetts New Hampshire, New 
Jersey, New York, North Caro- 
lina, Pennsylvania, Rhode Island, 
South Carolina, Vermont, Virgi- 
nia, West Virginia, and Puerto 
Rico, and the Mississippi Flyway 
states — Alabama, Arkansas, II- 
linois, Indiana, Iowa, Kentucky, 
Michigan, Minnesota, 
Mississippi, Missouri, Ohio, Ten- 
nessee, and Wisconsin. are 4 in 
the aggregate of all kinds, includ- 
ing in such limit not more than 1 
wood duck. Any person at any 
time may possess not more than 
8 ducks, including in such limit 
not more than 1 wood duck. Daily 
bag limit for American and red- 
breaster Mergansers, 25; no pos- 


limits in 


Louisiana 


session limit except on opening 
day of season. 

In the Central Flyway states— 
Colorado, Kansas, Montana, Ne- 
braska, New Mexico, North Da- 
kota, Oklahoma, South Dakota, 
Texas, and Wyoming, and Alaska 
and the Pacific Flyway states, 
Arizona, California, Idaho, Ne- 
vada, Oregon, Utah and Washing- 
ton, daily bag limits are 5 in the 
aggregate of all kinds, including 
in such limit not more than | 
wood duck. Any person at any 
time may possess not more than 
10 ducks including in such limit 
not more than 1 wood duck. 

Geese, Brant—Daily bag and 
possession limit in Central and 
Mississippi Flyway states is 4, 
including in such limit either 2 
Canada geese, including Hutchins 
or cackling white 
fronted geese, or one of each. The 
Pacific Flyway states have a daily 
bag and possession limit of 5 
geese. In this limit may be any 
combination not exceeding 2 of 
Canada geese or its subspecies, 
including Hutchins or cackling 
geese. white-fronted geese, or 
brant. The Atlantic Flyway states 
have been allowed a daily bag 


geese or 2 
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and possession limit of 1 Canada 
goose or its subspecies, or 1 white 
fronted goose and in addition 3 
blue geese a day or in possession. 

Coots—The bag limit on coots 
has been reduced from 25 to 15 
birds a day and not more than 
that number in possession, as a re- 
duction in the coot population is 
evident. Migratory game birds of 
species for which no open season 
is provided in the schedule may be 
imported or transported into and 
possessed in the flyway sections 
only in the numbers prescribed 
for flyway states having an open 
season. 

Rails and Gallinules—As rails 
also appear to have decreased, the 
service recommended that the 
open season not exceed 60 days. 
The bag limit on sora has been 
reduced from 25 to 20 birds per 
day. Not more than 15 in the ag- 
eregate of rails (other than 
sora), gallinules and coot. 

W oodcock—The daily bag limit 
on woodcock is the same as last 
year, 4 a day and not more than 8 
in possession. Although the serv- 
ice considered requests for an 
open season on jacksnipe, the 
population is still insufficient to 
warrant a shooting season. 

So that sportsmen can transport 
to their homes ducks and geese 
killed on the last day of the sea- 
son at same distant point, the 
service has recommended that 
shipments from Canada and Mex- 
ico be permitted as late as five 
days following the close of the 
season in location where taken. 
In the United States hunters can 
make interstate shipments up to 
8 hours following the close of 
the shooting season in state where 
taken. Dressed birds are required 
to have the head, head plumage 
and feet attached. 

The regulation prohibiting the 
use of automatic-loading or re- 





peating shotguns capable of hold- 
ing more than three shells still | 
continues in effect. A new amend- 
ment provides that the plug be 
incapable of being removed with- | 
out disassembling the gun. The 
post-season period for possession | 
of migratory game birds remains | 
at 90 days. The regulations do not 
permit taking of waterfowl by | 
means of bait or with the aid of | 
live ducks or goose decoys. | 
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GOING OVER py. 


~ This Amazing New, 
® Low-priced, Oscillating 
SANDER and POLISHER 


\\ ATTACHMENT FOR BLACK & DECKER, 
Home Utility, '/4 Electric Drill 


Dealers everywhere have been quick to 
see its great sales and profit opportu- 
nity. It works as attachment for BLACK 
& DECKER, Home Utility, 4” Electric Drill 
—and it does that swell job of sanding 





















































































and polishing that every home crafts- 
man and home owner wants and will 
gladly spend money to get. 





DFAS I 


SANDER and POLISHER 


> 
SIX STAR ADVANTAGES 


%& Easy to use : 

% Attached and detached in a jiffy 

%*& Weighs only 5 Ibs., complete with drill—so doesn’? 
tire the operator 





Every owner —and every new % Perfectly balanced; all vibration confined to the 
buyer of a Black & Decker, laten 

Home Utility, 14” Electric Drill is P 

a prospective purchaser of the; ® Durable—nothing to get out of order 


isher. 
SUSAST Sender ond Felishe % Can be used in corners, as well as in wide open 


spaces 





Sold only through 
Distributors of BLACK & 


DECKER, Home Utility 
Tools. 






An Economic Forecast 


An answer to the "Prophets of Gloom" with some 

facts about our economy which support a con- 

tinued good business philosophy. The author says 

it is not harmful to buy goods with savings and 

adds that recent changes in our economy are not 
signs of depression. 


By MARTIN R. GAINSBRUGH* 
Chief Economist 
National Industrial Conference Board, Inc. 
New York City 


a before the 
arrival of spring in each of the 
past three years. we have cele- 
brated the forthcoming depression. 
It is worthwhile to look back and 
see why we started this practice in 
the spring of 1946. This was the 
question all of you had in your 
minds at that time. “Where on 
earth is industry going to find a 
customer, or a group of custom- 
ers, who will replace 90 billion 
dollar purchases made by govern- 
ment?” That was the big question 
in 1946, and a good many of the 
economic fraternity thought the 
answer would be a mild, perhaps 
a rather severe depression until 
we found the solution. Actually 
we didn’t have the depression and 
capital formation, consumer goods 
inventories, and foreign sales 
filled the gap. 


But the economists said, “Those 
are only temporary factors.” 
When the end of holiday buying 
came in 1946, the economists 
found a new list of temporary 
factors — those which had made 
possible the high level of busi- 
ness operation that year. We were 
certainly going to have a reces- 
sion or depression in 1947 be- 


*Summary of an address before the 
Mid-Year Convention of the Institute 
of Cooking and Heating Appliance 
Manufacturers, June 1948 and pub- 
lished in The Stove Builder. 
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cause inventories had filled up the 
pipelines, or because capital 
formation had reached its peak, 
or because foreign demand for 
goods was going to fall off on 
account of the dollar shortage. 
We didn’t lack for reasons, but 
the depression failed to arrive 
on schedule. 

Now we come to 1948, and 
never in my experience in eco- 
nomic analysis was there a 
ereater national will to believe 
that the post-war recession had 
finally arrived, than in the months 
just ended, 


To Competitive Times 


I think, therefore, it is im- 
portant to review what did hap- 
pen in the first half of 1948, and 
to distill from that, truths with 
respect to the contention that a 
“make work” policy is needed in 
America at the present time in 
order to offset depression. Mil- 
lions of Europeans are convinced 
of that. They feel that unless we 
find foreign markets for our pro- 
duction, we would soon drown in 
the glut of that production. What 
did happen in the first half of 
1948? In my opinion what hap- 
pened in the first half of 1948 
was that we moved from stage one 
of the post war economy, the “hot 
money. backlog. catch-up state, 
to stage two, And stage two was 
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not depression, stage two was a 
return increasingly toward com- 


petitive times. It was not as if we 


went from soft times to hard 
times, and that is what most of 
us believed. Instead we were go- 
ing from soft times to competitive 
times. 

Let me give you one statistic 
which is highly pertinent in con- 
nection with that line of theoriza- 
tion. At no time during all of the 
slump, the recession, or the lull 
of the first quarter of 1918, did 
employment in this country fall 
below fifty-seven million. At no 
time in the first quarter of 1948 
did unemployment rise above 
three million. The largest amount 
of unemployment officially _ re- 
ported in the first quarter of 
1918 was 2.7 million. We have 
sixty million people in our labor 
force at present. All the econom- 
ists would agree that we need 
about a five per cent float in 
order to have mobility within 
our labor force. Five per cent of 
sixty million would give us three 
million as normal frictional un- 
employment. Throughout all of 
the first quarter of 1948, we had 
not only full employment but we 
had hyper-full employment. 

In addition to that, retail sales 
were higher than in 1947. Savings 
were actually higher in the first 
quarter of 1948 than in the clos- 
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BIG FALL 
PROMOTIONS 


A series of specially planned 





: fe. ~9n with 
America's No.1 Home Dry Cleuner © 


suPER RENUZ 


Everybody is raving about the new 


promotions with plenty of 
extra ‘“‘sell.’’ Catalog sheets, 
newspaper mats, display ma- 
terial—everything you need 
Super Renuzit ! From consumers, to step up sales and profits! 
dealers, and wholesalers alike, 
comes unanimous praise! Never 
before has any dry cleaner proved 


so efficient, so safe, so economical! 





Sales are mounting—turnover is 







rapid—and now longer profit 


a on ro © 
Mae S Potts. with the new 


= Bie eee SIZES ms a e j RENUZIT::.: WAX 


schedules assure better-than-ever- 
before dollar profits! 




















QUART ...... (Fair Trade Retail) 
Pitcscos *  * * 1.29 
7 oe wcss * os - 2.29 ol i 


PRICES SLIGHTLY HIGHER 
WEST OF ROCKIES 







- « « it has all the proved 
quality features of the finest 
floor waxes on the market! 
It’s ANTI-SLIP with the 
Underwriters’ Laboratories 
Seal! It’s WATER 
RESISTANT! It’s HIGHER 
GLOSS! It has everything 
to insure more sales and 
turnover including a real 
profit margin! 


4 POPULAR SIZES 
PINT . . .. (Fair Trade Retail) 59c 
ia. - © “ — 98c 
% GALLON 06“ “* “ 133 
~) “ 2.98 


PRESENT DISTRIBUTION 
LIMITED TO EASTERN U.S. 





























LIFE!, RADIO! NEWSPAPERS! & 
Big space alae in LIFE, every other week! ° 


Radio advertising on 20 key network stations! 
Newspaper advertising in all major markets! 


Ww nite i Ww ne ” pone! Ask your jobber or write 








direct for complete details. 


RENUZIT HOME PRODUCTS CO. INC., PHILA. 3, PA. 
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™ es WM SGOT 


Six tumblers in a neat box 
—easy to display— easy 
to sell. Two blue, two tan- 
gerine, two green. 


Of most attractive design 
with flared rim which 
permits easy pouring and 
gives rigidity. Highly 
durable—good for long, 
satisfactory service. Size, 
81 oz. 

They make attractive dis- 
plays and move fast! An 
excellent item to feature 
now. Ask for folder A-1 
and prices. 


PLASTICS DIVISION 


The VLCHEK TOOL Co. 


3001 EAST 87th STREET - 
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ing quarter of 1947. It is very 
popular to refer to the fact that 
we saved forty billion dollars 
during the war and that we are 
saving only eleven or twelve bil- 
lion dollars currently. What is 
forgotten is that that is the highest 
peacetime record of savings this 
country has ever enjoyed. There 
was no decrease in savings bank 
deposits, or in life insurance 
sales, or in any of the other con- 
ventional forms of savings. Of 
course some people are now be- 
ginning to exchange savings that 
they built up during the war for 
the very things they wanted to 
buy with those savings because 
those things weren’t available at 
that time. The only reason we 
saved forty billions during the 
war, was that we had enough 
sense to see if we tried to spend 
that couldn't buy 
goods with it. Now we are begin- 
ning to see it is desirable to buy 
goods with those savings and I 
harmful to 
economy. but rather helpful. 


amount we 


say it is not our 


Two Major Changes 


Two major changes character- 
ize an economy which moves from 
stage one of a post war economy 
to stage and I think we 
should try to understand both of 
those changes. Change 
one, an important factor, is that 
the money supply is no longer 


two, 


number 


the volatile explosive factor it 
was during the war. It wasn’t 
dificult to forecast the trend in 
prices and employment if you 
looked at basic factors at the 
wars end. We had diluted our 
We had added 
some one hundred billions to the 
total amount of money in circula- 
tion, that is currency and bills as 
well as demand deposits. 


money supply. 


During the first part of our 
post war economy stage one, two 
things happened. First, 
went up as we all know. Whole- 
sale prices are double or more 
what they were pre-war; retail 
prices as best we can measure 
them are about 80 or 85 per cent 


prices 


higher than pre-war; the cost of 
living items, about thirds 
higher. If you put all the price 
factors together, I think it is safe 
to assume that the general price 


two 
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level has gone up by about 75 
per cent. The money supply had 
its impact then upon the price 
structure. Next the money supply 
also had its impact upon the pro- 
duction, the physical output of 
this country. Manufacturing out- 
put in this country is some 95 per 
cent higher than pre-war. Not all 
other sectors have gone up as 
much as that, agricultural output 
is up about 35 per cent. 


Physical Output 


As best we can measure it, the 
physical output in this country is 
at least 75 per cent greater than 
it was pre-war. Put the two things 
together, with 1939 as 
175 would then be your price in- 
dex and 175 would also be your 
production index. Now multiply 
175 by 175 and you will come 
up with a figure which indicates 
that we needed a tripling in our 
money supply in order to carry 
on the prevailing level of activity, 
and that is just about what has 
happened. We have in a sense 
neutralized the “hot money” 
which prevailed all through stage 
one. The money supply was no 


a base. 


longer pressing upon the price 
structure. 

The second change is equally 
important—that is a change in 
our consumption pattern, and un- 
less you understand this change 
in consumption which is occuring 
in stage two, you will misinter- 
pret the developments of 
two. Next only to the 


stage 
monetary 
factor, or perhaps even more im- 
portant than it, is the change in 
our national pattern of consump- 
tion. The economic and business 
fraternity spent considerable time 
and money during the war ex- 
ploring the probable dimensions 
of post-war markets. 
these attempts were fruitful, but 
little time has yet been given to 
the exploration of markets in 
stage two after the initial back- 
logs have been met. As a result, 
the softness and shrinking profit 
margins in many lines of retailing 
in recent months are interpreted 
as signs of general business down- 
turn. What actually occurred was 
that the general level of consump- 


Some of 


tion did not shrink, and has ac- 
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out 75 tually continued to rise, but the 
ly had change in the composition or the 
product-mix of consumption was 





> price . 
€ srs so violent, and in many quarters | : Go 
he pro- so unanticipated, as to create con- 7 ” F “4 
put of fusion and widespread misinter- — | or ose emergency 
ig out. pretation. , i 
95 per It is fashionable in marketing [| d . 
Not all analyses and in forecasting, to ca q eman ing 
up as minimize the importance of 
output changes in consumption, Indeed | 
consumption is assumed to be the | 
passive or neutral item in most | by 
forecasts. The forecasters believe | 
that if probable changes in in- | 
ventories or expenditures by to provide 
t. the producers for plant and equip- . 
ary is ment can be determined, or if better holding power 
» than changes in our export balance ap- 


pear to be forthcoming, these are 














hase. the key pivotal factors for judg- 
ce in- ment about future business. 

your 
ltiply Suggest the Reverse 
come 
icates The facts that we have collected 
1 our suggest completely the reverse. 
carry Changes in consumption have 
ivity, been the dominant elements on 
t has our national accounts. Here are 
sense pertinent figures on changes in | 
ney” our national accounts from 1939 
stage through 1947, which drive home 
s no the extremely active role of con- 
price sumption in shaping the course of 

business. Let me give you some 

sally of these figures. In 1939, the total 
sie market value of all the goods and ' 
re services we produced in this | f= — °°} a 
ange country was ninety billion dollars. The truck above contains the complete line of TRIPLEX fasteners—cap screws, set screws, 
ring In 1947. it was 933 billion dol- machine bolts, carriage bolts, lag bolts, stove bolts, semi-finished nuts and castellated nuts. 
nter- mee. Uke Comer wales ah our aet- There are times when your customers require fasteners with 
tage ee of goods and services rose by extra holding power. When these emergencies arise, you can 
tary 143 billions of dollars. What did always recommend TRIPLEX—for TRIPLEX threaded fasteners 

im- we do with that 143 billons of dol- are known the world over for toughness. In addition to rugged, 
2 in lars? For what did we spend it? dependable holding power, TRIPLEX bolts and nuts have accu- 
mp- Business increased its investment rate, free running threads. 
ness in plant and equipment from 9 ; 

“sai ee ee ea eee Men who work on heavy mechanized equipment have come to 
pest as Rate a Ms Ei Ws depend on TRIPLEX for toughness. So when those emergency 
on sie ialaie oil died Aitasnidtin tie titan lite = come in — fasteners—be sure you have TRIPLEX 

of of G.N.P., but certainly not the ee Se 

but dominant element. We shipped If you don't already have a copy—write for the complete 
ie goods abroad, increased our net TRIPLEX catalog. 

i. balance of exports by about 8 
=e billion dollars. The government THE TRIPLEX SCREW COMPANY 
ult. increased the amount of goods : 
aie and services that it took from the 5317 Grant Avenue, Cleveland 5, Ohio 
hae economy but only by 15 billions 

ted of dollars. T HR p A D t 0 





». FASTENERS 







in No matter where you look you 
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np- offsets to this tremendous rise in 
ao the value of our output of goods 
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HEAVY GAUGE STEEL 


HAMMERED SILVER- FINISH 


(11, x 6 x 434”) 


--CORBIN-SESAMEE > 
- COMBINATION LOCKS 
| OR FLAT KEY LOCKS 


The boxes are made with flat key locks 
or with combination locks, operated on 
a 3 digit combination. Individually 
boxed, and packed 12 of a style ina 
shipping carton. 


Styles Without Interior Tray 


No. 923, Key lock................ List price $2.30 
No. 923CL, Combination lock........... 3.10 


Styles With 6 Compartment 
interior Tray 
ee | $3.70 
No. 1923CL, Combination lock... 4.50 
(Priced Slightly Higher West of the Rockies) 


(wewwe wee meee wee ey 


i Export Representatives i 
| FRAZAR & CO., 50 CHURCH STREET, ; 
‘ NEW YORE 7, N. Y. 


Site Bates Se re Tee 
WRITE FOR ILLUSTRATED LITERATURE 


eerie CAN COMPANY 
2415 West 19th Street 


1 a Ley Vere) 
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look at 
expendi- 
consumption ex- 


and services. until you 


personal consumption 
tures. Personal 
from 68 billion 


billion 


penditures rose 
dollars pre-war to 166 
dollars in 1947, 


rently 


and they are cur- 
running at a rate of 175 
billions of That is the 
dominant element in this whole 
post-war economy pattern. 


dollars. 


What Happened? 


I think, 
sonable question that one may 
ask is: What did we do with the 
100 billion dollars that we spent 


therefore. the next rea- 


for personal consumption pur- 
poses? Were we 
huge backlogs of 
at some later time we 
frain from purchasing, 
of the market? For what specific 


building up 
goods so that 
could re- 
keep out 
purpose did spend this addi- 
tional amount of income, and can 
any lessons be learned from an 
examination of that acount? 

This is the first conclusion 
which emerges from this exam- 
Most of the 


dollars that were spent for con- 


ination. additional 


sumption were spent for items 
which did not contribute signifi- 
inventories. 


dollar 


cantly to consumer 
Of the total 100 billion 
entry, 66 dollars was 
Twenty- 


billion 
spent for non-durables. 
one billions for services and only 
13 billion dollars was spent for 
stepped-up outlays for consumer 
durable goods. 

The analysis becomes far more 
revealing by specific types of 
consumer expenditures. We spent 
65 billion dollars for food last 
year, as compared with 21 billion 
dollars in 1939. Thus 44 billions 
of the net rise in total consump- 
tion went into this major area of 
consumption. Expenditures for 
eating-out rose from 3.7 billion in 
1939 to 12 billion in 1947. 
Liquor went 6 billion 
dollars to 9 billion 
Tobacco from 1.8 billion dollars 


from 314 
dollars. 


to 4 billion dollars. 


An objective reviewer who 


looks at our national consump- 
tion pattern would find much 
evidence of the cost of high liv- 


ing as well as the high cost of 


living. Expenditures for recrea- 
tion rose from 31% billion dollars 
to 10 billion dollars. Expendi- 
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tures for jewelry from 350 mil. 
lion dollars to 114 billion and 
barber shops and cosmetics from 


114 billion to 2 billions. 


We knew these trends were go- 
ing on and for months we have 
these lines 
share of 
the consumer’s dollar. We warned 
that soft 
their 


warned that many of 
were getting too large a 


goods would surrender 


gains. We named women’s 


clothes, eating-out, jewelry, alco. 


holic beverages, ete. 


The recent slump or rather 


softening of retail sales is con- 


fined primarily to the expected 


zones. During the first quarter of 
1948. total retail sales. despite 
all the clamor about consumer 


resistance, were fully five per 
cent above their normal relation- 
after 
We are still spending 7.6 
little for durable 
soods relative to our income. We 
are still spending about 1414 bil- 
lion too " 


ship to consumer income 
taxes, 


billion too 


non-durable 
Food sales are the most 
abnormal on the high side cur- 
rently. and 


much for 


goods. 


automotive expend- 
itures are- the most depressed rela- 
tive to our income. This figure 
may shock you, but we have 


checked it 


total amount we are spending for 


time and again. The 


food is about 45 per cent too 
to the 
total amount. that 


high relative income that 
we have. The 
we are spending for automobiles 
and related goods is 35 per cent 
too low relative to the income we 
have. 


Primarily a Restoration 


The recent changes were not 


signs of depression. They were 
primarily a restoration of a bet- 
ter balance within the pattern of 
consumption. In fact more sweep- 
ing changes are in stere, and 
these would still not indicate the 
Actually the 


highly volatile sectors of sensitive 


onset of depression. 


consumption such as automobiles 
are still a significantly lower per- 
centage of total consumption than 
in the past periods of prosperity. 
Even if we had a down-turn in 
would not 


produce a severe change in con- 


income, therefore, it 


sumption as former periods of 


depression. 
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The third factor which is in- 
evitable in stage two, is a read- 
justment within the price struc- 
ture. Just as we could trace the 
weak spots in consumption, we 
could trace the weak spots in the 
price pattern and there were only 
two. The weak spots were in farm 
prices and in foods, and the price 
correction which disturbed so 
many people in the first quarter 
of 1948 was confined almost ex- 
clusively to those two areas. We 
were again beginning to get a 
restoration of balance within the 
price structure. 

This then was the general fav- 
orable background of the opening 
months of 1948 and I underline 
the word “favorable” despite the 
unfavorable connotation read into 
these 
Now a new factor has emerged. 


adjustments by _ business. 


The dominating factor, Rearma- 
ment II (in Roman numerals to 
distinguish it from Rearmament I, 
the period of grace that preceded 
World War IL). In my opinion 


rearmament and economic aid to 
Europe and other countries will 
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ASKCFOR 


become an inflationary force of 
growing magnitude. 


Marke? Adjustments 


earlier, the 


As I 


price break early in 1948, and 


explained 


softness in some lines of retailing 
and manufacturing, were salutary 
market adjustments within an 
economy which operated at high 
Now, what 


is piling a growing production of 


levels. we are doing 
war materials upon an economy 


which is already operating at 
super-high levels. There is little 
slack in the labor force or indus- 
trial capacity of many of the in- 
dustries which must supply “bits 
and pieces” to the rearmament 
program. Competitive biddine fo 
labor, for foundry help, and for 
start a 


inflation. 


scarce materials may 


spiral of cost-induced 
Workers in the armament indus- 
tries will receive an expanding 
wage payment for their part in 
producing goods which are not 
available for civilian use. This in 
turn will begin a spiral of de- 





mand-induced inflation. Payrolls 


produce a demand against con- 
sumption of civilian goods which 
cannot be expanded. 

Millions of people abroad are 
onvinced that unless the United 
large-scale 


States engages in 


armament or increases foreign 
markets for its goods, it would be 
quickly Actually the 


United States is gambling with 


engulfed. 


highly inflationary forces in un- 
armament 
Until this 


program emerged, the competitive 


dertaking its present 


and relief program. 


forces at work in the opening 
months of 1948 were restoring 


better balance in our price struc- 
ture. There were growing indica- 
a bal- 


wages, and 


tions that we might reach 


ance between costs, 


prices without undergoing the 


cataclysmic deflation which has 
characterized the post-war period 
of every past great wat in this 


country’s history. Instead of a 


eroyw ing proportion of our. na- 


tional production diverted — to 
foreign relief or weapons of war, 


(Continued on page 163) 
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Here is one of the fishing cui-outs that attracted the attention of the angiers. 





Anglers’ Atmosphere Attracts 


Fishermen to Delta Store 


R ARE is the man who 


does not experience a thrill at the 
sight of a big, fighting game fish, 
even though it is pictured on a 
sign or poster. The Delta Hard- 
ware Co., Escanaba, Mich., which 
has a large sports department, 
capitalizes on this game fish chal- 
lenge by featuring a number of 
large game fish cutouts in proper 
colors throughout its sporting 
section. 

The trim for both the depart- 
mental lettering and the fish them- 
selves, is white and light green. 
The entire area is_ indirectly 
lighted which adds a great deal 
to the attractiveness of the loca- 
tion and the merchandise dis- 
played. It’s a spot that really 
“hooks” the customer’s interest. 

Thousands of fishermen from 
Michigan, Wisconsin and other 
nearby states pour through Esca- 
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Escanaba, Mich., firm uses cut-outs of fish to 
put enthusiasts in a buying mood. All types of 
outdoor equipment help intrigue outdoor men 








There's plenty of equipment for the sportsman to be found in this 
store and both local and visiting enthusiasts make the most of it. 
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EA 
CEA 
LA 


SCREEN-0-GLASS 
ai $9O ae vas. 








Sq. Ft. Chicago 
* Insures Sunlight * Waterproof 
* Crystal Clear * Flexible 
* Shatterproof * Butyrate 


Everyone has a use for all-purpose “ACE”? SCREEN-O-GLASS, 
a fine mesh galvanized screen wire, imbedded in a solid sheet 
of waterproof, transparent glazed coating. Super strong and 
longer lasting, “ACE” SCREEN-O-GLASS insures light pene- 
tration with a diffusion of ultra-violet rays. Serves as insula- 
tion, retaining heat and keeping out cold. May be cut with 
shears and tacked anywhere. Available in 36” widths. 
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DON’T EXPERIMENT! 


There is no substitute for BRONZE 
SCREEN WIRE 


BEE REREERER RE RRERERSERERRBRaS 






* Galvanized Screen Wire 
* Aluminum Screen Wire 
* Hardware Cloth Wire 

x “‘Ace’’ Screen-0-Glass 


} ootag 


Square F tag 
CHART 
1 ' 














Price Schedule 100 Sq. Ft. 
Bronze Screen Wire 
Width: 24”-26"-28"-30"-32”-36" 
i eee $10.00 
“Everlast” Aluminum Screen Wire 
Width: 26"-28"-30"-32"-36" ....... 7.50 
Galvanized Screen Wire 
Width: 26"-28"-30"-32"-36" ....... 6.25 
Galvanized Hardware Cloth Wire 
1," Mesh | 
Width: 24”-30"-36” ............. 6.50 
Galvanized Hardware Cloth Wire 
14,” Mesh 
Width: 24”-30"-36" ............. _ 7.50 
All Prices Freight Prepaid 


FIRM PRICE 
GUARANTEED DELIVERY 
All rolls of screen wire packed 
and shipped in 100 lineal ft. 
rolls and stonewall cartons, 


ACE WINDOW SCREEN CO. of Chicago 
1634 SOUTH PULASKI ROAD - - CHICAGO 23, ILLINOIS 
Chicago's Largest Window Screen Plant 
West Coast Office: 6605 HOLLYWOOD BOULEVARD «¢ LOS ANGELES 28, CALIFORNIA 













means Vigor 


sales ard profits 


for 





YOU! 


Display it NOW! 


Lawn feeding in the fall is an 
idea that’s growing—one that 
experts advise. This creates the 


opportunity for 


added Vigoro sales 


to make 


and profits. 


Suggest fall feeding to your 


customers. 


Display 


Vigoro 


prominently. You’ll pocket those 
extra profits. 


* 
VIGORO is the trade-mark for Swift & 


Company's balanced plant food. 


complete, 


America's 3 great gardening aids! 


(AU cia (vicars | 


EndoPes)-—al! the pest 
protection most gardens 
need. Display it with Vigoro 
for another profit. 


EndoWeed — clears 


Endo Weed 


Cap) 


(22 





lawns of ugly 
weeds. Make 
a third profit 
by showing it 
with Vigoro 
and EndoPest. 






A pneouC! OF Sum 


PRODUCTS by SWIFT & COMPANY 


Plant Food Division 
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naba each year on their way 
northward to see the wily brook 
trout, the big lake trout and other 
game ffish. These fishermen 
have learned that they can 
get just about anything they want 
in the way of fishing tackle and 
outdoor equipment at the big 
sports department at the Delta 
retail store and so they stop in 
on most of their trips. 


Fishing rods and reels, baits 
of all kinds, and other allied 


decorate two 50-ft.-long 
wall sections in this large store, 
and from five to seven salesmen 
are on hand in the department to 
handle the flow of traffic and to 
if they de- 
on where to go to get 


items 


give fishermen hints- 
sire them 
the big ones. 

Earl Johnson, display manager, 
national fisher- 
man’s week display contests with 
his entries. Each time his fishing 


has won several 


windows appear, many local en. 
thusiasts make sure to look them 
over, for Mr. Johnson always has 
interesting displays. 

Last year’s entry had 
which read, ‘Health . . . perspec. 
tive ... sportsmanship . . . patience 
. . - Tackle life from the right 
angle . . . Go Fishing.” 

No sooner has the fishing sea. 
son ended each year than the 
Delta Hardware Co., gets ready 
to accommodate thousands of deer 
hunters who flock up that way. 
Deer hunters buy a variety of 
items from rifles and ammunition 
to clothing and camp supplies. 

Each year, the Escanaba mer. 
chants stage a big Deer Hunter's 
Dance which attracts many hunt. 
ers in hunting regalia, and it is 
an event which not only 
many 
but which receives national pub- 
licity as well. 


copy 


brings 
dollars to local merchants 


Celebrates 50th Year by Completing Modernization 


(Continued from page 88) 





Furniture is featured near the displays of major appliances and 
fancy gift items and attracts a big percentage of store traffic. 


slight. On most calls, of course. 

the service department is operated 

as a money-making department. 
The firm operates two delivery 


trucks, and delivers anywhere if 
the order is large enough. Some 
deliveries go as far as 60 miles 


from Toppenish, 


What Pricing Policy Will Best Serve 
Free Enterprise? 
(Continued from page 85) 


of the available industrial business 
of the country? Will it permit 
small business to grow and ex- 
pand, or will it freeze small busi- 


ness at its present level in the 
present local markets? 

“The answers to those questions 
are some of the inquiries which 
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our committee proposes to make. 
By hearirig witnesses from all seg- 
ments of the national economy, 
we hope to learn the answers to 
those questions. Our primary pur- 
pose in making this study is to 
determine what pricing policy 
will best serve our free enterprise, 
competitive system of doing busi- 
ness. We want to preserve the 
right of the little businessman to 
grow and to expand in order that 
he may effectively compete with 
his larger competitors. 

“We propose.” he said in con- 
clusion, “to hold hearings in the 
fall and invite all of those who 
have an interest in the subject 
matter to communicate their views 
to us.” 


Hammers Break the Ice 
For Other Sales 


(Continued from page 89) 


items. It is no accident that Mr. 
Arnold and Mr. McFarlane have 
two panels displaying these items, 
flanking the hammer display at 
the right. The background of 
these panels is a light color. 
To the left of the hammer dis- 
play the customer finds a showing 
of saws, planes, levels, etc., as 


he can make selections. 

“Customers drop in at this store 
regularly just to look over new 
tool arrivals the way many women 
drop in regularly to look over 
new gift and glassware stock,” 
says Mr. Arnold. The factory 
worker who is stocking a home 
workshop does not buy all his 
equipment at one time. More often 
the procedure is one or two fine 
tools per payday. 

The same purchase plan is used 
by most farmers and home own- 
ers, although the management 
does make some sales up to $100 
at one time. 

“Give a man the right kind of 
tools to work with and he becomes 
a good repeat customer,” says 
Mr. Arnold. “We devote a lot of 
space to tools because it is a 
profitable line and brings more 
men into our store. Women buy 
appliances and other merchandise. 
it is true, but when you also have 
the man for a customer, his con- 
sent to the purchase of appliances 








1948 


is just that much easier to win. 
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General Electric precision engineering in this new low-priced ($12.45 list) 
Handy Time Switch will help sell your customers and keep them sold. 
Features like the large silver contacts and the reliable Telechron* motor 
(synchronous, self-starting, and permanently lubricated) give long-range 
customer satisfaction, and help keep service calls to a minimum. 


— You Cudlomerd wll ward the TF 7 becaude i. 


SAVES ELECTRICITY—Lights and appliances operate only when 
wanted, are turned off automatically when not needed. 


PREVENTS WASTE AND SPOILAGE—<Aufomatic control reduces 
losses due to negligence. 

SAVES TIME—Control of motors and machines releases operators for 
other essential work. 


During any 24-hour period, the T-47 performs one ON-OFF operation 
(maximum On 22 hrs., minimum 5 min). It will continue to do so day 
after day without any further adjustment. 


FOR LOW COST TURNS LIGHTS ON 


CONTROL OF AND OFF IN 


Motors, heaters, elec- Apartment halls, 
tric signs, coolers, and house yards, factory 

yards, poultry houses, 
electrically operated inn: Gh eal 


valves. greenhouses. 





Get your share of the new T-47 business. Con- 


ng ant tact your nearest G-E agent, or write today for 
wiring space. Knockouts Bulletin GEA-4874. Apparatus Dept., General 
and conveniently teonted Electric Company, Schenectady 5, N. Y. 


terminal block permit 
easy installation. 


*Reg. U.S. Pat. Off. 


GENERAL@ ELECTRIC 
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G-E Toy Phonograph 

General Electric Co., Electronics 
Park, Syracuse, N, Y., offers a model 
electronic toy record player, employing 
two tubes, one as an amplifier and 





another as a rectifier, Self-contained 
and modern in design, the record player 
is built with all standard radio parts. 
Combination on-off and volume control 
switch is conveniently mounted on the 
side of the tear drop shaped metal case. 
Equipped with a high output pickup 
and a four in. permanent magnet 
speaker, the record player is capable 
of playing 10 and 12 in. records as well 
as children’s records. Case is finished 
in blue with lithographed figures in 
white. Device measures 12 in. long, 
9 in. wide and 5 in. high. Weighs 6 lbs. 
and plays on ac outlet. 


'2000' Baitcasting Reel 

Ocean City Mfg. Co., A & Somerset 
Sts., Philadelphia, 34, Pa., is introduc- 
ing the “2000” baitcasting reel, Sug- 
gested to retail at $20, the quadruple, 
multiplying, 100 yd. line capacity reel 
weighs less than 6 oz, Has a die-cast 
frame and bearings are self-aligning. 
Equipped with a smoothkaster control. 
Zephaloy, a light-weight, yet strong, 
aluminum alloy specially treated and 
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guaranteed against corrosion is used 
for the spool, and the frame is of die- 
cast Zephaloy. Hob of spool is hollow 
for perfect balance and end play is 
permanently controlled. Maker claims 
adequate seals and fittings prevent dirt 
from getting into the mechanism, Lo- 
cated on the left frame edge is the 
smooth click control. Pawl of the oper- 
ating level wind is fully enclosed to 
guard against sand or dirt. Hair-spring 
response of the smoothkaster control, 
machined right on spool, eliminates 





backlash. The “2000” has self-aligning 
bearings for smooth casting and maxi- 
mum service, 


s 


‘Flash’ Glass; Wax 


Glass-Wux Corp., 7056 N. Clark St., 
Chicago, DJL, offers Flash glass-wax 
which cleans mirrors, silverware, alu- 
minum, chrome, brass, copper, tile, 
painted walls, venetian olinds. etc., and 
leaves a protective film.. Maker claims 
that this product will not«harm hands. 
Liquid is in attractive glass bottles, in 
pts., suggested to retail for 49 cents and 
qts., suggested to retail for 89 cents. 
Maker offers window display streamers, 
point-of-sale counter pieces, newspaper 
advertisements and radio spot announce- 
ments to dealers. 





Wagner Carpet Sweeper 


Wagner Mfg. Co., 4611 N. 32nd St., 


Milwaukee 8, Wis., offers a_ carpet 


sweeper featuring two mov-o-matic 
double acting combs which clean the 





Komb-Cleaned brush, Wagner adjust-o 
matic brush requires no handle pres 
sure—brushes rise or lower for thin 
or deep pile rugs. Wheels are said 
never to need oiling. Also equipped 
with a viso-top, full cushion rubber 
bumper, enclosed ends, steel casing on 
threaded wood handle, individually full 
opening dust pans, 100 percent China 
hog bristle brush, Has a factory service 
guarantee, Available in three models, 
Aurora has a blond hardwood case, 
finished in green, chrome and _ silver, 
all steel handle. Suggested to retail for 
$9.95 in the east and $10.95 in west 
and south, Victoria suggested to retail 
fpr $8.50 in the east and $8.95 in west 
and south has a steel cover on all 
metal frame, finished in blue with sil 
ver bail-steel handle. Milwaukeean, 
economy model has steel cover on hard 
wood frame and is finished in red with 
ivory striping, Hardwood handle, sug 
gested to retail for $7.50 in east, $7.95 
in west and south, 
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Y_” Electric Drill 
$35.95 









DRILLS up to 14" diam. 
in steel. Drives wood aug- 
ers up to 7%"! diam. in 
hardwood. Drives Hole 
Saws for cutting clean, 
round holes up to 3"' diam. 
Drills out rusted studs 
and bolts. 














SELL nome-uriury 
Electric Drill Line 
for HOMES + FARMS 


HOBBY SHOPS 
REPAIR KITS 


Fast-Selling - Versatile 
Nationally Advertised 


Sold Through Leading Distributors Everywhere 


As 
OME-UTILITY 


Products of THE BLACK & DECKER MFG. CO, 
Dept. H-653, Towson 4, Maryland 







































































: 
St., : 
rpet £ 
‘ihe HOME-UTILITY - 
the Vertical Bench Stands . 
4" —$11.45 (right) 
Yo" —$17.45 (left) 
FOR DRILL PRESS WORK 
Quickly convert Drills into con- 
venient drill presses with a smooth 
‘ feed, more leverage, for benchwork. 


Drills are slipped into Stands, or 
removed, in a few secorids. 


HOME-UTILITY 
14,” Horizontal Stand 


$3.35 


FOR GRINDING, 
SANDING, BUFFING, POLISHING 

Helps sharpen cutlery, remove rust, 
sand hobby shop items, etc. Holds Drill 
firmly; frees hands for applying work. 


HOME-UTILITY 


diameters, in fine 
and coarse wire, 
for use singly or 
in “gangs” for 
added _ thick- 
ness. FREE 
Display Stand 
for Dealers. 


HOME-UTILITY Buffing 
& Polishing Kit $4.50 


Wire Wheel Brush, Grinding Wheel, Cotton Buff, 
Buffing Compound and Arbor for cleaning, buffing, 
grinding and polishing. 





cleaning and 
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Wire Wheel Brushes 


Come in 6"' and 4"' 


HOME - UTILITY Abrasive Kit 


$4.50 


4 assorted arbors and 15 
abrasive bands and rolls for 
sanding flat, 
curved and irregular surfaces. 
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HOME-UTILITY 1/4.” Electric Drill , .. 


$18.95 


DRILLS holes in a jiffy; in metal, wood, plastics. 
Drives grinding, sanding, buffing and polishing attach- 
ments for everything from sharpening tools to sanding 


furniture. i ‘ 
8 


° 
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F & W Water System 

Flint & Walling Mfg. Co., Inc., 
Kendallville, Ind., offers a C-700 shal- 
low well heavy duty pump. Occupies 
a total space of 24 by 28 by 34 in. 
Incorporates all F & W features: pump 
and motor closely coupled to operate 
as an integral unit, three balanced 
bronze impellers, rotary seal and auto- 
matic air volume and pressure controls. 
Rated capacities range to 6,500 gals. 
per hr, Entirely automatic in operation 


and equipped with galvanized pneu- 
matic pressure tank which replenishes 
water supply and _ constantly gives 
fresher water. Dual volute water pas- 
sages are employed to give perfectly 
balanced water loads within the pump. 
Pumps are simple in design and have 
one integral moving part, providing a 
steady-non-pulsating flow of water. 
Pump is fitted with a priming valve 
in base and an air vent plug for easy 
priming at time of installation, 


Pyrene Extinguisher 

Pyrene Mfg. Co.. Newark, N. J., has 
designed a wheeled, foam engine of 40 
gal. capacity. Made to replace the 
Phomene 40 gal. extinguisher the new 
engine will deliver from 375 to 400 
gals, of foam, increase of % over the 
Phomene, in three and a half minutes, 


WHAT'S NEW 





says maker. Foam is stiffer, lasts longer 
and performs more efficiently against 
flames than former models. Foam 
stream has a range of 40 to 55 ft. 
Interior of extinguisher has been re- 
designed to alter the rate of chemical 
action. Equipped with 50 in. steel 
wheels and 50 ft. of 144 in. chemical 
hese, engine comes in three models, 
indoor, outdoor and airport. First has 
tire tread of 244 in.; width is 30 in, 
to permit free passage hetween ma- 
chines and other obstacles. Outdoor 
model has 24 in. tire tread and is 
46 in. wide, An 8 in, tire tread and 
width of 47% in. distinguish the air- 
port model. Later models have a wire 
basket and 50 ft. of drag rope and reel. 


E-Z-Do Satintone 

E-Z-Do, 261 Fifth Ave., New York 
City, is introducing the Satintone line 
featuring a satin-like quilted effect and 
deep shades of decorator colors, Satin- 
tone, the .004 gage Vinylite sheet plas- 
tic with a surface like satin in appear- 
ance, is quilted and padded with cotton 
for durability, Available in sea green, 
decorator rose and sunny blue. Maker 


4 
> Pare, 
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uses standardized E-Z-Do shapes and 
sizes with the wood framing whenever 
possible. In the new line, these are 
covered by hand, Colors may be used 
interchangeably with the floral patterns. 
Line ranges from a two-door wardrobe 
with hat shelf in two-piece set-o-matic 
construction, through a wide assortment 
of utility chests, hat boxes, drep front 
blanket boxes and boudoir boxes. 
Among new additions are a blanket box 
or window seat, sewing box with left 
top, three drawer sewing cabinet and a 
make-up chest with mirrored top, and 
vanity tops. Illustrated are two match- 
ing utility chests with a vanity top 
which unit has storage space but the 
service of a vanity as well, Satintone is 
said to resist stain and dust and will 
wash easily retaining its sheen. Claimed 
not to crack, ship or peel. 


Color Coded Packaging 
Ajax Tool & Mfg. Co., 6829 Avalon 
Blvd., Los Angeles 3, Cal., is intro- 
ducing a new type package known as 
“color coded” packaging. Blue denotes 


a material of steel, green denotes a 
material of die cast zamak and orange 
denotes a material of brass or bronze. 
For almost all items, the same size box 
is used, giving shelves a uniform and 
colorful sales appeal. Boxes are same 
size hardware type, full telescoping box. 
All finishes are shown in printed word 
and U. S, standard. Blank space is left 
for dealer’s use. Photograph of item 
in box is shown on box front and hole 
centers and overall sizes are also shown 
on box front. On top is stated the 
policy of the company—“Lifetime Serv- 
ice Unconditionally Guaranteed.” 


Pennsylvania 


Power Mower 

Pennsylvania Lawn Mower Division, 
American Chain & Cable Co., Inc., 
Camden, N. J., offers a power lawn 
mower, model R. Unit is made of high 
quality castings and hardened steel 
sprockets, life-time ball bearing clutch, 
and ball and oil retaining bronze bear- 
ings throughout, Wide range of speeds, 


finger-tip push-pull controls for carbu- 
retor and clutch, Simplified chain and 
height of cut adjustment. 
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Featuring the Famous Patented 
Treewell Underflow Channels 


One of the big selling features of Roastwell roasters is the 
patented Treewell construction (illustrated at left) which 
provides easier basting. 
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THE FASTEST SELLING 
SINGLE ITEM 
IN THE CUTLERY FIELD TODAY! 


A quality Pinking Shears at a popular price 
... to Satisfy the tremendous consumer 
demand for this item. 


e@ Breaking every existing selling record 
wherever they are on display 


More customers being sold for you every 
day by an aggressive National Advertising 
campaign in GOOD HOUSEKEEPING, SAT- 
URDAY EVENING POST, LADIES HOME 
JOURNAL, WOMAN'S DAY, BETTER HOMES 
AND GARDENS, TODAY'S WOMAN, FARM 
JOURNAL, COUNTRY GENTLEMEN, N Y 
TIMES MAGAZINE, McCALL’S PATTERN 
BOOK, VOGUE PATTERN BOOK. 


For catalogue on entire ‘‘GRIFFON" line of Scissors and 
Shears, and Jobber nearest you handling the line, write: 


/siffon: (atlery \porks Jae 


Quolity Cutlery Since 1888 
151 West 19th Street, New York 11 

















Roxdale Ceiling Tile 

Vational Tileboard Corp., New York 
City 61, offers Roxdale ceiling tile made 
of treated hardboard sprayed with 200 








deg. F. paint, Resulting permanent 
finish gleams like plate glass. and may 
he wiped instantly clean with a damp 
cloth, Maker claims this ceiling tile 
cannot chip or craze, Maintains its 
shining finish, and does not demand re- 
painting. It is available in green, beige, 
ivory and white at the present. Maker 
claims this tile provides efficient in- 
sulation against heat and cold, as it is 
backed with insulating material. This 
material also serves to deaden overhead 
sound. Its unique tongue and groove 
design permits accurate and permanent 
interlocking in the tiles, It may be 
nailed or cemented or both. A home- 
owner can do an efficient job with this 
tile. As it is compact it can be carried 
by small stores. Each tile measures 12 
by 12 in. and is % in thick. Package 
measures 13 by 22 in. and two of these 
packages are said to tile an average 
ceiling. Suggested to retail for 42 cents 
per sq. ft. Board strip in same colors, 
4 by 24 in. is also made. 


Bruno Hole Cutter 

Robert H. Clark Co.. 9330 Santa 
Monica Blvd., Beverly Hills. Cal.. of- 
fers the hole cutter Kit No, 790 and 
790-B in a colorful plastic protective 
case molded of Lustron. Two adjust- 
able hole cutters in one kit. High speed 
steel blade cuts clean fast holes in 


metal, wood, or plastics, say maker, 
Quickly adjustable. easily sharpened. 
Designed for bench drill, drill press. 





portable drill. Hole cutters in Kit 790 
come with straight shanks for use 
power drill; in Kit 790-B with square 
shanks for use in hand brace. Depth 
in wood and plastics limited only by 
diameter of hole necessary to cle if 
locking bolt. Suggested to retail for 
$6. Weight 6 oz, 


Rotoflo Power 
Lawn Mower 
R.P.M. Mfg. Co., 401 Independence 
Ave., Kansas City, Mo., offers a deluxe 
model Rotoflo power lawn mower which 
features six-wheel suspension, vacuum 
housing which draws grass erect, cuts 
it, mulches it and distributes it to one 
side away from operator's feet. Patented 
housing design permits cutting close to 
walls, around flower beds and unde 





neath shrubs. Front and rear guards 
provide operational safety. Equipped 
with an aviation-type 244 hp McCulloch 
engine, vibration dampener, oil bath 
air filter and a shock-proof direct drive. 
The 21 in, cutting blade is made of 
tempered Black Diamond tool _ steel 
which may be resharpened with an 
ordinary file. Mower weighs 56 Ibs. 
including handle. Suggested to retail 
for $174.50. 


'W onderpac’ 

Alden Wonder Plastic Co., division 
of Alden Industries. 6512 Walker St., 
Minneapolis 16, Minn., is introducing 
the “Wonderpac” a combination hot 
and cold pack that never requires fill- 
ing. Wonderpac contains Thermasol 
permanently sealed in a Vinylite plastic. 
pouch, Ideal for headache, sore throat, 
earache, neuritis, ete. As pot pack, 
place it in hot water for five minutes 
wrap towel about it and apply. As cold 
or cool pack place unit in refrigerator. 
Suggested to retail for $1.95, 
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BIG VARIETY OF 
VOLUME BUYERS 


Larcoloid sells fast to Painters, Mainte- 
nance Men, Contractors, Sign Manufac- 
turers, Automotive Men, Householders 
+ +» They all prefer its Quick-Drying, 
Long-Wearing Qualities — Outdoors or 
Indoors — on Metal or Wood. 








White for Dealer Set-up 
CARPENTER-MORTON CO. 


DEPT. ii EVERETT, MASS. 
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WHAT'S NEW 








Combination Storm, 
Screen Door 


An all aluminum, combination storm 
and screen door said to be sturdy 
enough to support an 180 Ib. man 








swinging from the top is available. Per- 
mits a quick change as the seasons de- 
mand with removable glass inserts for 
winter and screens for summer. Doors 
are made of extruded aluminum and 
permanently installed. Non-glare finish 
provides a smart appearance that blends 
well with all types of architectural ex- 
teriors. Narrow frames provide wide 
glass area. Door weighs 36 lbs. Screen 
cloth is made from aluminum. Claimed 
to be rust-proof, and non-warping. Dur- 
able kick plate of aluminum is spot 
welded on the bottom. Door lock is 
non-corrosive and a hydraulic door stop 
automatically closes the door without 
slamming. Special hinge assembly and 
corner construction provide extra 
strength. Inserts for door and windows 
may be removed by unlocking two han- 
dles from inside the house. Similar 
double duty windows are offered by 
Eagle-Picher Co., Cincinnati, Ohio. 


Kitchen Kreeper 

Kitchen Kreeper Co., Ashtabula, 
Ohio, offers a kitchen kreeper for 
scrubbing floors, painting or waxing or 
for carrying scrub pails, paint buckets, 
etc. Made of % in. plywood with 4 


» 


‘ «© 








one in, hard maple wheel, steel parts, 


rust proof. Padded with 1 in, thick 
Tufflex, covered with olive drab water- 
proof raincoat material with red leather 
ette trim. Packed 2 doz. to carton, sl 
ping weight, 50 Ibs. Unit is 10 by 12 
in. and the suggested retail selling 
price is $1.79, 
PowerAire Paint 
Spraying Outfit 

The PowerAire Corp., 332 S. Michi- 
gan Ave., Chicago, Ill., offers the Glo 
Boy, Jr., ready-to-paint spraying outfit, 
suggested to retail for $29.75, Outfit in 
cludes a qt. size professional type paint 
gun, air compressor and 25 ft. of air 
hose. Compressor consists of an air 
pumping unit which attaches to any 
car, truck or tractor engine with two o1 


Ping 


PAINTING 


OUTFIT tj 
ad be 
oe Rie: 


more cylinders and develops up to 100 
lbs. pressure and 3 to 4 cu. ft. per 
minute of air volume. Outfit may be 
used to spray oil paint, cold water wall 
paints, enamel, varnish, lacquer and 
insecticides. 


Polishing Bonnets 

Herman’s Novelty Mfg. Co., 200 Him- 
rod St., Brooklyn 21, N. Y., is making 
100 percent lambs wool polishing bon- 





nets. Four types available. A 54 in. 
bonnet, % in. to % in. wool pile, 54 
in. bonnet, 5% to 1 in, wool pile, for 
5 in. polishing disc, packed 1 to a 
glassine bag. A 7% in. bonnet, 3% to 
4 in. wool pile, 744 in. bonnet, 5% to 
1 in, wool pile. Larger sizes upon 
request. 
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Screw Driver Set 


X-acta Crescent Products Co., Inc., 
440 Fourth Ave., New York City, is 
introducing a new screw driver set, 





No. 70. It is a jeweler’s type screw 
driver specially adapted for precision 
making and _ other 
aluminum 


work in model 
crafts. Set 
handle with sure-locking chuck and 
five different sizes in hardened stee! 
blades. Each of the blades, .040, .055, 
.070, .080 and .100, fit securely in the 
handle. Suggested to retail for $1.50. 
Handle and each of the five steel 
blades fit in an attractive contrasting 
colored wood and plastic stand with an 


contains an 


acetate cover, 


Pocket Knife, Sharpening 
Stone Combination 

Camillus Cutlery Co., 60 E. 42nd 
St.. New York City 17, offers a com- 
bination pocket knife and sharpening 
stone packed in an individual gift box 
No. 63-B. Correct sharpening instruc- 
tions are printed inside the cover of 
the blue and gold foil box. Knife is a 
Junior premium stock knife, 3% in. 
long when closed, Clip, sheepfoot and 
pen blades made of custom made steel 
with hand honed edges. Maize-yellow 
plastic handle said to be unbreakable. 
Nickel silver bolsters, brass linings. 
Stone made by Norton Abrasives is 
known as ‘Fastcut, 34% in. long by 
% in. wide, Combination is suggested 


to retail for $2. 


| 
| 
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754 SRVING 5A 


INVENTORY COST 


IN FHP V-PULLEYS! 


PLUS AN EXCEPTIONAL PROFIT PERCENTAGE 


With Worthington QD Jr. V-Pulleys you 
can fill a maximum variety of FHP pulley requirements 
from a stock investment one-quarter as great as you would 
otherwise need. 

Interchangeability of hubs with pulleys permits fitting 
any size from a minimum assortment. 

Less money tied up—less space occupied! 

And there’s business a-plenty to be had with Worthing- 
ton FHP Profit-Maker assortments. 70 million V-belt 
driven machines in homes, shops, stores and farms mean 
tremendous omy ery sales. Get your share with QD 
Jr.—the V-pulley that is ‘“Tight on the Shaft . . . Can’t 
Work Loose . . . Noiseless . . . Trouble-Free . . . Non- 
Wobbling.” 








=o pe? 
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With each assortment ‘“‘Profit-Maker”’ display stand, posters, window banner, 
other sales helps—no extra charge. 
Also: V-belts Similar profit opportunities with Worthington-Goodyear FHP 
V-belts, including display stand and other sales helps. 


Contact your local Worthington distributor and send the cou 


n for more in- 


formation on the bigger profits with Worthington FHP Profit-Maker assortments. 


WORTHINGTON 


"The Good Right Hand of Tudustry 


eee Paysk 
LLL 


coe om em em em ee ee 
Worthington Pump and Machinery 


Corporation 
MVD Sales Division, Dept. N852 
Buffalo, N. Y. 
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MERCHANDISING DIVISION 
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Please tell me how | can make higher 
profits with Worthington FHP Profit- 
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by McKIINEY 


McKINNEYS 


FORGED IRON HARDWARE 


Complete FRONT ENTRANCE DOOR KIT 


Here it is—Kit No. 24 consisting of 

@ 20)” x 24” Display Board DB#7 as illustrated above. Samples 
are mounted on the board, as shown... FREE. 

@ 3 complete sets of front entrance door hardware including 
lock and trim for both inside and outside. 

@ he Heart design is the most popular of all early American 
patterns. It is ideal trim for the currently 
favored Ranch type home. 





Resale Value of Kit 
Tout Aig kes oy —approximately $92.70 
Order Now—Your Jobber Can Make 
Prompt Delivery 
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McKINNEY 


MANUFACTURING COMPANY 
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WHAT'S NEW 


Knob Screw Assortment 
Stanley Klarman, 25 Warren St., New 
York City ‘a offers a new screw assort 





ment—"fits-all” selection for all popu 





lar makes of knobs, All screws are brass 
plated. Include 3 doz. each of 12 diffe: 
ent sizes and types, each in a separate 
compartment. Packed in a transparent 
general utility box. Stock numbers em- 
bossed on bottom of each compartment 
facilitating reordering, Weight per as- 
sortment, 1 Ib. 14 oz, Suggested to 
retail for $4.95, 


Mortite Promotion 
Material 

J. W. Mortell Co., Kankakee, IIl., 
is offering dealers local advertising aids 
including newspaper mat service, coun 
ter display cards, circulars and radio 
spot announcements enabling dealers to 
tie in with the Mortite national ad- 
vertising campaign. 
Junior Bowlmaster 

West Bend Aluminum Co., West 
Bend, Wis., has added the Junior 
Bowlmaster to its line of kitchen acces 
sories, A 144 qt. stainless steel mixing 
bow] designed to accompany the larger 
31% qt. stainless steel bowlmaster. New 
bowl has an overall diameter of 61% in. 
and depth of 4-5/16 in. Recommended 
for whipping cream, mixing mayonnaise, 
egg whites for frostings, or sauces. 
Both are designed for use with electri: 
mixers. May be used for heating in- 
gredients on range and will slide be 


tween shelves of the refrigerator for 
storing food. Claimed to be non-break- 


able. 
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REGENT TROWELS 
BRICK POINTING 


Philadelphia 
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| to * TEMPERED — TAPER GROUND AND POLISHED STEEL BLADES. 
* ELECTRO WELDED STEEL STEM. 


* HARDWOOD HANDLE SET AT TESTED ANGLE FOR 
Il., CORRECT BALANCE AND HANG. 


aids * BRASS FERRULE ON HANDLE. 








Regent Trowels are a quality product—made right from start to 
finish—guaranteed in every respect. 


“af Regent Trowels are fully accepted by the master craftsmen—the 
7 men who know what constitutes fine trowels. | 


se, Regent Trowels are popularly priced and bring substantial profits. 


4 Immediate delivery. 


” Other dependable products in the Regent line include: Plastering 
Trowels, Brick Layers Jointers, Cement Edges, Groovers, etc., etc. 
Send for Literature and Trade discounts. 








REGENT INDUSTRIES Fi 


INCORPORATED . Nt 


443 — 60th STREET WEST NEW YORK, NEW JERSEY 





The New Streamlined Pair of 


Foran 


Side Handle Removable 
for Close-quarter Drilling 












MODEL 500 


$ 6 Y_-Inch Electric Drill with Jacobs Key 
3455 Type Chuck. Complete Weight Only 
9 Pounds. 





MODEL. 250 


[%-1neh Electric Drill with Jacobs Key Type Chuck. 
Complete Weight Only 3'/. Pounds. $1995 
Small Diameter Body for Close-Quarter Drilling _ 


In Every Way — A Sales Opportunity 
PRICE - POWER - PERFORMANCE 


These drills are the latest in streamline design. In its 
capacity range, each represents an advancement in the 
combination of high power, quality and refinement in 
construction, and long-life performance. Due to the shape, 
size, and light weight, each offers a new handling ease and 
convenience that readily appeals to the user. These drills 
are what you would expect at much higher prices. 


Visit Our Exhibit at the National Hardware Show 
New York — October 12-16, Booth No. 538 


PORTABLE ELECTRIC TOOLS, INC. 


255-59 West 79th Street, Chicago 20, Illinois. 


Fractional HP Motors ° Electric Drills Spin-A-Brush 
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Rheem Water Heaters 


Rheem Mfg. Co., 570 Lexington Ave., 
New York City, offers a new series of 
deluxe water heater models for all fuels 
designed for a place in the kitchen 





and laundry alongside of other attrac- 
tive appliances, Royal deluxe and de- 
luxe models for gas are equipped with 
100 percent dual control. A touch of 
the control knob sets and holds water 
temperature within narrow limits. Both 
for all types of fuel have tanks made 
by the galvanizing process with bottoms 
welded after galvanizing by the resist- 
ance welding method. Heavy wall of 
highly resistant Fiberglas holds maxi- 
mum heat in the storage tanks. Units 
are thermostatically controlled. White 
enamel jacket of the gas Royal Deluxe 
is distinguished by a curved domed top 
pan. Enlarged panel door offers eye 
appeal in all models, Decorative metal 
skirt is flush with the floor. Maroon 
Rheem trademark is encircled in chro- 
mium.. Illustrated is the deluxe water 
heater. 
Quik Grip Drier 

Rochow Swirl Mixer Co., P. O. Box 
781, Rochester 3, N. Y., offers the 
“Quik Grip” drier in red, green, yellow. 
ivory and crystal. Has eight bars, with 
24 clothespin grips for drying hosiery, 
gloves, lingerie, baby’s things. Bars ex- 
tend to 7 in. in use, and rack folds to 
9 in. long by 2 in, high when not in 
use. Molded of polystrene, Complete 
with nickel plated screws. Shipping 
weight is 84% lbs. per doz. Ideal for 
bath, kitchen, laundry or baby’s room, 
Suggested to retail at $1.98, 
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Here’s how Pittsburgh Steel 
is keeping a good brand name 
before your customers 


ae See ; 2 
Ba EAR” et Re 2 Pi Sat i 





































We know you have more orders for 
Pittsburgh Fence than you can fill. We 
are doing everything possible to correct 
that situation. At the same time we 
want your customers to know that 
Pittsburgh Fence is still good fence. 
We want to keep telling them it is 
good fence in anticipation of the time 









. . n A 
when customers can again pick and © give sng and the The vigtg ve P 
u “Curate , 4th 
Pitsbure oh 4 — freg service! fins are =. the he avy 


choose by brand name. 
Accordingly we are advertising 
Pittsburgh Farmand Poultry Fences 
in the Farm Journal where it will be “ge 
seen by 2,600,000 users each month. 














* . Th. "se a cetul — Wy —~ 
We are advertising Pittsburgh Scr Welded joing "8" OF Piteshy : 
: Scroll ang hee Mstruc, h Flow 
Lawn Fences and Flower Border = aI Courting pn Othe 4 Bord 


in the American Home where 
2,500,000 users can see it each 
month. We hope this will help 
you by keeping our name alive 

with your customers. 


if 
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Pittsburgh Fence 
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1750 R.P.M. 
No Packing Used 





Mane rvum on your shelves for the Simer 
Paddle Pump—the power unit that takes 
the place of the old pitcher spout pump. 
The Simer will do almost any job around 
the farm —draining basements, pumping 
from cistern or into stock tank, fighting 
fires, spraying weeds. Pump has a lift of 
20 ft., is self-priming and resists wear in 
sandy water. 34” and 1” sizes, 1750 Rk. P. M. 
Made to retail under $25.00, including base 
and coupling, but less motor. See your job- 
ber, or write for circular. 


JEROME SIMER COMPANY 


422 Stinson Boulevard ¢ Minneapolis 13, Minn. 


“Double Sque- 
gee" rotary seals, 
moulded into each 
end of the rock 
rubber paddle, 
make shaft pack- 
ing or stuffing box 
unnecessary. They 
also keep grease 
out of the water. 
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PADDLE PUMP 
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WHAT'S MEW 





Tubular Micrometers 
The L. S. Starrett Co., Athol, Mass., 


is introducing a new line of tubular 
frame micrometers designed to provide 
large capacity for precision measuring 
plus the lightness and rigidity required 
for accurate positioning, sensitive feel 
and minimum fatizue. Steel frames are 
hollow, formed in two sections and 
welded to produce a flat tubular shape. 
Frames have a low coefficient of expan- 
sion and contraction. Finished with dur- 
able black crackle. Heads feature: hard- 
ened special steel spindle; threads hard- 
ened stabilized and ground from the 
solid; mirror-like finish on faces of an- 
vil and spindle. Heads are dull chrome 
plated with quick reading markings and 
include a lock nut for locking the posi- 
tion of the spindle, Available with bow 
type frames for measuring for thou- 
sandths over a 6 in, range in eight ca- 
pacity ranges from 12 to 18 in. up to 
54-60 in. Either interchangeable anvils 
or a sliding type anvil may be ordered. 
Micrometer head in each case has a 





Ee 


1 in. range. Six interchangeable anvils 
provide for adapting micrometer for 
intermediate measurements within its 
capacity or with the sliding anvil type, 
large clamping nut is used to lock anvil 
in desired position, Illustrated is the 
model No, 724, showing the bow or 
“C” type frame, and the interchangeable 
anvils, 


Mirostar Christmas 
Tree Lighting Sets 

Mirostar Products, Inc., 152 Bleecker 
St., New York City 12, offers a Christ- 
mas tree lighting set equipped with 
Mirostar reflectors. Set No. 1 includes 
eight light series with assorted color 
C6 lamps, eight matching color Mirostar 
reflectors, bakelite sockets. All con- 
nections permanently soldered, Plastic 
covered approved type wire, Connector 
with open outlet for attaching other 
sets or illuminated decorations, Pack- 
aged in eye-catching display box which 
can be illuminated. Standard _ pack- 
age 4 doz. weight 50 lbs. Suggested 
to retail for $2.25. No, 2 is same as 
No. 1 except it has all blue lamps and 
reflectors. No. 3 has seven light 
multiple burning type. If one lamp 
goes out, rest stay lighted. 120 volt 


aT 












assorted color C-74%4 lamps and 4 in 
diam. Mirostar reflectors, pitched sock. 
ets. Outlet plug and add-on connecto 
for attaching additional sets. Standard 
packaged 48, weight 50 Ibs. Suggested 
to retail for $1, 































Stainless Steel Tea Set 


The Vollrath Co., Sheboygan, Wis, 
is offering a stainless steel tea set con 
sisting of a 10 oz, teapot with hinged 
































cover and cool handle, covered sugar 
bowl, 715 oz, creamer and rectangular 







tray without sharp corners, Set features 






simplicity of design. 






Rotary Drill Press 
Planer-Shaper 
This unit cuts to a precision, using 
three conventional type hardened steel 
blades, The planer is so constructed 











that when planing chips fly out of the 
top of the planer, It will operate with 
one blade as well as it will with three 
blades. Has a set of three moulding 
blades, one for a convex moulding, one 
for a concave moulding and another 
for a 45 deg. moulding. Mzker claims 
it will plane any width surface, and 
also act as a shaper head to cut simple 
mouldings. Planer head is machined 
and balanced and is said to rum 
smoothly at speeds up to 5,000 r.p.m 
It will rabbet, tenon and rout. Each tool 
is accompanied by a disc making it 
easy to set blades accurately on any 
flat surface. Equipped with specail 
holder for grinding, and honing blades 
Lightning Tool Co., Southwick, Mass 
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The New Haven Clock & Watch 


Company 
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Expect great things from New Haven!...The designers, the craftsmen, the sales and office 
personnel are joining together with the new management to carry on the heritage that has 


made New Haven the standard of beauty and quality for 131 years!...Watch New Haven. 


Great things are happening ~ The New Haven Clock & Watch Company, New Haven , Conn. 








THEY WANT ‘EM 









Campers, 
Sportsmen, 
Country Home and 


Farm Owners say the 
“Hudson Bay” is the 
Greatest Light Axe Ever! 


Used by Hudson Bay trappers on long 
trips in rough country, the Collins Hudson 
ed Axe is the ideal combination of 
light weight for convenience, plus power 
for man-sized cutting jobs. 


Head: Two pounds of keen-edged, 
deep-biting steel — 4-inch cut. Handle: 
23 of 27-inch tough hickory — long 
enough for two-hand swing — short 
enough to pack or carry at belt. Retails 
at $3.00. Belt sheath at $1.25. 


YOU SELL ‘EM 


NV 2 
~ 4 
ih, 
Twin in 5 
Popularity 
for Camp, Cottage 
or Trail is the Handy 
Cutting Collins Machete! 


For bushing out trails, or clearing 
around camp or cottage, there's no finer 
one-hand edged tool than the easy-to- 
handle, keen cutting machete. 

me 

Blade: Forged steel — 17-inch, nearly 
\y.inch thick at back — ground and 
polished. Handle: Tough, black plastic, 
firmly riveted. Retails at $1.75. With 
decorated sheath, genuine cowhide, 
sewn seam and belt loop—the two 
retail at $4.50. 


YOUR JOBBER 
OR WRITE FOR DETAILS 


: 


‘COLLINS 


‘ 


AXES and MACHETES 


The Collins Company, Collinsville, Conn. 
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WHAT'S NEW 








T.A.C. Open-End Wrench 
C. J. Hendry Co., 27 Main St., San 
Francisco, Cal., is introducing the 


T.A.C, open-end ratchet wrench de- 





signed for use on pipe, tube. conduit, 
cable and rod fittings where an or- 
dinary ratchet cannot be used, Ratchet 
heads operate in a 744 deg. arc or less, 
which makes it ideal for restricted 
areas. T.A.C. ratchet heads, sockets and 
accessories may be purchased separately 
or in sets in practically all sizes, An 
adapter also makes it possible to use 
standard sockets with the ratchet head. 
Can be operated from any of four posi- 
tions, 


Airguide Cooking 
Thermometers 

Fee & Stemwedel, Inc., 2210 Wab- 
ansia Ave., Chicago 47, [Tll, again 
offers a line of cooking thermometers, 





production of which was curtailed dur- 
ing the war years. Illustrated is the 
oven thermometer which indicates ex- 
act oven temperature at all times and 
is marked for instant reference to 
the various baking zones. Scale is of 
vitreous enamel, tube is of the mag- 
nifying type. Suggested to retail for 
$2. Deep frying thermometer is clearly 
marked for the correct frying ranges, 
but also indicates higher and lower 
temperatures for general cooking use. 
Nickel silver scale, magnifying tube. 


Retails at $2.50. Candy model is 


similar in construction to the 
frying thermometer but is especially 
calibrated for candy and jelly making 
Has a handy spring clip to hold the 
instrument to the side of the pan, 
Snggested to retail for $2.50, 


dee p 


Rice Waxers 

Rice Bros., Inc., 2900 Euclid Ave., 
Cleveland 15, Ohio, is offering a line of 
waxers, Master waxer and Duro waxer 
for the home suggested to retail for 
$2.95 and $1.15 respectively and the 


Janitor waxer, industrial for $3.95. 
Waxers all have trigger wax control 


that feeds the lambs wool brush, with 
the exception of the Duro which simply 
is a wax applier. Waxers have steel 





brush holder and seasoned wood han- 
dles. Brush itself is made of long hair 
lambs wool. 


Grid-lron Football Set 


Olympic Sporting Goods Co., Inc., 
598 Broadway, New York City 12, of- 
fers an all star grid-iron football set 
including a helmet, with felt 
football, official size, Dura-Hyde with 
seamless rubber “Kantleek” 
der, triple stitched football pants with 
knee and thigh pads, jersey with rev- 
lan sleeve, kelly and gold or gold and 
kelly fast colors, set of black letters, 
fast action football 
gested to retail for $6.95. Individually 
boxed sizes, small, medium and large. 


lining, 


valve bled- 


pump. Set is sug- 


Liquid Polish 
For Furniture 


Lyk-Nu Co., Inc., 279-81 E. 139th St., 
New York City 54, has introduced a 
furniture polish that comes in colors 
to match any wood. Features, mahoe- 
any, cherry and redwood; walnut, oak; 
maple, pine and birch; and blond for 
all light woods. Polish cleans and waxes 
in one operation. Said to dry quickly 
and leave a glistening smooth surface 
claimed to repel dirt. With each order 
of 24, 1 carton, maker 
durable counter and 
Available in pt. cans. 


provides a 
floor display. 
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Fan-Type Electric PRESEN 


Space Heater PR ESE NTING the Jlarra- umes 


Equipped with concealed fan that 
silently forces air over elements at 
approximate rate of 600 ft. per minute; 
























lifetime 1320 watt nickel chrome ele- 
ments are flanged, spiraled, paper-thin. 
Claimed to reach maximum heat in 15 
seconds. Pyrex tube enclosure prevents 
elements from being touched by direct 
contact or splashing water. Stainless 
steel reflector and grill can be removed 
by releasing one thumb screw. Finished 
in neutral gray, model F-1 measures 
16 by 13 by 12 in. Light in weight with 
handle for portability. Swanson Tool & 
Machine Products, Inc., 810 E. 8th St., 
Erie, Pa. 


Popcorn ‘Popex’ 

Popex, Inc., Dayton, Ohio, offers a 
line of popcorn poppers, model A 
suggested to retail for $13.95 with a 
hotplate to retail for $4, kettle capa: 
city 214 qts. model B, suggested to re- 
tail for $8.45, kettle capacity, 244 qt., 
model C, suggested to retail for 
$6.50, kettle capacity 2 qts. Con- 
struction of the Popex kettle, a 
bowl within a bowl, traps the heat 
assuring almost instantaneous action. 
When kettle is removed a compact 
electric stove is available for light 
housekeepers, trailer residents and va- 
cationists. Stove legs are equipped 
with heat resistant black phenolic 
plastic bottoms. Stove has highly 
polished finish. Clear embossed heat 


Fast, accurate performer. Complete with Safety 
Head, cast iron table and base, rugged ground steel 
column, 5” spindle, #33 Jacobs chuck and many 
other features. 


° as ” -Dis¢ 
resisting glass cover on “Popex” per- ones R 
mits you to see the kernals quickly a 


transformed into french fried popcorn. 


‘Targeteer’ 

ae Wellington, Ohio, 
is offering the “Targeteer”, a precision- 
made accessory which reduces the gage 
of 12, 16, or 20 gage shotguns for shoot- 
ing .22 calibre scatter shot cartridges. 
It provides a good pattern or approxi- 
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shatter small clay targets. Adaptable 
for use in any single barrel, double 
barrel, over and under or pump gun, 
it is ideal for trap, mo-skeet, target or | 

rodent shooting in close quarters. Indi- | rele} -1-1e)-¥ walel, 
vidually cartoned, 12 units to master 

counter display carton, Retails for $3.95. 


INVITED 


WATERBURY 91, CONNECTICUT 
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MAKE WAY—MAKE SPACE! 


GREAT 
NECK 


HAND and PANEL 
SAWS 
ARE 
AVAILABLE 
AGAIN! 







CORSAIR! 
GLIDER! 
MUSTANG! 
TYPHOON! 
BERKSHIRE! 
SUFFOLK! 
PLYMOUTH! 
NASSAU! 











“LEADERS ON EVERY POINT!” 
— SEE YOUR JOBBER! 


GREAT NECK SAW Mfrs., Inc. 


Mineola, N. Y. 
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WHAT'S NEW 








Zinc-Cast 
Builders Hardware 


Hall-¥ essel Co.. 1719 N. Second St., 
Philadelphia 22. Pa.. 
line of builders 


is introducing a 


zine-cast hardware 





specialties, Items include coat and hat 
hooks, bar lifts, door stops, handrail 
brackets, casement fasteners, and house 
numbers in a choice of zinc, cadmium 
plated, plated, and 
ebony finishes, Each item has a satin- 
smooth finish. Company will mail cata- 


brass chromium 


log upon request. 
Corn Safety Razor 

American Safety Razor Corp., Brook- 
lyn, N. Y.. offers 


blade of which conforms so accurately 


a corn safety razor 


to the blade guard that only the exact 





shaving space necessary to pare the 
corn or callous is allowed between the 
blade and safety guard. Handle is of 
molded plastic material and the blade 
guard of heavy metal is nickel plated. 
Blade is made of surgical steel and 
ground to micromatic keenness. Flexible 
blade is slipped into position under the 


safety guard enabling the user to shave 


off thick or fine paring. Blades are easily 


changeable. Razor is packaged in a 


modern tubular plastic case. Suggested 
to retail for 98 cents with one blade, 


Additional blades, 25 cents for 2. 


'Silv-A-King’ Slicer 
International Appliance Corp., 2 
East 23rd St.. New York City. offers 
the ~“Silv-A-King” 
baked white enamel. Equipped with a 


slicer finished — ix 


clamp, it may be secured to table or 
counter. Food platform and clamy 
faciliate the feeding of food into the 
slicer with a light pressure from left 
hand. Receiving platform allows ample 
slice to fall 


broken up as it 


room for each free and 


avoid getting leaves 
Adjusts from slicing wafer 


slice thickness. Unit 


the slicer, 


2 


thin up to 34 in. 





is 1134 in, wide and 8 in, high by 
1444 in. long and rests on a support 
base 9 by 14 in. Suggested to retail for 
$12.95. 


Auto Chrome 

Sheffield Bronze Paint Corp., Cleve- 
land 15. Ohio, is Auto 
Chrome which is an aluminum enamel 


introducing 


that dries quickly to a chrome finish 
when applied to metal 
sands off the 
to remove the rusted area and get down 
to the metal, Then apply Auto Chrome, 
with the brush attached to bottle cap. 


surfaces. To 


use one rough surface 
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Tilting Arbor Table Saws 
Westbuilt Metal Products Co.. 4831 
Exposition Blvd., Los Angeles 16, Cal., 
offers an 8 in, tilting arbor table saw 
cut depth of which is 2-5/16 in, and 





the entire unit has been designed to 
provide a large table in a small machine 
at a low cost. Table is of cast iron 
and allows for a 12 in. cut in front of 
blade. Several combination of extensions 
are available, one of which provides 
for a 25 in. rip, making it ideal for 
splitting 48 in. plywood, No gears or die 
castings are used, Table is marked with 
an in. scale and a pinion knob is pro- 
vided for fine adjustment on fence. 
Motor bracket is integral with the ma- 
chine and tilts with the arbor eliminat- 
ing belt twist and insuring portability. 
Has 25 in. rip capacity, and steel parts 
are cadmium plated, 


Monarch Range Users 
Envelope 

\ series of new instruction booklets 
designed to assist the new range owner 
are enclosed in the “Users Envelope” 
included in each electric range manu- 
factured by Malleable Iron Range Co.. 
Beaver Dam, Wis. Each booklet refers 
to one of Monarch’s individual methods 
of cooking. “Deep-Heet” cooker book 


and “Deep-Heet™ double-boiler sauce- 


pan instructions have been designed to 
ft into these surtace unit insets, Roaster 
range, “Betting Cooking Guide™ in- 
cludes full equipment description, cook- 
ing charts and operating instructions. 
White booklet of general range oper- 
ating instructions includes time and 
temperature information required for 
correct oven operation and general care 
of the range. 


Rubber Yeu ‘Mat 


John P. Gleason, 627 N. LaPeer Dr., 
Los Angeles 46, Cal., introduces a de- 
corative rubber vase mat, 12 in, in 
diameter. Greenleaf mats are made of 
synthetic rubber in forest green. Ideal 
for use under plants, table lamps, 
pitchers, ash trays, etc. Said to pro- 
tect furniture from moisture, heat or 
scratches, Claimed to be unaffected by 
water, heat, cold or detergents. Easily 


cleaned with soap and water. Suggested 
to retail for $1.25. 
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Supply problems got you all at sea ? 





Air Express is the fastest service you Call on Air Express 
can buy Use it regularly to ship and 
receive supplies, equipment and parts. 
It solves your shortage problems in a 
matter of hours. 

Air Express shipments go on all 
flights of the Scheduled Airlines. 
There’s no waiting around with this 
speedy 24-hour service. Special pick- 
up and delivery is included at no extra 
cost, and Air Express rates are low. It 
pays to standardize on Air Express. 








Specify Air Express-Worlds Fastest Shipping Service 


e Low rates—special pick-up and delivery in principal U. S. towns and 
cities at no extra cost. 

@ Moves on all flights of all Scheduled Airlines. 

e Air-rail between 22,000 off-airline offices. 


True case history: Dallas motor repair shop regularly gets supplies by 
Air Express. Keeps equipment rolling. Typical shipment: 60-1b carton 


of rubber hose picked up in Indianapolis 5 p.m., delivered 9:30 a.m. 
following day. 777 miles, Air Express charge only $14.74. Any dis- 
tance similarly inexpensive. Phone Air Express Division, Railway 
Express Agency, for fast shipping action. 








GETS THERE FIRST 






Rates include pick-up and delivery door 
to door in all principal towns and cities 








AIR EXPRESS, A SERVICE OF RAILWAY EXPRESS AGENCY AND THE 


SCHEDULED AIRLINES oF THE U.S. 





Don’ tf go another season 








We say, and you'll agree when you check into it, that UNIVERSAL is by long odds 
the best line to handle. They're the kind of sprayers folks come back for again and 
again and ask for by name. Built to the highest standard of quality known to the 
industry, yet competitively priced. Advertised to millions of consumers. And you'll 
like the sales policy behind them. If you want more than your average share of 
sprayer business next season, order UNIVERSALS NOW, to be sure of having them 
when you want them. If your jobber can't supply them, write to us. 






The ‘‘MOBL-SPRAY” — greatest 
advance in compressed air spray- 

rs. One of a complete line of 
compressed air and hand sprayers. 











UNIVERSAL raz.te PRODUCTS 1 oF 
SARANAC MICHIGAN 








THE LAST WORD IN 
WIRE PRODUCTS 


BRASS, COPPER, DARK, TINNED, 
GALVANIZED COILS AND SPOOLS 
1 OZ. TO 20 LB. PACKAGES 








STOVEPIPE WIRE 
COIL AND SPOOL 
ASSORTMENT 





Gees, § = STRANDED AND 
es SOLID CLOTHES 
LINE WIRE 























New! Practical! 
Profitable! 
WHOLESALE AND RETAIL 

HARDWARE DEALERS .. . 
You, too, will find the new 
Glide-A-Ball Casters the hottest 
selling number in years . . . sells 
on sight. Easy to install . . . 
hammers directly on the ball. 


STRANDED 
AERIAL WIRE 
RADIO ACCESSORIES 
SOLDER AND PASTE 













BRAID Caster is all oe. Ye top— 
aaa three pronged—to ho Id firmly in 
wood — 14” rotating ball — Yolls 

WIRE easily when furniture is moved. 


Useful in factory, home and of- 
fice. Suggested retail price—S0c 
for set of 4. Get on the Glide-A- 
Ball Band Wagon for Sales and 
Profits . . . ORDER NOW! 
Distributorsbips available 
throughout the United Siates 





SOLD THROUGH 
JOBBERS ONLY 
SK YOURS FOR PARTICULARS 


witH COnerogcnwet 


ANCHOR 


WIRE CORPORATION 


AMA CA Ave 
ea che ame NEW YORK 





GLIDE-A-BALL CASTER CORPORATION 


323 Broome Street New York 2? NY 
















WHAT’S NEW 





Red Eye Wiggler Spoons 
Hofschneider Corp., 856 Jay Street, 
Rochester 11, N. Y., offers “Red Eye 
Wiggler” spoons designed for catching 
pike, lake trout and  muskellunge, 
Spoons are made in 14 0z., 1 oz. and 
144 oz. sizes, and can be obtained in 
gold, chrome or copper finishes, besides 
a choice of four painted patterns. For 





weeded places, spoons are available in 
four “weedless” models. Spoon’s shape 
provides a twisting squirming motion 
when drawn through the water. Highly- 
reflective faceted red eyes are said to be 
compelling to northern pike, lake trout 
and muskellunge. Suggested to retail 
for $1.10, $1.38 and $1.93 for the three 
sizes. 
Pneumatic Rifle 

Sheridan Products, Inc., Racine, Wis.. 
offers a pneumatic rifle featuring semi- 
beavertail fore-end, well-placed, pistol 
grip and cheek piece. Rust-proof barrel 
is engineered for a pneumatic rifle. The 
ability to regulate the velocity and 
power is right in the rifle. Long lived 
alloy steel valves are ground to .000025 
in. sphericity and precision made seats 
are contained in a tamper-proof sepa- 
rate sealed unit. Over and under style 
with silver gray mid-rib. Weight—6 lhbs., 
overall length, 37 in. trigger to butt, 
1344 in, Receiver is made of alloy 
aluminum and piston lever of solid 
steel, Has man-sized bolt action, short 
action, fast locktime. Two stage trigger 
for safety, secondary short, adjustable 
pull. Grooved for no slippage. Adjust- 
able aperture rear with coin slot in 
heat-treated elevation screw. Serrated 
ramp style front sight. Sheridan Ban- 
tam 5’s are a_ bullet-shaped bullet 
matched to the barrel with tolerances 
of only 10ths of 1000ths, Packaged 
attractively in transparent plastic con- 
tainers holding 500 rounds, suggested to 
retail for $2. Rifle, $56.50. 
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Converts Tub Into Washer 
“Tub-O-Wash,” 


washer, has just been introduced by 





130 East 


Porter Co., Inc., 
Indianapolis, Ind., 
exclusive national distributor. Suggested 


the Jim C, 
Washington Street, 


to retail at $45. The Tub-O-Wash 
clamps to a stationary tub and can 
be used with galvanized tubs by use of 
a special stand, It washes a 6-pound 
load of miscellaneous pieces, such as 
shirts, etc., quickly and _ thoroughly, 
and has a one-year guarantee. Manu- 
factured by Victor Electric Products, 
Inc., Cincinnati, Ohio. Machine weighs 
30 Ibs., and has a convenient carrying 
handle, making it easy to store the 
Tub-O-Wash in a cabinet, or closet 
when not in use. Powered by a Yo H.P. 
60 cycle A.C, fan cooled motor and 
has a clutch that prevents overloading. 
The machine can be swung upward 
out of the way when not in use. 


AGA Booklet 


American Gas Association, 420 Lex 
ington Ave., New York City 17, offers 
for $1 a research bulletin on “Supply 
ing Household Heating Services by 
High Temperature Circulating Liquids 
& Vapors” covering 
vestigation conducted at the Institute of 
Gas Technology, Chicago under AGA 
sponsorship, It has been promised that 


results of an in 


the use of high temperature liquids and 
vapors as a heat transfer media would 
improve performance of domestic appli- 
ances. This study not only covers the 
technical considerations of the problem 


but also discusses the economics in 


volved. 


Analyslips 

Ditto, Inc., 2243 W. 
Chicago 12, IIL, has 
method of breaking down any list of 


Harrison St., 
developed a 


items by item, each item on a separate 
sheet of paper, without rewriting, This 
is accomplished by running a set of 
overlapped strips called “Analyslips” 
through a Ditto duplicating machine to 
Thirty 
such slips can be run through the 


pick up an item on each slip. 


machine simultaneously. Slips are then 
Can be 
either paper 


torn apart and used as desired. 
made in almost any size, 
or card stock, in any number of units 


to a set, printed on one or both sides. | 


a washer that trans- 
forms a laundry tub into a full-size 
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Sparkling with Clean, Fresh Appeal! 
.the New Snow-White 


MODEL 509 


Retails at only 


$989 
all Swing-A-Way 
prices ore fair-traded 
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We've added new lustre to the famous standard SWING-A-WAY 

Can Opener—to add to your profits. Gear drive and all the features 

that have made Model 507 a national favorite —plus these fresh 

sales appeals: 

@ Smooth enameled surface is easier to keep sparkling clean and 
wholesome looking 

@ Cool white finish matches perfectly with refrigerators, stoves and 
other modern kitchen appliances 

@ Contrasting white body, cadmium plating and red plastic handle 
creates strikingly handsome appearance in any kitchen 

@ Individually boxed, packed 12 to carton. Shipping weight 15% Ibs. 


ORDER FROM YOUR JOBBER TODAY FOR IMMEDIATE DELIVERY 


STEEL PRODUCTS MANUFACTURING CO. 


4100 Beck Ave. « St. Louis 16, Mo. 


V:.t4t t4U Qa GBA aAZ 
See Our Exhibit — Booths 103-104 
National Hardware Show — New York — Oct. 12-16. 








“The Popular 
Priced Paint’’ 


MEETS ALL COMPETITION 
House Paints 


@ $1.45 gal.* 
@ 2.65 gal.* 
Enamels... 2.25 gal.* 


Write for color cards, price 
lists, and for further informa- 
tion. 
*Prices quoted zone 1 within 300 miles of 
Cleveland, and slightly higher for distant 
points. 
Salesmen: Some choice terri- 
tories open. 


DONLEY PAINT CO. 


on ee ee) ee ee 





146 





WHAT'S NE 





‘Speedy’ Reseating Set 

Chicago Specialty Mfg. Co., 2954 W. 
Lawrence Ave., Chicago 25, IIl.. offers a 
compact reseating set, No. 200, said 
to reseat most any type of compression 
fixture. Taps are made of hardened 
steel, Set includes: 3 taps, one fit-all 
guide, one tapping wrench, one com- 
bination shank, six seats, six washers, 
one combination sleeve guide and 
reamer, Packed in a sturdy, lock-tight 
metal kit. 


Swing-A-Way Icemaster 
Steel Products Mfg. Co., St. Louis, 

Mo., is offering the Swing-A-Way Ice- 

master which is adjustable for fine, 





medium or coarse ice. Maker claims 
that it is drip-proof. Constructed of 
metal, rust-proof throughout. Hard 
baked, scratch-resistant finish comes in 
six color combinations to harmonize 
with practically any kitchen decorative 
scheme. Fits .interchangeably on the 
Swing-A-Way wall bracket, Suggested 
to retail for $6.95. 


Electrical Advertising 
Plastic-Trend Co., 1900 Euclid Ave., 
Cleveland 15, Ohio, offers Neo-Glo for 
window display, special sales, and 
seasonal items, This electrical sign is 
26 in. long, 614 in, high and 5 in. wide, 
advertising space being over 100 sq. in. 
Constructed of aluminum with cast 
aluminum ends, finished in silver-gray 
baked enamel. Panels are triple silk 
screen on Magnafy glass. Standard 20 
watt green fluorescent lamp. Six ft. 
cord with plugs, hooks solid brass, 
chain 6 ft. heavy No. 14 polished 
brass. Interior white baked enamel. 
One screw makes entire interior ac- 
cessible. Shipping weight 11 lbs., 
packed in No. 200 test carton with fill- 
ers for safe arrival, Offers 79 different 
standard panel and_ special panel 
service duplicating any message de- 
sired or trademarks, drawings, etc. Neo- 
Glo sign complete with 20 watt green 
fluorescent tube, chains and hooks and 


choice of any standard panel, sug- 
gested to retail for $22.50, extra panels, 
$4.50, specially worked panels, $24.75, 
space limited to 14 letters. 


Clayton & Lombert 
Catalog G 


A catalog listing its blow torches 
and fire pots is offered by the Clayton 
& Lambert Mig. Co.. Louisville 10, Ky. 
Catalog points out that most C & L 
torches and fire pots can be adapted 
to burn either gasoline or kerosene. 
Tanks for torches are drawn from 
heavy gage cartridge brass. Fittings ar 
inserted under heavy mechanical pres- 





sure. Solder is used only as a seal 
for gas tightness. Burners are cast 
from bronze of a special formula to re- 
sist extreme heat and hard surfaces. 
Valve handles are made of Bakelite. 
Fire pot tanks are drawn from heavy 
gage seamless steel. Pumps are made 
of brass and are proper size to produce 
working pressure quickly and large 
enough to maintain pressure without 
undue pumping, says maker, 


Worthington QD Junior 
V-Pulley 


Worthington Pump & Machinery 
Corp., Harrison, N. J., is introducing 
the QD junior V-Pulley, removable 
bushing type, and the fractional horse- 
power V-Pulley. QD junior V-Pulley is 
designed to fit easily, be tight on the 
shaft and to be noiseless, and trouble 
free without wobbling. A new bushin« is 
said to adapt it to any shaft. Included 
in the primary assortment, suggested 
retail selling price of which is $82.13, 
are 26 one-piece turned steel pulleys. 
14 QD Junior rims, 23 QD Junior hubs 
including display stand and sales aids. 
Master assortment consists of 32 one- 
piece turned steel pulleys, 28 QD Junio: 
rims and 33 QD junior hubs including 
display stand and sales helps. Suggested 
retail price value—$121.73, In addition 
to the display stand, illustrated, are dis- 
play posters. 17 by 22 in., window ban- 
ner, 10 by 27 in., customer folder and 
pricing information. 


WORTHINGTON 


quar cow 


FRAG TORS ome 
V- PULLEYS 
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HERE'S WHAT HAPPENS BEFORE 


$ KAY-TITE PROFITS $ 


DRO 


REGISTER 












































CAN I PUT THIS 


Y AT 
BE DONE...BUT 


e EXCELLENT / ' 
| NEXT S| Resuirs! 





 1/ LATER IN BOB’S 


CELLAR || DAY 











——~—- 


with KAY-TITE PRIMER 


Are you missing KAY-TITE sales because your customers want 


to control water seepage thru non- 
porous, painted or smooth masonry? 
Don't let one single profitable prospect slip 


away... Tell him about KAY-TITE PRIMER ... 
How it can be used before applying— 


KAY-TITE 


When you help your customers you make TWO 
PROFITS: One on the sale of KAY-TITE PRIMER 
and one more on the sale of KAY-TITE. 


KAY-TITE is available in... 
WHITE, BUFF, SPANISH BUFF, BRICK RED, GRAY, 
CREAM, GREEN, BLUE, ROSE. 


BE SURE YOUR STOCK INCLUDES... 








KAY-TITE PRIMER (all your Jobber today ! 


KAY-TITE COMPANY, WEST ORANGE, N. J. 
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IKEE/ Sipter Speed Kazors 


Kacks On Gillettes World 











FEATURED ON 


/ Gilettes » 
/ WORLD SERIES 


/ BROADCAST me 


A 


anne 







snd 10-Blode DISPENSER | 


mene 


woe 
J ; loaded ready to go to 


“é pV aN 


A | A Cinch To 
Display—A Cinch * ‘ 
To Sell From! | 


This new display uses mini- 

mum counter-space and is 

practically pilfer- proof. 
“, Racks reach you fully- 










aan | 





ae pon 


work at once. Display 
» card is enclosed in 
™ each carton. 





You Get One Razor FREE With 
Each Dozen For Tying In! 


@ Each carton of 12 Super-Speed Sets 
in display racks contains a postcard 
entitling you to one additional Super- 


Mighty” 2 i ; 

gyper-sPee? al Rac Speed Set FREE for tying in with our 
2 ae ; ; A : 
veaget ee SP rf 9 as World Series promotion. This means 
: - -ks ) wi 
oe at ostcar¢ you make $4.00 profit on each $9.00 
1 FRE! urn iP h ’ 

a 9 400 purchase! 

= cartoo a $l 


Copyright, 1948, by Gillette Safety Razor Company 


\VA"7- Mam =) | id <n 
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And. Mighty Midget Lisplay 





* 


Series Special OG 
ees Specla, of 
This Offer Has Everything To Zoom Your a 
And Profits! Free Goods, A Great Free Metal 
Merchandising Rack, A Red-Hot Product, PLUS 

A Smashing National Promotion! 


@ Here’s Gillette’s sensational 1948 World Series Special: The 
Mighty-Midget Display Rack, loaded with fast-moving Super- 
Speed Razor Sets for your customers and extra profits for you! 
The sturdy, handsome racks are FREE and are filled with 12 Super- 
Speed Sets on arrival, ready for instant display. Each carton also 
contains an eye-catching counter card to complete the set-up and a 
















postcard entitling you to an extra Super-Speed Set FREE! All through- treamer. °"!@s aa 

out the World Series we’ll reach the men who patronize your store, £0t the etheg tell ’e porta 

over and over, with hard-hitting commercials featuring Super-Speed Speed Sets insignutte Super 

Sets. They’ll come to your counters primed to buy. So dress up a” aane too one 

your counters with Mighty-Midget Display Racks and be sure to panel Wagon. ‘Oras on 
Gillette. poday by Writing i. 





have plenty on hand . . . you’ll need ’em! Boston 6, Rines 








Sensational Gillette Dis- 
penser containing 20 
Gillette Blue Blades. 





Improved Gillette Aristocrat 
Razor Set. 








i ae $3.79 ° 

Your cost per set Retail. . 986 
Your cost per carton of five Dispensers 

(100 blades). . $3.68 










Gillette Lather and Gillette Fy 
Brushless Shaving Creams ~ 
containing K-34, amazing c 


new facial antiseptic. .25¢ 


Improved Gillette Milord (Giant size economy tube..... .... 33c ) SS ae 
Razor Set. Your cost per carton of 12 tubes: Gs - 
Regular $1.85 Wette zy 


ae ___, Segeerecieatimaes : 
Your cost per carton of 12 sets... .$22.44 Giant Size 2.72 ran 
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San Francisco Summer Mart Highlighted 
By Record Attendance; Selective Buying 


the 
not 


Buyer registrations at 
Western) Summer Market 
only exceeded all- expectations, 
but broke the record of attend- 
ance at any preceding Summer 
Market according to Frank 
K. Runyan, president of the 
Western Merchandise Mart, 1355 
Market St., San Francisco, as 
the Market closed on 
The total registrations almost 
equalled the Winter 
Market last February, which was 


August 7. 


those of 


the greatest Market in the his- 
tory of the Western Mart. 
Analyzing market trends. Mr. 


that buying 
conservative 


Runyan emphasized 


was selective and 
with buyers seeking 


quality 


good values 
lines. Al- 


somewhat 


especially in 


though buying was 


‘spotty, exhibitors _ re- 
their best 


years, 


many 
ported that it 
market in 

Buyers seek- 
ing merchandise to balance in- 
ventories which are gradually 
approaching normal levels. 
Throughout the West more and 


was 
many 


generally were 


more retailers are reaching an 
‘open to buy’ position. 

The success of this Summer 
Market forecasts good business 


in the coming season. 

Feature event of the week was 
the traditional Western Radio 
and Appliance Trade Dinner 
held on Wednesday 
August 4, in the auditorium of 
the Mart. To audi- 
ence of nearly 1,000 members of 


evening, 
a capacity 


the radio and appliance trade, 
speakers presented addresses of 
timeliness and interest, 

Harold FE, Jalass, of 
Ill., general sales manager, Crib- 
ben & Sexton Co.. spoke on the 
subject, “Onward Thru Change 
in Appliance Merchandising”. In 
outlining a program to meet the 
problems of changing market 
conditions he stressed the need 
for better salesmanship through 
sound training and 
chandising, as the only possible 
means of maintaining high vol- 
ume in a future buyers’ market. 

Frank M. Folsom, of Camden, 
N. J., executive vice president, 
Radio Corporation of America, 


Chicago, 


sales mer- 
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RCA Victor Division. spoke on 


the subject, “Television Faces 
West”. Presenting an informa- 
tive analysis of the present 


status of commercial television 
Mr. Folsom stated in part, “The 
will be watching 


entire nation 


television in San Francisco with 
close attention. because here we 
will much the 
ability of the service to operate 


learn about 


in a mountainous region § and 


interesting new develop- 


tests 


many 


ments will result from 


made. here. 


DEVOE & RAYNOLDS BUYS 
BISHOP-CONKLIN 
Elliot S. Phillips, president of 
Devoe & Raynolds Company. 
Inc., 44th St... First Ave.. New 
York City 17. announced the ac- 
quisition of the Bishop-Conklin 


paint company. Los Angeles. 
California. 
This acquisition enables De- 


voe & Raynolds to service more 
adequately the demand for paint 
products on the west coast. 

In addition to enlarging the 
present production facilities of 
the Bishop-Conklin Company, a 
new synthetic resin plant will be 
constructed and should be in ac- 
tive operation during late Octo- 


ber. 
Mr. Phillips stated that the 
Bishop-Conklin Company — will 


preserve its identity and operat- 
ing policies as a divi- 


sion of Devoe & 


separate 
Raynolds Com- 
pany, with its entire personnel 
continuing under the guidance of 
Emerson C, Bishop and William 


H. Conklin. 


MASON APPOINTED ASS’T. 
TO GENERAL SALES MGR. 
OF NATIONAL TUBE 
Louis W. Mason has recently 
been appointed assistant to the 
general manager of sales of Na- 
tional Tube Co. Mr. Mason 
been Pittsburgh district manager 

of sales for the company. 
Succeeding Mr, 

Henry C. Hoar, formerly man- 

ager of sales at St. Louis. 


has 


Mason is 





Mr. Mason was first employed 
by National Tube in 1923 in the 
purchasing department, 
ally becoming assistant purchas- 
ing agent. He 
of purchases 
Alloy Steel 
during the wartime He 
later joined the depart- 
ment of National Tube in Wash- 
ington, D, C., 


eventu- 


became 
for the 
Corp... Gary, 


manager 
Tubular 
Ind.. 
period, 
sales 


and came to 


Pittsburgh in 1946 as district 
manager of sales. 

Mr. Hoar. joined National 
Tube in 1927, He served in 
various capacities in the sales 
department and became man- 
ager of sales at St. Louis in 


1946, 

Glendon P. Robb will succeed 
Mr. Hoar as 
in St. Louis. 


manager of sales 


INTERNATIONAL SALT 
NAMES EDSON K. GREEN 
GENERAL SALES MGR. 
Edward L. Fuller, president of 
International Salt Company. Inc.. 
Scranton, Pa., has announced the 
appointment of Edson K. Green 


as general sales manager. 
Mr. Green has been assistant 





EDSON K. GREEN 


manager since 1945 and 
prior to that time served as the 


company's New York City district 


sales 


SCOTT ADVANCED TO 
SALES MGR., SARGENT 
SCHOLLHORN DIVISION 


Walter Scott, for some 21 
years a sales representative for 
Sargent & Co., of New Haven, 





WALTER SCOTT 


Conn., has been appointed sales 
manager of the Schollhorn Di- 
vision. This division handles the 
products of the former 75 year 
old Wm. Schollhorn 


recently — acquired 


which 
by 


Co., 
was 
Sargent. 
Schollhorn 
pliers, punches, shears and many 


products include 


specialized tools used in a wide 
range of industries. including the 
Bernard line of pliers. 

From his experience in the 
field, primarily in the Central 
Atlantic States around Washing- 
ton, Mr. Scott brings an intimate 
knowledge of the hardware field. 
The established Schollhorn out 
lets of distribution will 
tinued, Additional sales impetus 
will the use 
of the Sargent sales organization. 


he con- 


be given through 


GEO. VOGEL APPOINTED 
ACTING SALES MANAGER 
PHOENIX TABLET MAT 
Vogel 


pointed acting sales manager of 


George has been ay 


Phoenix Table Mat Co., 1315 
West Congress St., Chicago, it 
was recently announced. Mr. 


Vogel. who was assistant to the 





manager. He has been with In- 
ternational Salt Company, Inc. 
since 1929, 


president, replaces Raymond Dan, 
who has sales 
manager, 


resigned as 
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22nd Annual Hardware 
Sept. 4 to 6, 


The entertainment committee 
of the 22nd annual Golf Tourna- | 
ment of the Hardware Golf As. | 
sociation which is to be held | 
Sept. 9-11, French Lick Springs 
Hotel, French Lick, Ind., has 
planned a “Social Hour” for 6:00 
P.M. on the eve of Sept. 10, at 
which time all can join in and 


participate in a get-together re- 


newing old acquaintances and 
meeting new ones. On Thursday 
entries will arrange their own 


qualifying foursome or the tour- 
nament committee will assist in 
the arrangement. The tournament 
will be played on both courses. 
$2.50 
day. Match paly will begin on 


The green fees are per 
Friday and the Tournament com- 
mittee will arrange pairing with 
handicaps and starting time for 
all rounds and each flight. 





Championship flight of 16 low 


Golf Tourney 
at French Lick Springs 


low gross players will be placed 


in the Richard A. Sundvahl 
Memorial Flight. All the flights 
will be 18 holes, match play. 


The championship matches will 
36 holes both Friday and 
Saturday. All other flights will 
play 18 hole matches. Each 
flight will have consolations and 
extra consolation rounds so that 
even if you lose a round you 
will continue playing right up to 
the finish, Saturday night a ban- 
and be held 
and the trophies awarded. The 
Mono, Indianapolis & 
Louisville Railway Co., Chicago, 
Ill., has direct service from Chi- 


play 


quet meeting will 


Chicago, 


cago to French Lick. Leave 
Chicago at 11:05 p.m., arrive 
French Lick, 7:45 a.m, Leave 
French Lick 9:30 p.m.. arrive 
Chicago, 7:45 a.m, Sleepers are 
ready for occupancy by 9:30 
p.m. Reservations are made di- 








gross scores, All the 18 hole] rectly with H. B. Willis, general 
matches scratch, The next 16] passenger agent, above address. 
H. P. AIKMAN RETIRES , service. In 1920, H. P. Aikman 


FROM AIKMAN HDWE. 
STORE—MARKS 50th YEAR 


To commemorate its 50th an- 


niversary the Aikman  Hard- 
ware Co., Inc., Cazenovia, N. Y.. ! 
recently held an anniversary 


sale, Since its founding by W. 
O. Aikman in 1898, the business 
has grown in size and scope of 








AIKMAN 


HORACE P, 


assumed active managership and 
under his direction in 1924 the 
store was expanded and again 
in 1929, more space was added. 
He became known as “H. P. 
\ikman, The Hardware Man.” 
In Feb. 1948, the business was 
incorporated under the name 
Aikman Hardware Co. Mr. Aik- 
man, past president of N.R.H.A,, 
and the New York State Retail 
Hardware Association, is _pres- 
ident of the company but is no 
longer active in the manage- 
ment, The other officers include: 
D. C. Mansfield, vice-president, 
R. S. Mansfield, treasurer 
A. S. Evans, secretary, 


and 


L. W. MOSHER ELECTED 
ASST. SECRETARY 
OF GENERAL ELECTRIC 
Leland W. Mosher 
recently elected an assistant sec- 
retary of the General Electric 
Co., Schenectady, N. Y., by the 
G-E board of directors. 
In addition to his 


has been 


duties as 


assistant secretary of the com- 
pany Mr. Mosher will retain his 
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present position as manager of 
the General Electric insurance 
division. 

He joined General Electric in 
1922 as a student on the business 
training course at Schenectady, 
and in 1924 transferred to New 
York as assistant to J. W. Lewis, 
former treasurer of the company. 
Mr. Lewis was then assistant to 
Gerard Swope, former company 
president. 

In 1931. Mr. Mosher was named 
stock transfer agent with head- 
quarters in New York City. He 
returned to Schenectady in 1940 
as a member of the comptroller’s 


staff. 


HERCULES POWER MAKES 
CHANGES IN EXPLOSIVES 
BRANCH OFFICES 


Lawrence W. Early, who has 
been resident manager of the 
Los Angeles offce of Hercules 
Powder Co., Wilmington, Del., 


since it was established as a sub- 
ofice on January 1, 1948, has 
recently been transferred to the 
company’s Salt Lake City oflice. 

Robert W. Crabtree will suc- 


' ceed Mr. Early as resident man- 


ager of the Los Angeles office. 
Mr. Crabtree has been with the 
department 
seven 


Hercules explosives 
since 1934. For the 
years he has been a sales-service 
representative in the San Fran- 


past 


cisco office. 

Mr. Early joined Hercules in 
1937 and becoming 
resident manager of the Los 
Angeles office was a sales- service 
representative for explosives de- 
partment offices in Wilmington, 
Delaware; Joplin. Missouri; and 


prior to 


Los Angeles, Cal. 


HALL HARDWARE NAMES 
GRIMES TO HANDLE 
PUBLIC RELATIONS 

Robert E. 


associated 


who has 
with the Hall 
Minneapolis, 


Grimes, 
been 
Hardware 
Minn., for the past three years, 
has been appointed manager of 
public for the “Our 
Own” hardware organization. 

Mr. Grimes was with the War 
Production Board in Minneapolis 
during the war and previously 
was associated with a chain of 
Ohio hardware stores, 


Co., 


relations 





JEROME KASKEY MADE 
NATIONAL SILVER’S 
ASS’T. SALES MGR. 


The National Silver Co., 295 
5th Ave., New York City, an- 


nounced recently the promotion 





KASKEY 


JEROME 


of Jerome Kaskey to the posi- 


tion of assistant sales manager. 
Mr. Kaskey previously served as 
assistant to the general sales 


manager of the company. 

Prior to joining National Sil- 
ver Mr. Kaskey was engaged in 
the general practice of law in 
Pennsylvania, and previous there- 
to served as general manager for 
a number of specialty and de- 
partment stores, 

In his new capacity Mr. Kaskey 
will assume supervision 
over the firm’s sales offices in 
Chicago, Detroit, and Dallas. 


active 


JANNEY-SEMPLE HILL 
ELECTS OFFICERS 
At a recent of the 
board of directors, Janney- 
Semple-Hill & Co., hardware 
wholesalers, Minneapolis, Minn., 


meeting 


Elected Allan J. Hill, president, 
Other officers elected include: 
Benton J. Case, vice-president, 


Horace P. Hill, secretary, Henry 
W. Hill, treasurer, Elmer G, 
Lande, and 
Oscar assistant 


assistant 
H. Englund, 
treasurer. The above officers are 
also directors, other directors 
being: Charles M. ins 
Robert M. Fleming, and Edward 
A. Reinke, 


secretary, 


Case, 
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Home Laundering Equipment Manufacturers 
See Greatest Market Potential in History | Sen 


The 
laundering 
held their annual 
day conference at the Grand 
Hotel, Mackinac Island, Mich., 
and referred to record-breaking 
postwar sales of washers, dryers 


manufacturers 
equipment recently 


summer two- 


and ironers and an_ expansion 
program including more than 
$10,000,000 for enlarged and 
new plants. They foresee. a 
market potential far greater 
than any vhich has awaited 


them in any other time since the 


industry's founding about 40 
years ago. 


Roy A. Bradt, president of the 


American Washer &  Ironer 
Mfr's. Association, and vice- 
president of the Maytag Co., 
Newton, Iowa, warned against 
overconfidence by manufacturers, 
distributors or retailers, The 
immense buying power invites 


industry to redouble its produc- 
but, he 


will 


tion and sales 
said, many 


lose out in the competitive proc- 


program 
manufacturers 
ess unless cll can reactivate a 
and 
become 


distribution dealer 
which has 
flabby. 
Design and performance stand- 
dryers and 
Associa- 


setup 
prosperity- 


ards for washers, 


ironers codified by the 








CHRISTMAS MERCHANDISE GETS A BIG PLAY from the buyers and dealer members 
who attended the annual Summer Meeting of the Hall Hardware Co., Aug. 2, 3 and 4, at 
Minneapolis, as this picture will attest. It shows just one section of the 30,000 sq. ft. of floor 
space that was devoted to the display of Fall and Christmas merchandise. Nearly 1200 
dealers and their employees attended. There was nearly 100 per cent representation of stores. 

S. P. Duffy, president, in an informal report to the stockholders of the “Our Own” 
organization, revealed that sales for the first six months of the year were half a million 
dollars higher than they were for the same period of the previous year — $8,800,000 as 
compared with $8,300,000 for 1947. Mr. Duffy also told that 65 per cent of the members 
had shown increases in their orders from Hall Hardware Co. for the first six months. He 
attributed the slightly decreased orders of the other 35 per cent of the stores to the fact 
that those dealers were endeavoring to hold down their inventories. Mr. Duffy estimated that 
the $500,000 increase in the volume of sales for the first part of the year was due largely to 
the increase in the prices of merchandise and complimented the members on their cautious- 


of home | 








|enlarged, modernized or newly 
| built include Reading, Penna.; 
Francisco; Toronto; Nor- 

walk, Ohio; Elmhurst, L. L; 
tion’s engineering and research | Baltimore: Jacksonville; Chicago. 
have gained The new plant will consist of 
usage in the industry within a] several buildings connected by 
few months according to G. I. | bridges for transfer of material 


committee general 


Cockerill, Apex Electrical Mfe.|in various stages of processing. 
Co., chairman. It will also include a 1,500,000- 
Washer sales in 1947 aggre-| bushel grain elevator. It will be 


gated almost 4,000:000 units and | built adjacent to the company’s 
production in the first half of | large Feed Mill. 

1948 was at a higher rate but | 

millions of prewar models are | HDWE. SQUARE CLUB 
still in use and sales of repair | OUTING & CLAM BAKE 


parts are higher than ever| TO BE HELD SEPT. 15th 
before, The annual stag outing and 
|clam bake of the Hardware 
Square Club, will be held at 


GLIDDEN PLANS SOY 
BEAN EXTRACTION PLANT 
IN INDIANAPOLIS 


Glidden 


Reinhard’s Park, Bayville, Long 
Island. From noon till 3:00 P.M., 
|clams on the half shell and 


Cleveland, | shrimps and sauce will be served. 


Co.. 
| 


The 


Ohio, will build a $3,000,000 soy| At 5:30 the regular old fash- | 


bean extraction plant in Indiana-|ioned clam bake including steam 
polis, Dwight P. Joyce, Glidden} hard and soft clams, clam bake 


president, announced recently. | broth, fish in season, white and 


This increases to 35 the num-/| sweet potatoes, corn on the cob, | 


ber of factories operated in| half broiled spring chicken, 
throughout this country and! whole Maine lobster and water- 
Canada. melon will be enjoyed. Both 
Cleveland, Glidden headquar-| members and _ guests _ invited, 
ters city, has shared in the ex-| tickets $5. During the afternoon, 
pansion program with the con-| baseball, horse shoes, fishing, 
struction of a new alkyd resin| bathing and boating will be 
unit and modernization of the! available. Tickets may be ob- 


varnish plant here. Other cities] tained at 48 W. Broadway New 
where Glidden plants have been| York City. 





SARGENT CO. NAMES 
L. R. ANDERSON 
DIV. SALES MANAGER 
Lloyd R. Anderson has been 
promoted to the office of man- 
ager of stock sales by Sargent & 





| Montana with 








ness in not running their inventories too high. 
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LLOYD R. 


ANDERSON 


Co., New Haven, Conn. He 
joined Sargent in 1939, as a 
contract salesman in the Chi 
cago office. In 1945, he was 
assigned to the Wisconsin terri 
tory continuing to headquarters 
in Chicago. In 1946 he was 
given the responsibility of the 
Northwest territory including 
Washington, Oregon, Idaho and 
headquarters in 
Seattle, Washington. Later the 
Hawaiian Islands were added to 
his territory. 


WAA ORDERS DISPOSAL 
OF SURPLUS PROPERTY 
INVENTORIES IN ’48 
War Assets Ad- 


recently _ in- 


Jess Larson, 
ministrator has 
structed his regional 


to complete disposal of their sur- 


directors 


plus personal property inven 
tories by the end of 1948, and 
put their houses in order to go 
out of business by Feb. 28, 1949. 
Mr. called for the dis- 
posal in the next seven months 
by sale, donation 
scrap of 28 billion dollar’s worth 
of left-over war supplies. He 
outlined five objectives for ac 
complishment by Feb. 28, 1949: 
dispose of all surplus personal 
property by Dec, 31, 1948, dis 
pose of all aircraft components 
and parts by Feb. 28, 1949: 
make maximum possible reduc 
tion in inventory of real property 
by the disposal of not less than 
half the current inventory by 
Feb. 28, 1949; complete recon 
ciliation of records by Jan. 31, 
1949; and make the maximum 
possible reduction in expenses o! 
operation so that the 
ment will receive the 
net return 


Larson 


lease, and 


govern 
greatest 
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: 
Booth 101, Grand Central Palace. 
He 
as a 
Chi THIS HARDWARE STORE in Cleve- 
was land, Ohio, with its open-vision 
terri- front offering a clear view into the 
urters interior, is a striking example of 
was how “Pittsburgh” modernization can 
the be employed to give your business 
. more attraction-power. Remodeling 
iding : . ae nage 
like this pays big dividends in in- 
_ creased sales and profits. Give your 
dois business the advantage of this 
the roven “shot-in-the-arm.” Architect 
p 
d to T. V. Nichols, Cleveland, Ohio. 
™ INE times out of ten, the store proved it to their profit. And they’ve nomical design. Then, if you wish, 
TY n with the most attractive and proved, too, that Pittsburgh Prod- you can arrange for convenient 
inviting appearance—inside and out ucts are the most dependable among terms through the Pittsburgh Time 
Ad- —the store that presents the most materials for store modernization. Payment Plan. But right now, fill 
I \ § ’ 
in- appealing “face” to the public, is the More than any others, Pittsburgh in and return the coupon below for 
— store that gets and holds the most Glass and Pittco Store Front Metal your free copy of our valuable new 
sur- . . . . . ° ° ‘ 
customers, that wins the biggest have been successful in giving all book on store modernization, “Mod- 
ven : . ° ° 7 ” 
wad volume, the quickest turnover, the kinds of businesses the magic of ern Ways for Modern Days.” It 
) go largest profits. “eye-appeal.” contains scores of “Pittsburgh” 
949. It’s true: “Your ‘face’ can be your Why not plan to remodel your modernization jobs; shows how 
dis- fortune,” when applied to your store. store for a more successful business? Pittsburgh Products are utilized in 
sit Retail merchants, from one end of Consult an architect, first. You will creating sales-winning store fronts 
ant . 
wort the country to the other, have thus be sure of a well-planned, eco- and interiors. 
He 
ac cm ee ee ee ee ee i ee eee ee 
149: 
l w uM l Pittsburgh Plate Glass Company 
= | 2264-5 Grant Building, Pittsburgh 19, Pa 
dis | I'm interested in your new book on mwo'ernization Moder 
ents Ways for Modern Days.” Please send me a FREE copy 
49; 
| Name 
luc | 
rty | Address 
han AND INT | 
by | City State 
on 
3 



























See our Store Modernization Car- 
avan at the National Hardware 


Show, New York, October 12-16. 
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GENERAL DETROIT 
MAKES APPOINTMENTS 
TO SALES STAFF 
R. L. Braden, president and 
treasurer of The General De- 
troit Corp., Detroit, Mich., has 
announced a number of new ap- 
pointments in his company’s 

sales personnel. 

E. A, Warren, formerly vice- 
president in charge of sales, now 
becomes executive vice-president, 
and the policies of the fire ex- 
tinguisher, fire apparatus, and 
fire hose, divisions have been 
coordinated under his jurisdic- 
tion. Preston W. Wolf, formerly 
assistant to the vice-president, 
succeeds to the post of assistant 
general sales manager, 

Other appointments include: 
M. S. Shoppert to the position 
of assistant sales manager for fire 
extinguishers; H, A, Thompson, 
manager for ap- 

Beuschline, as- 


assistant sales 
paratus; R. O. 
sistant sales 
hose industrial ; 
central division 


Gail M. Rutledge, 


manager for fire 
Roy H. 


man- 


and 
Morrison, 
ager; and 





divisional manager. 
All of the appointees are veteran 


midwestern 


employees of the corporation. | 
Both Messrs. Morrison and ! 
Rutledge were regional managers 
prior to this promotion. Mr. Mor- 
rison was previously associated | 


with the Telephone Directory 
Advertising Co., of Detroit, the 
Reuben H. Donnelley Corp. and 
MacRae’s Blue Book, Working 
from Detroit, Mr. Morrison will 
manage a territory including 
Indiana, Kentucky, Ohio, Mich- 
igan, western New York, west- 
ern Pennsylvania, and northern 
West Virginia. 

Mr. Rutledge was previously 
associated with the Adresso- 
graph-Multigraph Corp., and 
since joining The General Detorit 
Corp., has been manager of the 
Philadelphia Office, and assistant 


to the vice president and co- 
ordinator of national accounts 
and branch operations. With 
headquarters in Chicago, Mr. 
Rutledge’s Midwestern Division 
territory includes Illinois, Mis- 
souri, Kansas, Iowa, Nebraska, 


North and South Dakota, Minne- 
sota, and Wisconsin, 


CENTRAL N. Y. RETAIL 

HDWE. ASS’N. HOLDS 

ANNUAL CLAMBAKE 
The Central New York Retail 
Hardware Association, _ Hills 
Bldg., Syracuse 2, recently held 
its annual summer outing, a 
Clambake at Hinerwadel’s, Fay 
Rd., North Syracuse. Guests en- 
joyed a baseball game between 
dealers and salesmen, horseshoes 





and other sports, Max Piepel was 
chairman of the affair. 


LUFKIN RULE SELECTS 
SALESMAN FOR OHIO 


The Lufkin Rule Co.. Saginaw, 
Mich., has announced the ap- 
pointment of Harry L. Hazen, as 
sales representative for its line 
of hardware and mill supplies 
throughout the state of Ohio. 
Prior to joining Lufkin, Mr. 
Hazen was associated with the 
George Worthington Co., Cleve- 
land, as an industrial buyer. 





HARRY L. 


HAZEN 





DEALER OWNED JOBBING 


UNIT PLANS WAREHOUSE 


IN ZANESVILLE, OHIO 

Wholesale Hardware Sales 
Inc, dealer owned  wholesal: 
unit, has announced plans fo 
construction of a brick ware 
house and office building at 
Linden Ave., Zanesville, Ohio 
The two story building will be 
100 by 165 feet. Directors of the 
corporation are: George Wilking 
president; A. W. Harsch, sec 
retary-treasurer, both of Zanes- 
ville; E. B. Pryor, Huntington, 
W. Va.; L. S. Dohn, Middle- 
town, Ohio; H. B. Hobart, Ak- 
ron, Ohio; A. H. Carpenter, 
Athens, Ohio and Frank Sewer, 
Frankfort, Ky. 

The new building will be 
completed and the new organiza- 
tion in operation the latter part 
of this year, Until completion of 
the new building, offices will be 
conducted at 40-42 N. Fifth St., 
Zanesville, Ohio, headquarters 
of F. Wilking Sons Co. 


AMERICAN STEEL WOOL 
REPRESENTED IN OHIO 


American Steel Wool Mfg. 
Co., Inc., 42-24 Orchard St., 
Long Island City 1, N. Y., is 


represented in Ohio for its 
general line of steel wool prod- 
ucts by the Phil Zipkin Sales Co. 




















Since 


1849 


COMPLETE FRONT DOOR TRIM 





Write For Our Catalog No. 19 
ORDER THROUGH YOUR JOBBER 


LANCASTER, PA., U.S.A. 


SAFE PADLOCK & HARDWARE CO. 
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Central States Hardware Special Train 
Schedule to Atlantic City Convention 


Hardware 
Special 


The Central States 
Club will sponsor a 
Train to the National Wholesale 


Chicago Sat. Oct. 16th, on the 
Railroad at 2:15 
club will 


Pennsylvania 


P.M. The 











Hardware Association and the eighth annual dinner party, Sun- 
American Hardware Manufac- day, Oct. 17th, in the Trimble 
turers’ Association to be held Hall of the Claridge Hotel for 
at the Marlborough-Blenheim | the members and friends attend- 
Hotel, Atlantic City, N. J., Oct.| ing the convention. Train sched- 
18-21. The train will leave ule is as follows: 
Ly. Chicago 2:15 PM CST, Sat., Oct. 16 
Ly. Fort Wayne 4:25 PM CST, Sat., Oct. 16 
Ar. Pittsburgh 11:35 PM EST, Sat., Oct. 16 
Ly. Cleveland 7:50 PM EST, Sat., Oct. 16 
Ar. Pittsburgh 10:45 PM EST, Sat., Oct. 16 
Ly. Pittsburgh 11:35 PM EST, Sat., Oct. 16 
Ar. Atlantic City 9:20 AM EST, Sun., Oct. 17 
Returning from Atlantic City to Chicago and Cleveland: 
Ly. Atlantic City 1:20 PM EST, Thurs., Oct. 21 
Ar. Pittsburgh 12:30 AM EST, Fri.. Oct. 22 
Ly. Pittsburgh 5:20 AM EST, Fri., Oct. 22 
Ar. Cleveland 8:25 AM EST, Fri., Oct. 22 
Ly. Pittsburgh 12:30 AM EST, Fri., Oct. 22 
Ar. Fort Wayne 5:40 AM CST, Fri., Oct. 22 
\r. Chicago 8:00 AM CST, Fri., Oct. 22 
H. M. SWITZER JOINS Stamping & Electrical Works, 


GEO. T. STEVENS ASSOC. 
H. M. Switzer, who recently 


resigned as vice president and 


general manager of the National 







has joined George T. Stevens & 
Associates, 612 N. Michigan Ave., 
Chicago, Ili., national merchan- 
dising firm, in an executive ca- 
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pacity. The newly formed Stevens 
organization recently undertook 
national distribution of the 
Presteline Electric appliance line. 


Prior to heading National 
Stamping, Mr. Switzer was 
| comptroller-treasurer _ of the 


hold _ its | 





Eureka Williams Corp. 


PENNSALT DIST. SALES 
MGR. RETIRES; N. Y., 
N. J. OFFICES JOINED 
Frederick G. Rodenburgh, 
New York district sales manager 
for the Pennsylvania Salt Mfg. 
Co., Philadelphia, Pa., retired 
July 16 after nearly 50 years of 
service with the company. 


The company, in announcing 
Mr. Rodenburgh’s _ retirement, 
said that the New York sales 
office will be consolidated with 
the Paterson, N. J. sales office, 


located at 152 Market Street, 


Paterson, 1. 
Mr. Rodenburgh joined Penn- 


| salt in 1899, when he was only 










16, as an assistant in the New 


York sales office. He later be- 
came sales agent for the com 
pany at the New York office and 
in 1936 was named New York 
district sales manager. 

Charles A, McCloskey. district 
sales manager, will be in charge 


of the new consolidated oflice, 


WARMS BUNS, 


MANUFACTURER 


DRK 











which will handle Pennsalt sales 
in Eastern New York State, in- 


cluding the New York City 
metropolitan area; the New 
England States, and Northern 


New Jersey. 

Mr. McCloskey, joined Penn- 
salt in 1929. In 1931, he 
named a sales representative for 
the New York office and in 1944 


was 


was appointed New York dis- 
trict sales manager, sharing 


supervision of the territory with 
Mr. Rodenburgh. He continued 
in that capacity until becoming 
Paterson district sales manager. 
FARWELL, OZMUN, KIRK 
ISSUES 1948 CATALOG 
Farwell, Ozmun, Kirk & 
hardware wholesalers, Saint Paul 
1, Minn., has issued a sales pro 
motion fall sales catalog for the 
retailers. As in the the 
selling dealer 


Co., 


past 
the 


cove! 


company is 
catalogs to 
The 


needed is 


enough his 


trade territory. amount of 


merchandise entirely 


up to the retailer, no minimum 


and no maximum. Retail prices 
in this booklet are for stores 
within 250 miles of St. Paul. For 
other stores, catalogs with 
slightly higher prices to off-set 
the higher freight have been 


prepared, 


for the busy housewife 


TOP-OF-STOVE ONE-BURNER OVEN 

BAKES 4 OR 5 POTATOES-APPLES-BISCUITS 
ROLLS, 
HELPS KEEP KITCHEN COOL AND COMFORTABLE 


LEFTOVERS 


GUARANTEED 





== — 
mNeS 


(post — ll 
Boer eet ou 


--.to well over 3,000,000 readers each month 
—the kind of hard-working advertising that 
helps you sell more Everedy "Tater Bakers. 
Buy a stock of these fast-sellers today. See 
your jobber or write to... 


7/7 an oh =3 22 0) Oe) 


Mfrs. of Speedy-Clean Cookwore 
N FREDERICK, MD. 


WORLD'S LARGEST MAKERS OF CHROME KITCHEN UTENSILS 


FIFTH AVE. © CHICAG 











WILLIAM B, SHEEHAN 


sales promotion manager of 
Masback Inc., hardware whole- 
salers, New York City, has been 
named a member of the in- 
structional staff of the market- 
ing and sales management pro- 
gram offered by the Evening & 
Extension Division, City Coll- 
lege School of Business for the 
1948 fall term. Mr. Sheehan will 
teach a course in wholesaling 
which is designed for persons 
who are already engaged in, or 
who expect to be employed in, 
wholesaling. 


SCOVILLE ROLLING MILL 
TO BE COMPLETED SOON 
Progress on the extensive addi- 
tion to the rolling mill of the 
Scoville Mfg. Company, Water- 
bury, Conn., indicates completion 
by the end of the year of this 
building occupying about 
four acres of space. When it is 
finished, the 
will have in operation one of the 
fastest and 
ferrous mills in the country for 
cold rolling of copper base al- 
loys in sheet and strip form, 
Building of the addition began 
14 months ago. The first section 
of the building, the machine 
shop, has already been completed 
and is in use, The new mill iep- 
the 
company’s modernization program 


new 


company claims it 


most ellicient non- 


resents a major portion of 


to provide modern facilities for 
production of strip products, 
The building is one story with 
continuous steel frame supported 
on soil-bearing footings. Concrete 
paving, bituminous paving, 
graded 
formed a green apron along the 
west side of the project to pro- 
vide a marked contrast with the 
maroon color of the corrugated 


and 


slopes have already 


steel siding. 


At the extreme north and 


south ends of the building are 
mezzanines enclosing lavatories 
and locker rooms. In addition, 


there is a mezzanine attached to 
the motor generator room hous- 


ing the motor generator air 


washers, a two-story office in the 
machine shop area, and an ad- 
ministration office at floor level 
on the northwest corner of the 
building. 

The roof design is the high and 
low level monitor type with the 
monitor siding being corrugated 
glass, to admit more sunlight. 
The loading and unloading facili- 
ties for the building are located 
at the north end in the form of 
railroad and truck wells. 


SETH THOMAS CLOCK 
PRICES NOW INCLUDE 
FEDERAL TAX 


In its natiowal advertising and 


Thomas clock prices now in- 
clude the Federal Tax. 

“We said Charles J. 
Gillman, general sales manager, 
“this progressive step will have 


the endorsement of the majority 


believe,” 


of retail dealers who sell Seth 
Thomas clocks since it will 
eliminate much confusion and 
overcome the necessity of the 
dealer doing a double selling 


job once on a clock and once on 


the tax.” 


HORTON MFG. COMPANY 
NAMES DISTRIBUTORS 


St., Bristol, Conn., has appointed 
W. E. Tollner, 91 Morris Ave.. 
c/o Walsh, Rockville Center, L. L, 
yn. Y. # golf 
equipment line in the New York 
Metropolitan District. Mr, Toll- 
ner spent 10 with A. G. 
Spalding in the factory sales and 
later 


represent its 


years 


dealer division. He was 
manager of the sporting goods 
department of Montgomery Ward 
Co., Albany, N. Y. Herbert 
Ricords, 31 llth St., Surf City, 
N. J.. will cover the Philadelphia 
district for the same line. 


PAINT & WALLPAPER 

DISTRIBUTORS FIRST 

ANNUAL CONVENTION 
The first annual national con- 
vention and exhibit of the Retail 
Paint & Wallpaper Distributors 
of America, Inc., 319 N. Fourth 
St.. St. Louis 2, Mo., will be 
held Novy. 8-10 at the Hotel Sher- 
The 


Preston 


man, St, Louis. speakers 
will include Dr. Brad- 
ley, pastor of the great Peoples 
Church of Chicago whose sub- 
ject will be “Making the Best 
of It’. Harland H. Allen, Har- 
Allen Associatess, who will 


business 


land 
discuss conditions of 
the industry stressing trends for 
1949, Joseph B. Fligman, pres- 
ident of the National Wallpaper 
Wholesalers’ will 
lead the 
merchandising and 
Harris, account executive of the 


Association, 
wallpape: 
Thomas J. 


forum on 


on retail store price tags, Seth | 


Horton Mfg. Co., 303 Horton ; 


Chicago, will present construc- 
tive ideas on advertising and 
promotion. The election of na- 
tional officers will follow panel 
Hotel 


are to be 


discussions, 
tions 


room reserva- 
sent to Irwin 
E. Douglas, executive secretary, 
above address, 


RECOMMENDATIONS TO 
IMPROVE 1949 BUSINESS 
CENSUS SUBMITTED 
The American Retail Federa- 
| tion 1627 K. St, N. W., Wash- 





| ington 6, D. C., has recently an- | 


| nounced that recommendations to 
, improve the accuracy, complete- 
and usefulness of data 
; gathered in the 1949 Census of 
| Business have been submitted to 
1the Bureau of the Census. The 

recommendations cover all sta- 
| tistical phases of the census as 


ness 








jit applies to retailing. The fed- 
eration stressed the need of set- 
ting up realistic 
groupings to conform with the 
manner in which retailers main- 
records in each seg- | 
| ment of retailing, The federation 
j recommends against the 
| tion of retail employment 
| payroll statistics in the 
due to lack of uniformity in 
maintaining such figures among 
the great bulk of and | 
the complete lack of such data 


commodity | 


tain sales 


collec- 


and 


Census 


retailers 


in other outlets, The same _ rea- 
sons are cited for the recommen- 
dation disapproving the collection 
of operating costs statistics. 


RYERSON HOLDS OPEN 
HOUSE IN CAL. PLANT 


Joseph T. Ryerson & Son, Inc., 


Chicago, was a recent host at an 


open house party in its ney 
Emeryville, Cal., plant. 

The 3,000 guests attending 
were taken on a tour of the 
plant and shown the facilitie 
for stocking, handling, cutting 
and shipping steel of all kinds 


They 
eight dining cars of the Southern 
Pacific 


cially 


were served dinner ii 


railroad, secured 
the 
parked on sidings adjoining the 
plant, A 
the plant was the scene also of 


espe 


for occasion and 


large tent adjacent to 
served and dinner, 
the 
pany on hand to welcome guests 
Everett D. Graff. 
dent, Robert C. Ross, vice presi- 


refreshments 


Among executives of com 


were: presi 
dent in charge of operation and 
Harold B. Ressler, vice president 
Wayne D. 


in charge of sales. 


| Dukette, manager of the plant, 
{was host of the affair. 


Including the two story ollice 
building which forms an integral 
part of the warehouse structure, 
the plant occupies about 170,000 
sq. ft. of floor space. The plant 
is served by two switch tracks of 
the Southern 
A center driveway, 
through — the 
loading and dispatching of motor 
trucks for local 
longer distance kighway 


Pacific railroad. 
extending 
plant, facilitates 
deliveries and 
carrier 


service. 











Hamilton Advertising Agency. 





150 


Mueller. 


State Tap & Die Co., was low gross guest, low net guest card 
— 76 — being that of R. G. Nagy, E. C. Atkins & Co. A. Van 
Delft, Holo Krome Screw Corp., was 
high gross guest card was that of R. G. Koch, Heppenstal] Co 
Bridgeport. J. C. Walker, Buffalo Bolt Co., was chairman of 
the entertainment committee, which arranged the festivities 
Left to right are: H. L. Usher, A. Van Delft, Brownie Jalbert 
Merle Langel, R. G. Nagy, R. G. Koch, Ken. Yorke and Robert 





KEN. YORKE WINS PRESIDENT’S CUP AT HARDWARE 
TRADE ASSOCIATION GOLF PARTY: Twenty-seven golfers 
and more than 40 for dinner was the story at the July 29 golf 
outing of the Hardware Trade Association of New York, at 
Tamarack Country Club, Port Chester, N. Y. The president's 
cup, with a card of 71, was won by Ken. Yorke, Hansen & 
Yorke, New York City, runner up being H. L. Usher, Oliver 
Iron & Steel Corp. with a 72. Member low gross winner was 
Robert Mueller, Minnesota Mining & Mfg. Co., with Merle 
Langel, Osborn Mfg. Co., as runner up. Brownie Jalbert, Bay 


d 


igh gross member and 
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Why do smart hardware men 
stock EAGLE 


Hydraulic Pump Oilers? 


*Because they are easy to operate, and 
they give long, trouble-free service— 
making them readily salable. 





*Because Eagle Hydraulic Pump Oilers 
have these outstanding features: 


—detachable seamless welded steel spouts 
—no soldered connections 
—ball valves 
—no pump leathers 
—leakproof construction 
—pump any oil that flows 
* Because Eagle Oilers cost no more but 


give so much more in performance and 
completely satisfy the user. 


* Because the name Eagle means quality 
—and quality means Sales! 


Oil with an Eagle Oiler” 





Order from your Jobber, or write 


EAGLE MANUFACTURING COMPANY 
Dept. HA 848 Wellsburg, West Virginia 


a i ee ee ee) 


Ccoocece eo Coe oC eC eC OO Or Or CO CO lm 


a 


| 





ow 










| 
| 


6 
) 
" 
6 
6 
6 
" 
6 
6 
0 
( 
6 
" 


| grade balls packaged expressly 





16 SIZES IN 
DISPLAY CARTON 
ye" to a" 









FOR THE FIRST TIME 


Top-quality balls packaged 
for small quantity . . . high 
volume sales 


Here are precision ball bearing 





REFILL AS YOU SELL 


Buy only the sizes you need 
to keep stock complete. 


human hands. Original manu- 
facturer’s slush grease prevents 
rust, corrosion and loss. 


COMPLETE ASSORTMENT OF POPULAR SIZE BALLS 
IN 64 BOX CARTON (illustrated) COSTS YOU 
ONLY $10.40 (F.0.B. Langhorne, Pa.) 


for hardware store sales. Now it 
is possible to offer a complete set 
of balls at low cost and without 
handling . . . counting . . . or 
stocking large quantities of each 
size. Pak-Bals are not touched by 


THE PACKAGED BALL CO. 


Pennsylvania 





Langhorne 











Available for 
IMMEDIATE 
DELIVERY 





¢. C. Brooks 
CORN KNIFE 


Our original and Amer- 
ica's peegee? selling 








The Lite CHANT \ Sore nas 
ree ie ae 
a section o op 
Line of CORN wANDLE = 18 a ome, 
HOOKS and | (ioe 
. —r olded, oz. | 
KNI' "ES ; SHIPPING WEIGHT om 0 o 








The “Litthe GIANT” line of CORN TOOLS is the most 
complete line offered the hardware trade today. Each 
tool represents the finest quality at the fairest prices. 
These tools will fit all local needs and are available for 
immediate delivery, 


The All Around BLACK DIAMOND 
@ UTILITY KNIFE 





Can be used not only as a CORN KNIFE, but also as general 
utility knife around home, camp, farm and in the car. 
BLADE—I4 in. long, 254 in. taper- a A eR 
j ' wide. Varnished and attache 
vow hg Se ee shank of blade with two tubular 


rivets. 
gauge steel. Enamelod Black crys- WEIGHT—1! Ib. each. 12 tbs. per 
tallized finish. dozen packed in carton. 
Sample orders for /y doz, pieces or less accepted direct from 
dealers provided order includes name of preferred wholesaler. 


long by f'% in. 
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OAKLAND, MAINE 
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MYERS dealers share the popu- 
larity that stems from 77 years 
of progress in the manufacture 
of highest quality pumps and 


water systems. 





















Pictured at a recent dinner held in New York are some 
of the executives and members of the sales and office staffs 
of the Carborundum Co., and the sales and merchandising 
executives of Masback, Inc., hardware wholesaler, New York 
City. The party was held to mark the appointment of Masback 
as a distributor of the Carborundum Company. Masback will 
sell and service Carborundum products effective immediately. 





FORMS ELEC. WIRE, 
CABLE PRODUCTS DIV. 
The 

separate sales division to handie 
the and cable 
products of American Steel & 
Wire Rockefeller Bldg., 
Cleveland, was announced — by 
H. M. Francis. vice president of 
sales, of this United States Steel 
Corp., subsidiary. 


The establishment of the new 


creation of a new and 


wire 


electrical 


(o., 


division with four regional sales 


offices throughout the country 
will permit concentration of sales 
effort on such items as the paper 
insulated cable, rubber jacketed 
cable, galvanized telephone wire, 
Amerductor, the transmis- 
sion cable, used for rural 
tritication lines, Mr, Francis said 
in making the announcement. 

T. FF. Peterson, 
headed the section of the general 
sales staff of the company 
voted to electrical products, will 
serve as manager of sales of the 


and 
elec- 


who has 


de- 


new division. His offices will be 
Build- 
Peterson started with 
Steel & Wire Co.. as 
a cable engineer in the New 
York sales office, and in 1936, be- 
the Electrical 
Worcester. In 
Cleveland as 


in the Union Commerce 
ing. Mr. 


American 


came director of 
Cable Works at 
1941, he 


director of 


went to 


electrical cable en- 
gineering and research. He holds 
numerous patents in the elec- 
trical field, 

C. H. Eisenhardt. formerly as- 
sistant manager of sales in the 
assistant 


the 


section, will serve as 


manager of sales in new 


division. 
Four new district sales offices 
under the new organization will 
he established in Boston to 
serve the New England district. 
in Cleveland to the 
tral district, in Chicago to serve 
the Western district, and in New 


serve (Cen- 


58 








AMERICAN STEEL & WIRE | York to serve the Eastern dis- 


trict. 

Appointees to the positions of 
managers of these various offices 
are as follows: C. H. 
manager, New England district, 


Currier, 


electrical products sales: V. W. 
district: 
Coates, district; 
Vaill, eastern district. 


Heimberger, — central 


R. A. 
c. i. 


western 


SCHERCK HEADS BOARD 
OF REORGANIZED 
DAZEY CORP. 

A complete financial and phys- 
ical reorganization of the Dazey 


Corp., St. Louis, Mo.. has been 
recently announced by Gordon 
Scherck, the corporation’s new 


chairman of the board. 
Mr. Scherck, who is 
partner of Scherck, 
Investment 
simultaneously announced 
a loan of $450,000 
made to the 
the R. F. C. 
Of the amount loaned by the 
R. F, €., $300,000 will be used 
to fund an existing bank debt. 
The remaining $150,000 will be 
used for working capital, An 
additional $100,000 in the form 
mortgage loan has 
stockholders 


senior 
Richter 
Brokers, 
that 
been 


(company, 


has 
Dazey 


of a second 
been advanced by 
and — other 
This, together with an approxi- 
mate $200,000 in cash which the 
will be 


interested parties. 


company has on hand, 


adequate to ex- 
tensive manufacturing and mer- 
chandising program, Mr. Scherck 
stated. 

The new president is William 


carry on an 


Gundelfinger, who recently re- 
signed as general manager of the 
Knapp-Monarch plant in St. 
Louis. with which concern he 
had been associated for 15 years 
Before entering the factory and 
production end of that business 
Mr. Gundelfinger — spent 
years in the sales field. He has 
personally developed a number 


many 





Corp.. by 


| 


| motion and sales education at 
| the retail level with greatest 
| emphasis on standard kitchen 





of products that have become 
nationally known. 

Joining Dazey as comptrolle: 
and chief fiscal officer, is Clarence 
Herman who, until recently, was 
auditor of the Knapp-Monarch 
Co. 

Forming the board of direc- 
tors of the reorganized company 
are: Gordon Scherck and Henry 
L. Ruppert of Scherck, Richter 
Co.: William Gundeltinger. 
Benton J. Willner of the Inland 
Steel David E. Sanford of 
D. E. Sanford, agents: 
Robert Burnett, attorney and sec. 
retary of the Dazey Corp. 


Co.: 


sales 








AM. HOME LIGHTING 
SUSPENDS PROGRAM 
OF CERTIFICATION 
The suspension of the Certifi- 
cation Program on_ residential 
lighting fixtures of the American 
Home Lighting Institute has 
been announced by Willard G. 
Sawyer, Institute president. 
Current 


conditions 
represented in the high cost of 
wiring and installing center ceil- 
ing outlets in current 
housing construction dictated the 
action. 

\ concerted 


economic 


low -Cost 


program of pro- 


and hathroom lighting will be its 
substitute, Literature will be 
jointly prepared and jointly dis- 
tributed through the members’ 
respective sales outlets, 





P. R. JETT JOINS 
GENERAL FILTERS 
AS SALESMAN 
General Filters, Inc., Detroit. 
Mich., has recently 
Paul R. Jett as factory represen. 


appointed 





PAUL R. JETT 

tative in the St. Louis region. His 
territory the State of 
Missouri and the southern half of 
Illinois. Mr. Jett is well qualitied 
for his new job having previously 


embraces 


heen associated with Laclede Gas 
& Light Company’s heating de 
partment. More recently, as sales 
engineer for Minneapolis-Honey 
well, he worked with manufac 
turers, wholesalers and dealers in 
the same area he is now serving 
for General Filters. 





The American Pad & Textile Co., Greenfield, Ohio, re- 
cently held a combined sales and product review conference 
in Killarney, Ontario on the northern shore of Georgian Bay, 
instead of in the company offices. Much of the time was spent 
on demonstrating and testing both standard and new products 
in the Tapatco line of marine and outdoor equipment. As 


products were used and demonstrated, 


representatives took 


notes, and at a final meeting on the last day of the week con 
ference the material was compiled. Left to right: kneeling, Paul 
Gessner, Ned Herrold, sales manager, Steve Lewis, Bob Marloff. 


Phiz Wilkins, Art Thompson; 


standing, Austin, Fultz, Pooch 


Wile, guide, Adolph Kiefer, Howard Balmer, Mel Shaw, execu- 


tive vice-president. 
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THE BETTER 


BIGGER $ VALUE 


JUICER 





Ha 
MOtE pacy any ort 


Moy, 


Individually and Attractively Boxed 
PIVOT BASE “KWICKY-ER" 


All-in-one Aluminum juicer pivots Races through fruit juicing—rinses 
freely on rubber base which grips in a jiffy—no detachable parts to 
table without marring or scratch- clean. 





ing. 

BIGGER DOLLAR VALUE 
MORE EFFICIENT Complete satisfaction — more for 
Gets ALL the juice—no bitter peel the money. 


oil. Strains coarse pulp and seeds Priced for ““KWICKY-ER" sales 





New Profit Leader | 





Whee Ir On 
fils: Sotenads 


1—Priced for volume sales — 
quick turnover — high profits. 

2—Made in 6 fastest selling col- 
ors, 

3—Colors wipe on with cloth or 
powder puff. 

4 Easy to apply — quick to dry. 

5—-Applicator furnished free with 
each quart. 

6—Now being sold at leading 











- no holes to clog pouring. 


EASIER 
Three strokes of the handle usu- on | 
ally extracts all the juice. Easy to Y | 
keep clean. 
Write for complete information 

Manufactured by 
QUAM-NICHOLS COMPANY 


33rd Place and Cottage Grove, Chicago 16, Ill. | 





hardware and department 
Retails $ Q8 — 
” Cash in on This Profit 
Opportunity NOW! 


Write for Jobbers and 
Dealers Discount. 


Only Per Quart 








ANCHOR SALES CO. 
8400 Hough Ave. . Cleveland, Ohio 
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Sheffield’'s Improved | 
: == V\it VW g¢ 















hei 


“FIRST AID for a 
Hundred Home Uses” 


A light colored thick, 
paste-like material that 
handles as easily as putty. 
When dry, it hardens into 
wood, with practically no 
shrinkage. A quick way to 
repair cracks, holes and 
, chipped surfaces. Availa- 
H © = ble in tubes as well as 

= 1/4 lb. and 1 Ib. cans. 
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L Bundle 


fhe Easy Way-- 


FOLD-A-WAY 
UTILITY BASKET 


The Marshall Utility Basket, available to 
all dealers, is’ designed to meet the needs 
of every customer . . . for the home, 








office, garage, hallway, attic . . . every- 
where! 





Stacks Papers 
Easily 





Sturdy, heavy gauge wire. Lightweight 
. . weighs less than 24 ounces. Folds 
easily for storing and holds 25 pounds of 
paper when full. Finished in gleaming 
Nickel. 12” wide, 18” long, 10” high. 


Order Today—tThey Sell Fast! 


Marshall Mg. Co. 


Mut Bridgeport 7, Conn 


Slide Bundle Out 
. « +» No Lifting 
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DIAMOND 


DIAMALLOY METAL 





CUTTING SNIPS 


with 





ELECTRICALLY HARDENED CUTTING EDGES 


STRAIGHT PATTERN 





CIRCULAR PATTERN 


Drop forged of special analysis Diamalloy tool 
steel. Cutting edges hardened by electronic pro- 
cess making them exceptionally hard and long 
wearing, but leaving the rest of the tool strong 


and tough. 


Tool steel bolt is oversize with close screw ad- 
justment for setting cutters, and large locking 
nut, adding strength to the joint and lessening 
need for readjustment. Nickel-Chromium plated 


—will not rust. 


WRITE FOR CATALOG 


DIAMOND CALK 
HORSESHOE CO. 


4610 Grand Avenue 


Duluth, Minn. 
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FRANK E. WOLCOTT 


ELECT F. E. WOLCOTT 
CHAIRMAN OF BOARD 
SILEX COMPANY 


At a special meeting of the 


board of directors of The Silex , 


Co., Hartford, Conn.. held re- 
cently, Frank E. Wolcott was 
elected chairman of the board. 
and Louis S. Chick was elected 
president and general manager. 

Mr. Chick as been associated 
with Lever Bros. and Standard 
Brands, Inc. In 
tions Mr. Chick has had wide 
experience in marketing, pack- 
aging, distribu- 


these connec- 


promotion and 


tion of the products of these two 


corporations. 

Mr. Wolcott has been as- 
sociated with Silex for over 18 
years in various capacities, He 
started in the factory, worked 
in several departments of the 
company, became sales manager. 
vice president, and then _presi- 





LOUIS 8S. CHICK 


dent, from which position he has 
now resigned to accept the chair- 
manship of the board. 


LYON METAL PRODUCTS 
EXHIBITS HOME 

Lyon Metal Products, Inc., re- 
cently held open house at its 
main plant and general office in 
Aurora, IIl., and at Plant No. 
2 in Chicago Heights, II]. Open 
houses were held on two dif 
ferent days, one for the em- 
ployees, their families and friends 
and the other for the public. 
The latter was held when the 
plants were in full 
The events were tied-in with 
the company’s local institutional 
advertising designed to local 
citizens with the products offered 
by Lyon and the company’s op- 
eration. The 42-building plant in 
Aurora covers an area equal to 


operation. 





1444 square city blocks, 











W. HOMER KENNEDY, sales representative, who has 
been with the 80 year old wholesale hardware company, 
Harper & Reynolds, Los Angeles, for 60 years, was given a 
thousand dollar bill from E. G. Norberg, vice-president of the 
company, who directed the event and served as master of 
ceremonies. William B. Joyce, Jr., is president and has been 
with the company 30 years, S. T. Exley, executive vice-presi 
dent, 20 years, Ralph Judd is sales manager and Carl H 


Hobson is purchasing agent. 
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Salesmen and executives of 


Masback Inc., hardware whole- 


salers, New York City, held their annual outing recently at 


Schmidt's Farm, Westchester, 


N. Y. Guests enjoyed softball, 





swimming and tennis and were served a shore dinner during | 


the evening. 


MACKLEY HEADS N. Y. 
DIST. SALES OFFICE 
AMERICAN STEEL & WIRE 
Walter E. Mackley has been 
appointed manager of the New 
York district sales office of 
American Steel and Wire Co., 
Cleveland, United States Steel 
subsidiary, F. L. Nonnenmacher 
named 


has_ been manager of 


manufacturers’ products sales to 
Mackley, while 


Christopher — has 


succeed Mr. 
Harold 
promoted to the position of as 
sistant manager of that depart- 
ment. 

Mr. Mackley succeeds B. W. 
Bennett, who has 
assistant to the vice president of 
sales of the American Steel & 
Wire. In his new capacity, Mr. 
Bennett will continue to main- 
tain his office in New York, and 


been 


been 


will handle special assignments. 

The greater part of Mr. 
Mackley’s with the 
wire company has been centered 
in the New York office. 
He first started working for the 
company in 1912, as an office 
boy in the mailing department 
in New York. He _ progressed 
through a number of positions 


experience 


sales 


and following his return from 
military service in 1919, was 
made a salesman in the New 


York office. From January, 1940, 
to January, 1944, Mr. Mackley 
was manager of sales at the 
company’s Buffalo, N. Y., office. 
Since the latter date, he has 
been manager of manufacturers’ 
products sales in New York. 
Mr, Nonnenmacher also started 
in the New York office as a mail 
boy in 1918. He held a variety 
of positions there and in Buffalo, 
N. Y., before being appointed 
assistant manager, manufacturers’ 
products department in the New 
York sales office in January, 1944, 


Mr. Christopher has been with 


named | 





& Wire since 


American Steel 








1923, 
clerk in’ the 


when he _ started as a 
New York sales 
salesman in the manufacturers’ 


products sales department. 


U. S. DEPT. OF LABOR 
OFFERS BOOKLET ON 
INDUSTRIAL SAFETY 

“Butch Learned The Hard 

Way,” an illustrated pocket-size 
booklet on industrial safety is 
the first in a series of publica- 
tions relating to the President's 








Conference on Industrial Safety 
to be held in Washington, Sep- 
tember 27, 28, and 29. Designed 
for distribution to plant workers, 


office. Since 1945, he has been a | 





the pamphlet is amusingly pre- 


pared yet serious in stressing 
basic safety essentials such as 


the use of protective clothing, 
machine guards, prompt report- 
ing of defective equipment, 
eliminating horseplay on the job 
and obtaining first aid for even 
minor injuries. 

“Butch 
greatest asset, her 
William L. Connolly, Director of 
the Bureau of Labor Standards, 
wv. &. 


clared. 


represents America’s 


manpower,” 


Department of Labor de- 
“One like Butch 
is injured every 16 seconds of 
the day. One worker is killed 
or crippled every four minutes, 
Job industry 
labor more than 31% billion dol- 


wor ker 


injuries cost and 
lars last year, As nearly all such 
injuries are they 
a needless and tragic 


preventable, 
represent 


waste of resources.” 


METAL LATH STANDARD 
REMAINS UNCHANGED 


Simplified Practice Recom- 
mendation R3-44, Metal Lath 
(Expanded and Sheet) and 


Metal Plastering Accessories, has 
been reafirmed without change, 
according to an announcement 
of the Commodity Standards Di- 
vision of the National Bureau 
of Standards. This action 
taken by vote of the Standing 
Committee in charge of the rec- 


was 


ommendation, 


The 


recommendation 


edition of the 
issued in 


original 


was 











1924. The current edition which 
fourth revision, was ap- 
April, 1944, It covers 


is the 
proved in 


expanded and sheet lath and 
plastering accessories such as 


cold-roiled channels, concealed 
picture mold, metal casings, tie 


wire, 


hanger 


wire and 








“DEKE" JONES 

and his wife, Mrs. Edward D. 
Jones, 70 Strawberry Hill Ave., 
Adams Unit L E, Stamford, 
Conn., who have been confined 
to the Stamford Hospital as a 
result of an automobile 
dent on June 29, are on the 
road to recovery although they 
were in critical condition from 
injuries received. Mr. Jones has 
been a sales executive with the 
Yale & Towne Mig. Co., Stam- 
ford, Conn., for many years. 


acct- 





Devoe & Raynolds Co., 44th St. & First Ave., New York City 17, presented a color 
film, “Brushes Are Made For Painting” at the national convention of its brush division 
at the Knickerbocker Hotel, Chicago, recently. Spotlighting the fact that the paint business 
is essentially by a chemical industry, the film reviews changes in paint products and formula- 
tions in relation to brushes and brushing technique. George P. Gray, vice-president and 
general manager of the brush division stated that new developments going through the 
research and exploratory stage and later into actual use for field test are closely watched 
so when the products are available to the trade, the company can recommend brushes 
best suited for their application. Multiple copies of the film will be made available for use 
in sales training of the company's brush distributors’ organizations. New merchandising 
features including a number of brush displays and cabinets, newspaper mat service for 
dealers and special brush charts were presented by A. M. Mohrhusen, general merchan- 


dising manager. 
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OBITUARIES 








NEIL C. HURLEY 
Neil C. Hurley, 78, chairman 
of the board of the Independent 
Pneumatic Tool Co.. Chicago. 
died after suffering a heart at- 
tack recently in his home at 
suburban River Forest. He 
started his career as a_ postal 
clerk with the Railway Mail 
Service. In 1906 he founded the 
Hurley Machinery Co., makers of 

floor scraping machines. 


WILLIAM A. SCHAEFER 
William A. Schaefer, 54, 
treasurer of the Folsom Arms 
Co., Inc., 312 Broadway, New 
York City, died 
an illness of two weeks at Lex- 
ington Hospital. He 
treasurer of the company in 1947 
having worked for the firm for 
30 years, He was a past com- 
mander of the Glen Ridge Post 
of the Catholic War Veterans 
and a member of the Father 
Hauptman Council of the Cath- 
olic Benevolent Legion. Mr. 
Schaefer’s survivors include his 
widow, Mrs. Margaret Schaefer 
and four daughters. 


CHARLES F. WILKINS 

Charles F. Wilkins, 81, presi- 
dent and manager of the Wilkins- 
Leonard Hardware Co.. Youngs- 
town 3, Ohio died recently after 
suffering a stroke in Northside 
unit of Youngstown Hospital. 
Mr Wilkins started his 
ware career in 1886 with the 


hard- 


Morris Hardware Co. He then 
traveled on the road for a larger 
concern before establishing his 
own business, in 1900. He was 
active in various trade groups 
allied with his 
Youngstown Chamber of Com- 
merce, Kiwanis Club and the 
Odd Fellows. He was a member 


business, the 


of the Trinity Methodist Church, | 


JOHN SAWYER 
John Sawyer, 79, retired hard- 
ware dealer, Sayville, L. I. N. Y., 
died recently, For many 
he had conducted a hardware 
business in Washington. He re- 
tired 15 years ago. Mr. Sawyer 

is survived by two sons. 


years 


MAX HAUBENSTOCK 

Max Haubhenstock, 61, senior 
partner of S. Federbush & Co., 
hardware wholesalers, Paterson. 
N. J., died recently having suf- 
fered a heart attack in South 
bridge, Mass., while on a motor 
trip with his wife, He practiced 
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recently after | 


became | 


law in Brooklyn before engaging 
in the hardware 
Paterson. He was treasurer and 
a trustee of Temple Emanu-El 
of New York City and a past 
master of Fort Greene Masonic 
Lodge of Brooklyn, His survivors 
include — his three 


business in 


widow and 


sons, 


ALBERT H. SHUSTER 
Albert H. Shuster, 58, sales 
representative for Worth Hard- 


ware Co., Inc., 84 White St. 








SHUSTER 


ALBERT II, 


New York City, died at his home | 


in Maple Chase, N. J., after 
suffering a heart attack. He had 
been a salesman in the southern 
part of New Jersey since 194 
for Worth. Prior to that he was 
associated with Shields & Bros., 
Philadelphia and the James M. 
Vance Co., as a salesman in the 
same territory. His widow, Anna 
L.. Shuster and a son and daugh- 
ter survive. 


J. B. PIERCE 

J. B. Pierce, 78, an operator of 
Brodhead Hardware, and _ his 
wife Carrie of Brodhead, Wis., 
were killed recently when their 
car collided with a Chicago and 
Northwestern freight train at 
Haugen, Wis. Mr. and = Mrs, 


wee ks’ 


Pierce were on a_ two 
vacation at their cottage on Bear 
Lake, Haugen, Vir. Pierce had 
been in the hardware business 
more than 50 years, owning 
stores first at Monticello and 
later in Brodhead. When J. R. 
Ties, Mr. Pierce’s partner died, 
the Pierces’ son, Dwight, moved 
from Evansville in 1936 to be- 
come associated with his father. 
He was a past president of the 


Wisconsin Hardware Dealers’ 
Association and served as officer 
in other various hardware state 
Associations. Both Pierces were 
members of the Eastern Star 
| and Mr, Pierce was past master 
of the Brodhead lodge. He held 
membership in the  consistory 
and Shrine as well as_ the 
Knights of Pythias. He was a 
vice-president and director of the 
local Green County bank and a 
| director of the Hardware Mutual 
| Insurance Co., Stevens Point. 
Both Mr, & Mrs. Pierce had en- 
joyed outdoor life spending many 
summers at their n 
Bear Lake. 


cottage on 


WILLIAM P. BUTLER 

William P. Butler, with Wil- 
liam P. Butler & Son, hardware 
dealers, New Bedford, Mass., for 
over 56 years, died at his home 
recently after a prolonged ill- 
ness. Mr, Butler is survived by 
his widow Elizabeth. 





OSCAR NAU 
Oscar C. B. Nau, 67, operator 


of the Nau Hardware Co., 


! Corpus Christi, Tex., died re- 


cently in a Corpus Christi hos- 
pital. He had been in the hard- 
ware business in Corpus Christi 
since 1925, 


HOWARD F. SHAPARD 

Howard F. Shapard, 70, hard- 
ware salesman for Buhrman 
Pharr Hardware Co., for 25 
years, died in his home at Tex- 
arkana, Ark, recently. 


EMMETTE P. JOHNSON 

Emmette P. Johnson, 75, who 
was engaged in the hardware 
trade for more than 50 years, 
died July 19th at his home in 
Athens, Tenn, 


Cc. W. BURCH 
Charles W. 3 


Burch, 75, former 
sales representative for Hunter 
Bros., now Maloney, Inc., Silver 
Springs, Md., died recently. 
PATRICK A. RICHARDSON 

Patrick A. Richardson, 74, re- 
tired secretary-treasurer of the 
Moroney Hardware Co., died in 
Dallas, Tex., recently, 








AMERICAN BUSINESS AND 
EUROPEAN RECOVERY 
BOOKLET OFFERED 
Econonnc Cooperation Adminis- 
tration, offers a booklet, “Amer- 
ican Business & European Re- 
covery” which outlines the oper- 
ations of the ECA and the pur- 
chasing procedures of participat- 





| ing countries, 

Explaining the ECA is a fi- 
nancing agency and not a_pur- 
chasing agency, booklet points 
| out that the American business- 
man’s contacts should be with 
the foreign businessman, the 
foreign government and the ex- 
port license office of the U. S. 
Department of Commerce. 

, The booklet briefly outlines the 
buying methods of the various 


| participating countries and _ lists 
addresses of foreign purchasing 
missions and embassies, Another 

|ECA booklet, “Information For 
Americans Going Abroad” is 
available for tourists, explaining 
the operation of ECA partic- 
ularly for those who are planning 
to travel to Europe. 


INCORPORATE AMERICAN 
STANDARDS ASSN. 

The American Standards As- | 
sociation became the American 
Standards Association, Inc.. 70 
FE. 45th St.. New York City 17, 
recently through incorporation 
under the laws of the State of 
New York. 

Organized in 1918 as the 
American Engineering Standards 


Committee, a coordinating com- 


mittee for the standardization 
work of five of the country’s 
important technical societies, the 
scope and organizational setup 
were soon broadened to include 
associations and government 
agencies. This led to the exten- 
sion of the work into the field 
of safety standards. In 1928, an 
entire reorganization took place, 
changing the committee into an 
“American Standards 
tion,” the nation’s clearing house 
for standards and the U. S. 
medium for international con- 
standardization. The 


\ssocia- 


tacts on 
present change to an incorporated 
Association again recognizes the 
enlarged activities and 
sibilities of the 
Frederick R. Lack, vice presi- 
dent, Western Electric Co., is 
president of the incorporated as- 
sociation. Vice-Admiral G, F. 
Hussey, Jr., USN, 
secretary and 

head and Cyril 
technical director. 


respon 


organization. 


retired, is 
administrative 
Ainsworth is 


LOCKSMITH LEDGER 
ISSUES MASTER KEY 
SYSTEMS BOOK 

Locksmith Ledger, Ine.. 49 
Monticello Ave., Jersey City 4 
N,. a has published a book en 
titled “Master Key 
which is a complete manual o1 
the art of master key system 0 


Systems, 


ganization and maintenance. It 
starts with the elementary mast: 
key systems and follows throug! 
into the creation of complex at 
special 
priced at $2.50, 


systems. The book 
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An Economic Forecast 


(Continued from page 121) 


the upward movement of costs, 
wages, and prices will again be 
resumed. We move on from the 
inflation of World War II to the 
hyper-inflation of Rearmament II 
and its sub-stages. 

These new pressures will not 
appear in their full force for 
some months to come. The rate 
of expenditure will rise slowly 
while the necessary period of 
preparation for large-scale arma- 
ment production is being com- 
pleted against a background of 
full utilization of resources. ex- 
cept for length of the work week. 
That is the only major area of 
resources we have not tapped: we 
could extend the work week to 
8 hours, but we then get into 
penalty payments for overtime. 
Even modest outlays for rearma- 
ment can exert substantial price 
pressures. 

Easing of the food supply 
situation here and abroad may 
mean that the coming price in- 
creases will tend to raise the 
prices of manufactured goods to- 
ward the higher levels of food 
and farm prices. 


The Second Half? 


What about the second half of 
1948 now? Again I am going to 
give you the benefit of group 
thinking rather than my own. 
These estimates are from a group 
of about fifty economists and in- 
dustrial analysts, who were polled 
about a month ago. What is go- 
ing to happen to the index of 
industrial production in the clos- 
ing half of 1948? The index of 
industrial production is now at 
about 190. In the early fall of 
1948, the consensus is 193. By 
December of 1948, it is 195. This 
means a further increase in indus- 
trial production. 

I will also give you another 
set of figures which I think 
should be kept in mind. Those of 
you who are particularly tech- 
nically-minded know that the in- 
dex of industrial production re- 
sponded more than proportionally 
to any increase in armament that 
happened during the war, and 
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some of our economists believe 
that the impact of rearmament 
upon the Federal Reserve Board 
Index will kick it up consider- 
ably. Of the fifty economists, 
nineteen believed that the Index 
would be at 195 to 200 by Sep- 
tember, largely because of the 
peculiar character of the Federal 
Reserve Board Index, and twenty- 
one believed it would be above 
200, possibly around 205 by the 
end of the year. 

That is one element in the equa- 
tion, the productive element. The 
economic element in the equation 
is the price element. Production 
is going to rise, what is going to 
happen to prices? There we have 
two measures that are most com- 
monly used, the cost-of-living in- 
dex and the wholesale-price index. 

The group of fifty believes that 
the cost-of-living index by Sep- 
tember will be at 170, and by the 
end of the year at 172. But that 
wasn't at all the opinion of those 
who anticipate a sharp bulge in 
production. Sixteen of the fifty 
believe that the index will already 
be at 172 to 175 by September 
of 1948. And twenty-five believe 
that the index will be at 175 or 
above by the end of the year. 

Those are some of the inflation- 
ary forces which will be at work 
in the closing half of this year. 
Finally the index of wholesale 
prices which perhaps is of great- 
est interest to this group is cur- 
rently at about 162. There is no 
question in the mind of the group 
as to the trend of that index. 
The average of the fifty estimates 
was 165 by September, 168 by 
the year end. And again, there 
was a very large minority with 
differing views. By September. 
seventeen believe that the index 
will already be at 170, and by 
December eleven believe the index 
will be at 175 or higher. 

In conclusion, I think the fore- 
cast I, myself, would make for the 
closing half of 1948, has to be 
broken down into two parts; first 
a very sharp increase in the rate 
of business activity (what that 
means is that the short term busi- 


ness outlook will be highly fav- 





orable) and secondly, a deteriora- 
tion in our economic outlook. We 
are going to have the two operat- 
ing at one and the same time. 
The forces at work in the first 
half of 1948 lead me to the be. 
lief that it was possible for us to 
stabilize our prices and to move 
toward a post-war plateau with- 
out having to go through the 
wringer in the same way as in 
every past great war. All that I'd 
say with respect to the future is 
that we are now embarked on 
a new adventure with hyper- 
inflation. 


Swinging Display Board 
For Bolts 


A’ effective swinging display 


board for bolts and other 
hardware items is used by Avery’s, 
Knoxville, Iowa, hardware store. 
The display is attached to metal 
braces in a wide doorway leading 
from one section of the store to 
another, and each bolt and other 
item is numbered by a round pin. 
Customers can walk up to the 
board. pick out the size bolt they 
want and the salesman can get it 
immediately. It saves much time 
in explaining size of bolt wanted. 
and the salesman does not need 
to show various sizes. The board 
swings easily and has items dis- 
plaved on both sides. 





o 
Ty : 


Plenty of time is saved by this 
board. Items are on both sides. 
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ADVANCES 
Stainless steel products. Some radios. Some elec. heaters. Pig iron. Some 
Sterling silver flatware lines. Copper. Some copper, brass products. Some 
butts, hinges. One line of casters. One line of bits. Some chisels. Some trans- 
mission items. One line bonded abrasive wheels, stones. Some builders’ 
hardware. 


DECLINES 
One refrigerant chemical. One food liquefier and blender. 








Stainless steel products — 
Carneige-Illinois Steel Corp., subsidiary 
of United States Steel Corp., announced 
Aug. 6, new mill prices at which its 
stainless steel products within the range 
of sizes, grades, finishes and specifica- 
tions produced, may be purchased, 
effective Aug. 9, 1948. It is estimated 
that the average price increase will be 
approximately 914 per cent over prices 
which had been in effect since April, 
1946. Delivered prices reflecting actual 
transportation charges to destination 
will also be quoted to customers. Con- 
currently, revised extras for packing, 
size and quantity will be placed in 
effect, 

* a * 

Appliances, radios — A _par- 
tially revised list of distributor-dealer 
discounts and consumer prices, has 
been announced by Noblitt-Sparks In- 
dustries, Columbus, Ind. Slight upward 
revisions were made on four Arvin 
radios—models 152T, 153T, 160T and 
161T. Upward adjustments of approxi- 
mately 10 per cent were also made on 
Arvin fan-forced and radiant heaters 
and on the model 2200 automatic elec- 
tric irons. All changes were effective 
Aug. 23, 

* ba ae 

Sterling silver flatware—Some 
leading producers of sterling silver 
flatware announced Aug. 5, advances 
of from 8 to 10 per cent, on some 
patterns. At the same time some manu- 
facturers announced that their prices 
would remain unchanged, for the pres- 
ent, 

* *€ * 

Pig iron—Pig Iron prices have 
been increased $4 per ton by Pitts- 
burgh Coke & Chemical Co. Its new 
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figures, which became effective Aug. 
1, are, for basic, $46.00, and for malle- 
able and foundry pig, $46.50, per ton. 
Pittsburgh Coke & Chemical also had 
raised pig iron prices $3 per ton early 
in June. It says the new increases were 
made necessary by the continuing rise 
in costs, 
+ * * 

Copper—On August 3, copper 
prices were increased two cents per 
pound by leading producers quoted 
prices of 231% cents per pound, when 
they opened their books for orders for 
September delivery, The current rise is 
the first made by any large producer 
since March 4, 1947, when also the 





price was upped two cents, Companies 
now commenting, say that the present 
increase was necessary because of the 


prevailing higher wages, the upturn 
in freight rates, and sharp increases in 
the cost of materials and supplies. 

*  # 

Paper and paperboard—The 
leveling off in paper and paperboard 
demand since the first of the year, 
with supplies of most grades now meet- 
ing market needs, “marks the end of 
the struggle to solve production prob- 
lems of the industry,” according to 
the Commerce Department’s pulp and 
paper industry report for July. 

a a * 


Brass and copper products 
up—On August 3, Anaconda Wire & 
Cable Co. advanced its prices, to re- 
flect the higher copper figure, Also, on 
August 3, an increase in brass and 
copper products prices was made by 
American Brass Co, It raised copper 
products two cents per ponnd, and in- 
creased quotations on its brass prod- 
ucts, which contain copper, lead and 
zinc, Lead and zine mark-ups took 
place on July 28. American’s price of 
yellow brass sheet was raised 1.33 cents 
per pound, to 33.75 cents, and brass 
wire was increased a like amount, to 
34.04 cents, both prices f.o.b. destina- 








Wholesale Hardware Sales: 


Percent 
Change 
Number June 1948 vs. 
GEOGRAPHIC of 


June May June 


SALES REPORTED 


By Geographic Divisions, for June 1948 





SALES YEAR-TO-DATE” 
-rcent 


P 
Amount (Add 000) Change Six Six 


From Months Months 
6 Mos. 1948 1947 
1947 (Add 000) (Add 000) 


June May 
1947 1948 





DIVISION Firms 1947 1948 1948 

U. S. TOTAL 263 +15 + 4 $67,181 
New England - ee &F ,158 
Middle Atlantic .... 70 +12 +3 11,302 
East North Central 41 +5 —4 10,359 
West North Central 36 +20 +7 14,637 
South Atlantic 25 +24 +7 3,821 
East South Central 13 15 +7 3,215 
West South Central 24 23 9 10,067 
Mountain 12 +22 f A 2,630 
Pacific : 26 +9 2 9,992 


$58,653 $64,657 + 8 $411,277 $382,271 
1,081 1,081 7 9,404 8,817 
10,113 10,996 7 ’ 
9,897 10.753 + 5 68,605 65,197 
8 





Bureau of the Cenus 
*Includes 20 reports received too late to 
releases. 


Current Wholesale Trade 
incorporated in Census Bureau published 


>Includes reports received too late for inclusion in previous monthly totals. 
*Number does not apply in all cases to the year-to-date figures. 
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These Nozzles available in sets or 
singly. Plain and spouted cartridges. 


HEADQUARTERS FOR CAULKING EQUIPMENT 


VITAL Caulking Guns, special nozzles and cart- VITAL prices, discounts and quality are still un- 
beatable. VITAL offers courteous and prompt ser- 
vice and the know-how you'll appreciate. Order 
: h : : : your guns and nozzles from us now, and specify 
tures everything conceivable in caulking equip- VITAL made cartridges in ordering your caulk- 
ment except the caulking compound itself. ing compound from your regular source of supply. 


$s VITAL PRODUCTS MANUFACTURING CO. 


7500 QUINCY AVENUE e CLEVELAND 4, OHIO 
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ridges, continue to lead in production and sales 
since the beginning of caulking. VITAL manufac- 
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Sensational new 
“Plasti-klip 
now on Miller 
String O’Lites 


Safety-seal protection, a perfect-grip clip. Our 
supply of lites may be limited, but our supply 
of new ideas is not! *PATENT PENDING 


Jobbers: 


Request our 1948 
Xmas Catalog 








Send sketch of your store for 
Hellers free store plan. Ask for 
catalog 848 illustrating largest 
complete line of store fixtures. 


W. C. HELLER & CO. 


848 BRYANT STREET 
MONTPELIER, OHIO 


MILLER ee 


Just off the press, it shows 
glowing Snowman, Santa 
and many other proved 
sellers that fill out your 
line. 
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Wholesale Hardware Inventories 
By Geographic Divisions, for June 1948 


End of Month Inventories (Cost) 
Percent Stock-Sales Weeks’ Supply 
Num- Change Amount (add 000) Ratios” of Inventory 
ber June 1948 vs. on Hand* 
GEOGRAPHIC of June May June June May June June May June June 
DIVISION Firms 1947 1948 1948 1947 1948 1948 1947 1948 1948 1947 





209 203 216 


price of “Freon-22” fluorinated regrig- 
erant was announced by Kinetic Chem- 
cals, Inc. The price-cut, fourth in three 


years for this material, became effec 
tive with July 26 shipments. The reduc 
tion was a reflection of economies of 
greater production, made possible by 
the increased output and use of re- 
frigeration and air-conditioning equip 
ment, designed to use “Freon-22.” Fur- 


U. S. TOTAL 180 20 0 $105,851 $88,282 $105,506 12.3. 12.0 ‘ ta . “ae . . 
New England 10 8 —2 2,301 2,135 2,337 257 253 277 15.2 14.9 ther lowering of the price later may 
Middle Atlantic 44 419 —1 12,721 10,672 12,873 174 167 179 10.3 9.9 result, if the present trend continues, 
East No. Central 33 ‘+18 +1 18,557 15,775 18,287 205 182 194 12.1 10.8 ee od = gt eS 
West No. Central 27 +27 +1 27,878 22,003 27,620 207 196 220 12.2 11.6 toward wider a of thie refrigerant. 
Sonth Atlantic 20 +28 +2 5,989 4,693 5,886 194 197 194 11.5 11.6 
East So. Central 7 +15 —1 3,294 2,854 3,336 145 144 161 8.6 8.5 " = ae 
West So. Central 14 $22 +2 13,049 10,681 12,766 210 226 229 12.4 13.3 oe News of steel Shipments of 
Mountain 8 +41 —2 1,698 1,203 1,740 190 210 221 11.2 12.4 finished steel products in the first half 
Pacific 17 +11 —1 20,364 18,266 20,661 270 269 280 15.9 15.9 of this year exceeded any previous 


Bureau of the Cenus 


alncludes 18 reports received too late to be incorporated in Census Bureau published 


six-months period, according to the 
American Iron & Steel Institute. Despite 
the curtailment of furnace operations 


Current Wholesale Trade 


releases. 

—— sales ratios are obtained by dividing the stocks by the sales for an identical group during the coal miners’ strike in the 
Oo rms. > . a 

*Calculated by dividing end-of-month inventories at cost plus mark-up by sales during spring, deliveries were more than 


month and multiplying the quotient by the number of weeks in the month. Sales include 
direct shipments and consignment business. 


cost of sales from owned stocks. 


32,250,000 net tons, and exceeded the 
former record set in the last half of 
1947 by nearly 371,000 tons. The ship- 


Weeks supply are lower than if based on 





tion, Brass ingots were advanced 144 
cents in the preceding week. when Re- 
vere Copper & Brass raised its quota- 
tions on brass products an average of 
one cent per pound. General Cable 
Co. also has announced higher prices 
for its products. Its new figures include 
copper wire, raised to 29.925 cents per 
pound, weather-proof wire, to 30.35 
cents, and magnet wire, to 34.25 cents. 
* * * 
Hinges—From jobber sources 
are reported advances of about 14% 
on butts and hinges, at varying dates 
starting about July 26. 
28 


Casters—Bassick Co., made ad- 
vances of 10 to 15 percent on its line 
of casters, effective August 1. 

a * * 

Bits—Early in August one line 
of bits was advanced about 10 per cent, 
in sizes up to 10/16. 

* * ~ 

Chisels—Advances of approxi- 
mately 10 per cent were made earlier 
this month in one line of Swedish 
steel chisels, 

* * * 

Pulleys — Pulley and other 
transmission items were advanced about 
15 per cent early this month, 

* x * 

Abrasive wheels, stones — 
Bonded abrasive wheels and stones of 
one line advanced approximately 10 
per cent, earlier this month, 

* * * 

Builders’ hardware — Prices 
on a number of its builders’ hardware 
products were recently advanced by 
The Stanley Works, New Britain. Conn. 
Advances ranged from 10 to 14 per 
cent. ik * + 


Food blender—A price reduc- 
tion of about 744 per cent has been 
announced by the John Oster Mfg. Co.. 
Racine, Wis., on its Osterizer, a food 
liquefier and blender, The suggested 
retail selling price has been reduced 
$3.00 to $39.50. 
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ments also were more than a million 
Sales gains on building prod- tons larger than in the first six months 
te of last year. The war-time record, in 
the first half of 1944, was 31,766,000 


net tons. Steel operations for the week 


ucts—Substantial sales gains for 
first six months of 1948 were reported 
by three important makers of roofi 
and building pene For the 28 ended Aug. 7 were scheduled at 94.2 
weeks ended July 17, Flintkote Co. and 
subsidiaries reported sales of $42.840,- 
923 this year, against $37,787.893 a 
year ago. Ruberoid Co., for six months, 
reported sales this year of $29,461,909, 
as compared to $25,271,672 in the 1947 
period, Substantial gains were made 
in each month of the second quarter, 
and June totals were larger than any 
previous month in the company’s §his- 
tory. Certainteed Products Corp. and 
subsidiaries reported for this half-year 
a total of $25,792,301, compared with 
$23,538,028 a year earlier. 


per cent of ingot capacity, the Institute 
said. That compared with 92.1 per cent 
in the preceding week, and with 90.3 
per cent a month ago. The latest week's 
schedule was equivalent to the produc- 
tion of 1,697. 900 tons of ingots and 
castings, against 1,660,700 tons in the 
corresponding week of last year, Steel 
industry representatives have approved 
a voluntary allocations plan to chan- 
nel 1,200,000 tons of steel into arms 
production during the next twelve 
months, This program was drawn up 


which administers all industry vol- 
* * «* untary allocation plans authorized by 
the Taft anti-inflation law. The steel 
plan will provide 102,000 tons monthly 
until next February, when the Taft Act 


Refrigerant chemical lowered 
—A reduction of some 10 per cent in the 








Wholesale Hardware Collections 
on Accounts Receivable: 


By Geographic Divisions, for June 1948 





ACCOUNTS RECEIVABLE 


COLLECTION 


Percent PERCENTAGES" 
Change Amount (Add 000) 
GEOGRAPHIC oie” ind — o~ vs. 
te) une ay June June Ma une une Ma 
DIVISION Firms 1947 1948 1948 1947 1948 toe 1947 1948 
U. S. TOTAL 241 15 — 4 $68,048 $59.386 $70,635 91 96 88 
New England —_ 13 12 — 5 1,358 1,213 1,430 77 83 82 
Middle Atlantic 62 8 —4 11,626 10,724 12,101 93 92 89 
East North Central 39 +15 — 1 11,762 10,218 11,905 90 95 89 
West North Central 35 +22 —8 16,045 13,162 17,378 93 99 85 
South Atlantic 24 25 + 3 4,256 3,409 4,116 82 124 87 
East South Central 13 7 —5 3,367 3,147 3,534 91 95 90 
West South Centra 21 +20 +7 7,060 5,907 6,623 96 97 99 
Mountain _...... ‘ 9 +21 0 1,107 912 1,111 94 100 95 
Pacific . Sennen 25 +7 — 8 11,467 10,694 12,437 88 89 84 


Bureau of the Cenus Current Wholesale Trade 
"Includes 20 reports received too late to be incorporated in Census Bureau published 
releases. 

Collection percentages are obtained by dividing the collection by the accounts receivable 
for an identical group of firms. 








HARDWARE AGE, AUGUST 26, 1948 


by the Office of Industry Co-operation, 
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50-SHOT REPEATERS 


The Bobcat and Hawkeye are designed 
to help fulfill young dreams of action 
and adventure. Beautiful fine-line 
“‘engraving'’ and action-stirring names 
make a sales appeal combination 
youngsters can't resist. Pocket-size — 
both models are 4%” long. No. 5 
Bobcat has plastic grips, No. 4 Hawk- 
eye checked metal grips. Feeding 
mechanism features a 6-point star 
wheel geared to mesh perfectly with 
perforations in Kilgore No. 150 Roll 
Caps. Hammer hits dead center on 
every cap. Quick, easy loading . . 
smooth action . . . trigger pulls as easy 
as a pup wags his tail. Individually 
packed in 2-color boxes. 


WRITE FOR NAME OF NEAREST JOBBER 


PERFORATED 
ROLL CAPS 





and 
| rw Hawkeye is same 
y HA WKE YE 23 size as Bobcat — 
d has same mechanism. 
Grips are checked metal. 
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Saw Handles —— 
peqgain Aevacdlalle / 

gan 

Prompt delivery effected on any quantity PADCO saw han- 


dies in three qrades. 





Handles for hand saws compass saws and one-man cross- 
cuts. Of choice kiln dried beech these handles are de- 
signed to fit practically all standard make saws. Well 
made handles are finished with clear, semi-gloss lacquer. 





This scarce item is in great demand... 
write or wire for prices TODAY. 


PASCAGOULA 
DECOY COMPANY 


PASCAGOULA, MISSISSIPPI! 


Makers of PADCO Boat Oars, Canoe Paddles, Mitre Boxes, 
Small Boats 











MELL-ROSE 


BRITE-BORE 





Gun Brushes and Rods 


are 


Precision Made—Top Quality —The Best ! 


We don’t keep these facts hidden under 
a bushel either—you'll find them shin- 
ing brightly from the advertising pages 
of leading outdoor magazines for gun- 
owners everywhere to see! 
We believe in merchandising the Ex- 
CLUSIVE FEATURES of the BRITE-BORE 
line, such as this REVOLVER BRUSH, that 
has the correct diameter for bore and 
chamber cleaning and the short length 
to allow the brush to clear the bore. 
BRITE-BORE merchandising creates 
SALES for the DEALER—through na- 
tional advertising and point of purchase 
sales helps such as attractive packaging 
and counter displays. Are YOU enjoy- 
ing the PROFITS that BRITE-BORE 
offers? 

Write to us for descriptive catalogue of 

this fast-selling line. Address Dept. HA. 


THE MILL-ROSE COMPANY 


1985 East 59th Street — Cleveland 3, Ohio 
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Source: Office of Business Economics, U. S. Department of Commerce. 








is due to expire. If it is renewed, the 
same rate will continue for the full 
twelve months, 

+. x x 


Steel users turn to trucking 
—The Iron Age says steel buyers are 
turning “in droves” from rail use, to 
other forms of transportation. Pressure 
for truck shipments is particularly 
heavy in the mid-west. Fabricators fac- 
ing higher prices all along the line are 
finding this a fruitful field for cutting 
costs, The Iron Age added that, as al- 
locations of steel increase for civilian 
and military use, and are “siphoned off 
the top of an already tight supply,” 
the ordinary commercial steel buyer 
will have to “scratch just a little harder 
each month” for supplies 


* * * 


Ask cut in wheat plantings 
—On July 23, the Agriculture Depart- 
ment recommended that farmers plant 
71.5 million acres in wheat for 1949 
about 8 per cent less than this year’s 
acreage. With an average yield of 15 
bushels an acre, the latest 10-year aver- 
age, this would mean 1949 production 
was 1,241,751,00 bushels, The Depart 
ment was estimated that a harvest of 
1.1 billion bushels next year would be 
sufficient for domestic, export, and 
carry-over needs. Wheat acreage has 
increased sharply in recent years, in 
response to war and relief needs, Now, 
“if farmers are to make the best use of 
the country’s soil resources, a somewhat 
smaller acreage should be planted,” the 
Department thinks. “Moreover, a better 
balance between soil-conserving and 
soil-depleting crops will actually insure 
higher productivity over a long period 
of years.” Setting another farm goal, 
the Department recommended a_ beef- 
cattle breeding herd of 15.5 million 
cows next January first, This would 
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represent a reduction of about half a 
million head, from last January. 
* * * 


Prosperity in tobacco-land— 
The dreams of many a tobacco farmer 
in Georgia and Florida are this year 
coming true. Already nearly half the 
crop, over 50,440,000 pounds, has been 
sold for an average price of 52.05 cents 
a pound, the highest average since 
Georgia began keeping records 22 years 
ago. Banks in the area say mortgages 
are being paid off rapidly, and many a 
farme: has herded his wife and child- 
ren into the stores for a new “outfit.” 
The market opened July 22, and the 


prospects for a short crop —- around 
106,221,000 pounds—plus a heavy de- 
mand for cigarette and ciga type leaf, 
drove prices to an opening day record. 
as high as 67 cents for the best leaf 
that day. Lesser grades brought the 
average down to 53.20 cents, but that 
was 12 cents higher than the previous 
opening. Since then, prices have held 
quite firm. So far, little of the crop 
has gone under government loan at the 
support price of 43.9 cents per pound 
—3.9 cents over the 1947 rate. 
* - -* 


Rubber use rises in June— 
June was the first month this year in 
which total new rubber consumption 
in the U. S. was greater than in the 
corresponding 1947 month — “new” 
rubber including all types except re- 
claimed rubber. New rubber use in the 
United States for June, 95,010 tons, 
compared with only 85,109 tons a year 
ago, says the Department of Commerce. 
For the first six months, this year’s 
total was 547,778 tons, last year’s 
571,984 tons. June’s consumption com- 
prised 5,692 tons of natural rubber, and 
39,318 of synthetic. The month’s im 
ports of natural rubber exceeded con- 
sumption for the first period since 
March, and thus halted the downtrend 
in such supplies, 

ok * * 

Vacuum cleaners approach 
record—TIn July, the household vacuum 
cleaner industry sold its eight-millionth 
post-war standard-sized unit, reports 
C. G. Frantz, its association’s secretary. 
It thus matched in 214 years a record 
which it took from Dec., 1935 through 
1942—six years of full production and 
one of reduced reconversion output 
to achieve in the pre-war period. Sales 
in the first half of 1948 totaled 
1,810,452 units, compared to 1,829,004 











The Olympic wire and cordage meter, rotary table and wind-off reel and 
the collapsible reel for measuring and coiling wire, as used by Koltes & 
Stewart, Prairie du Sac, Wis., and shown on page 81 of the June 3, 1948, 
issue of HARDWARE AGE, is manufactured by A. D. Hewitt Co., 2718 Elliott 


Ave., Seattle 1, Wash. 
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in last year’s record first half, and to 
1,670,128 units in all of ‘1941, 


* * +. 


Washers and ironers—Factory 
sales of standard size household washers 
in June totaled 386,865 units, the in- 
dustry’s fourth highest month. June 
sales were 22.8 per cent ahead of the 
year-ago month, In the first six 1948 
months, 2,259,775 machines were sold, 
28.7 per cent over the 1947 comparison. 
Sales of ironers in the first six months 
totaled 270,569 units, a little ahead of 
a year ago, though June sales were off 
37 per cent from last year’s month. 

* * * 

Commodity prices—Price in- 
dexes of the Bureau of Labor Statistics 
for the week ended July showed a con- 
tinuing advancing trend in the whole- 
sale market level for all commodities, 
but relative changes are taking place 
in different classes of goods. Over the 
past year, the index for all commodities 
has advanced a little less than 12 per 
cent, but farm prices went up only 5.6 
per cent. Foods, which are partly 
manufactured products, were up a little 
over 12 per cent, while industrial prod- 
ucts rose 13.7 per cent. The sure pros- 
pect of large crops here and abroad has 
naturally checked the rise in farm prod- 
ucts, and should in a little time re- 
strain the rise in food prices, if not 
reduce them. Government agencies, 
however, are becoming more active in 
administering the price-support devices 
committed to them by law, The B. L. S. 
indexes do not as yet register the full 
effect of the recent price increases in 
coal, steel, copper, zinc and lead, to 
mention only the more important in- 
dustrial 


with higher figures. 
. £2 


materials now being marked 


Store sales up again The 
dollar value of the nation’s department 
store sales was up 7 per cent in the 
week ended July 31, over the corres 
ponding week last year, the Federal Re- 
serve Board reported. This rise com- 
pared to year-to-year gains of 8 per 
cent and 8 per cent for the two pre- 
ceding weeks, and with 7 per cent for 
this year to date. July sales as a whole 
remained at a high level. The Board's 
index of sales for the month was esti- 
mated at 312 per cent of the 1935-39 
average, compared with 287 per cent 
for July, 1947, and an average of 297 
per cent for the first half of 1948. 

* ¥* * 

Chain and mail-order show- 
ings—Sears Roebuck & Co. set further 
all-time highs in sales for July—$186,- 
792,996 as against $147,626,856 in 
July, 1947—and for the six months to 
date—$1,122,085,543, up 23 per cent 
over the 1947 comparison. Butler 
Brothers reported a July increase of 
31.3 per cent over the year-ago mark, 
and for the seven months, a gain of 
17.1 per cent. F, W. Woolworth Co., 
gained 11 per cent in July, and 8.2 per 
cent in the year to date. S. Kresge Co., 
were up over last year by 11.9 per cent 
and 7.7 per cent respectively, and 



























Induction 
heat-treat 


-.- for absolute uniformity, 


dependability, and long life 


Now, with Induction Heat-treating, GREENLEE 
brings a new, high degree of uniformity to 
Solid-Center Auger Bits. Under this new, 
most modern method of heat treatment, 
GREENLEE 22 Solid-Center Auger Bits take 
and hold perfect cutting edges for fast, clean 

| action, longer life, sure dependability. It's 
a great, new tool-making advancement 
you'll surely want to take advantage 
of for greater sales and profits. 
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STOCKED BY LEADING WHOLESALERS 


FAST SELLERS IN THE GREENLEE HIGH-QUALITY LINE 
Auger Bits e Expansive Bits ¢ Socket Butt Chisels e Socket Firmer Chisels e Car Bits e Razor Blade 
Draw Knives e Automatic Push Drills e Spiral Screw Drivers e Bit Extensions e Bell Hangers’ Drills e 
Turning Tools « For complete information on these and other fine GREENLEE Tools, write today to 
Greenlee Tool Co., Division of Greenlee Bros. & Co., 1898 Herbert Avenue, Rockford, Iillinols, U.S.A. 
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95% OF 
ALL CORD 
SET TROUBLES 
A BIG VOLUME, FAST MOVING 
LONG PROFIT SPECIALTY! 


Eliminates 95% of all cord set troubles. 
Wireless swivel plug keeps cord from 
heat of electric iron, eliminates cord 
chaffing, twisting — no broken wires, 
mo shocks, no inconvenience. Finest 
quality cord. Two smartly styled 
models, two price ranges. A proven 
seller. Women who see it will try 
it; women who try it will love it. 
FREE DISPLAY CARD 

Holds one WRIST ACTION 
set, and illustrates unique 
swivel action. See your job- 
ber or write direct for com- 
plete details and prices. 
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EMBURY MFG. CO., WARSAW, N. Y. 
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W. T. Grant Co., by 9.9 per cent 
and 4.1 per cent. 


* * * 


Independent wholesalers gain 
—June sales by independent whole- 
salers, not including agents, brokers, 
or manufacturers’ sales branches, rose 
4 per cent over May, and were sharply 
better than the year-ago comparison. 
Durable goods wholesalers, for example, 
sold $2,006 million in June, as against 
$1,699 million in June, 1947, The 
machinery and metals group made the 
best showing, with June sales of $543 
million, compared to $458 million a 
year ago. Inventories of these whole- 
salers at the end of June were a little 
(2 per cent) ahead of the end-of-May 
stocks, 
+ ca > 
July building at new high 
—The dollar value of new construction 
in July reached a new record of $1,724 
million, says the Commerce Depart- 
ment, July construction was 7 per cent 
higher than the June figure, and 36 
per cent above the mark for July last 
year. For the first seven months of 1948, 
the building total of 9.4 billion dollars 
was 26 per cent above the correspond- 
ing period of last year. High as this ac- 
tivity reached, the Department, making 
adjustments for cost increases, decided 
that actual 1948 building will be under 
the peak years of 1942, and 1925-28, On 
a seasonal basis, the Department de- 
cided very few construction categories 
showed a “significant rise” between 
June and July. Industrial building ac- 
tually declined, and more than half the 
net increase was due to the quickening 
pace on private non-residential build- 
ings, like 
churches, Private residential buildings 
in July, totaling $667 million, con- 
tinued to lead the field, and was $212 
million higher than in the like month 
of 1947, 


schools, hospitals and 


* * + 


June employment—A record 
high of 61.3 million persons were gain- 
fully employed in June, says the Census 
Bureau. Students entered the labor 
force, as schools closed, and there was 
an influx of housewives into farm em- 
ployment. The previous high record was 
in July of last year, Non-agricultural 
employment set a new record of 51.9 
million persons in June, while farm 
employment reached 9.4 million, slightly 
below June, 1947, 


* * * 


Corn yield may drop prices 
—The Bureau of Agricultural Econom- 
ics has suggested that corn prices could 
drop as much as 30 per cent between 
now and September. It said that in 
each year since 1926, when the supply 
of corn, relative to animal population, 
was substantially larger than in a pre- 
ceding year, corn prices have dropped 
much more than average, during the 
harvesting of a new crop. A 1948 corn 
supply of 3,450 million bushels, —in- 
cluding production and carry-over (the 
latter, 125 million bushels, smallest 





FASTEST SELLERS 
ON THE MARKET 


“TEDDY” WAX APPLICATORS 


Brand New Item 
A-8 — 6 x 2 Block 
The Lowest Priced Applicator 
with removable pad— 
Retails for 69¢ 
Packed 2 doz. to a 
carton—18 Ibs. 
Other Applicators 
N \ from 59¢ to $1.50 
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Order 
oS from Your 
Jobber or Write 


FRED V. FOWLER CO. 


137 Federal St. Boston 10, Mass. 




















Changes 


New products and new 
trade names are constantly 
added to the list- 
ings for the next Directory 
Number of HARDWARE 
AGE. 


being 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who Makes 
It” Editor. He'll be glad to 


Serve you, 


WwW 


HARDWARE AGE 


100 E. 42nd St., New York 17, N. Y. 
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HARD 


since 1937) is now indicated. This 
would be 29 per cent over last season’s 
supply, and probably about the same 
increase per animal unit. Says the 
B.A.E., “an increase in supply, of 
that size, has been associated in the 
past 20 years with a decline of more 








2 ose terme ene ngage cnane 


HERE’S 
THE SET-UP FOR 


tor than 30 per cent in corn prices from feat 
July to September, Based on favorable STEADY SALES 
prospects for 1948 feed grain crops 
a in July, the supply of feed concen- 
trates for 1948-49 is expected to be GOOD PROFITS TOO! 
— close to the high war-time average of ’ 
: 1942-46, and the largest ever, in rela- Displayed on your counter, these 
tion to the number of livestock to be psp see products sell themselves. 
fed. In view of the larger feed grain Nationally known . .. nationally _" 
: - moted . . . useful in every home, of- 
supplies, B.A.E. expects the amount fice, and shop — all year ‘round. 
of wheat and rye fed to animals, to be eeenenes Gute ni Seana 
aceite aaiiiMiai a k - ainless Stick Lubrican 
greatly ane Se _ i —10c seller—packaged 12 in attrac- 
der “— . tive, new design display box—each 
our Gas range sales—Unit ship- i stick in cellophane pouch with folder : 
ite ments of domestic gas ranges in May, illustrating many uses. Also large size Display Card holds 1 or 2 
1948, increased 29.0 per cent over the 39c seller. 4-02. cans of Dripless Oil 
4 come month & 1947, soneeting 0 re- AMERICAN Dripless Oil — This top 
ports from companies representing 70 














per cent of the industry. For the first 
five months of 1948, unit shipments 
were 24.3 per cent greater than during 
the same period last year. Unit ship- 
ments of gas ranges for use with 
Liquefied Petroleum gas in the first 
five months of this year were 28.2 per 
cent higher than a year earlier and 
constituted approximately 26 per cent 
of the total shipments. During the 12 
months ending May 31, 1948, reporting 
companies shipped 1,819,280 domestic 
gas ranges with a total manufacturers’ 
value of $174,029,000. 


* * * 





quality lubricating, rust-proofing oil 
“Runs In — Will Not Run Out”— 
comes in unique “Drop or Stream” 
4-oz. Oiler—sells for 25c. Eye-catch- 
ing 3-color display with each 2-dozen 
dealer carton. 


Order from your jobber. 


AMERICAN GREASE STICK CO. 
MUSKEGON, MICHIGAN 





New No. B-12 Counter Display 
Box holds 1 doz. Sticks 



































































Reference Work on 
Wallpaper Booklet 
i Devoe & Raynolds Co., Inc., 44th St. o Re Oo F i T T a A M 
y & First Ave., New York City 17, .has 
issued a book—‘Reference Work on IN POWER DRILLS i 
E Wallpaper, Its History, Manufacture & 
Uses”. The 15 by 18 in. book is a Got EXTRA SALES with 
: ‘ bas CUMMINS 12 and '/, inch drills 
replica of the company’s first edition, a 
“Wallpaper, What It is & How To Use The Cummins Profit Team of Elec- 
te 4 tric Drills has absolutely everything 
rt a with bound board covers that carry that gets more sales . . . and profits MODEL 200 
f = title in gold stamping on bevongen for you. Cummins Drills are packed | JACOBS GEARED CHUCK 
yuckram. Suggested to retail for $15, it with selling features. 
e contains information on hanging meth- BIGGEST DOLLAR VALUE — The Cum- 
ods for each of the different types of mins Drill looks, feels, acts and does 
paper sampled and described. Instruc- the job like drills costing many dol- 
S tions on estimating the quantity of lars more. 
paper required, and suggestions on MODERN DESIGN — Incorporates all — > 
0 choosing the proper paper for a par- the features most wanted by men 4 ust Parcs 
ticular job are also given; with notes who know and use fine drills. CUMMINS %” DRILL-MOQEL 130 $2095 
on protective coatings, cleaners, com- PERPETUAL GUARANTEE — Assures a EQUIPPED WITH JACOBS GEARED CHUCK 
parative labor charges for various types lifetime of satisfactory performance Mode! 110 Equipped with Jacobs 
of papers; novel uses for wallpaper; to every Cummins Drill owner. Hex Key Chuck — List Price $18.95 FY j 
and paperhangers’ tools and accessories. For complete information about the | Model 120—Equipped with Keyless (3 
For further information write the com- entire Cummins Profit Line, mail Chuck — List Price $17.95 1987 | 
pany—787 First Ave., New York City 17, coupon TODAY. , . 
Metal Indust SN MANUFACTURING | 
7 = . va 7 ry iced oo Sew ‘CUMMINS PORTABLE TOOLS wae : 
-ontinental . ee Seay Sm DRILL STAND ;Div. of Cummins Business Machines Corp. 
Inc., 345 Madison Ave., New York Converts any Cum- 14764 Ravenswood Avenue, Chicago 40, Illinois, U. 5. A.} 
City, has prepared a booklet entitled, mins 14 inch drill ' me . : ! 
E “Metal for Industry” which gives the iato handy drill Plone send me additional details on: 
history of each of the company’s di- press. Drills to cen- (1)Cummins 1” Drill CO Cummins 4” Drill CDrill Stands 
» Ue visions. Brochure is a simple and clear ter of 7/2 inch cir- betes $ 
outline of the organization and opera- cle. Max. base: to : : 
, : chuck 74”. iC y H 
tion of the entire company. Includes ; P ' 
a map of the United States with the | Address. ' 
sales offices and representatives of each LIST PRICE $11.45 ' City ———— ’ 
division and their addresses, : , 
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T. B. SHANNON, 
who started in the hard- 
ware business 58 years 
ago, in Blaine, Wash., is 
still going strong at the 
age of 77 as senior part- 
ner in the hardware firm 
of Shannon & Shannon, at 
Iola, Kan. The Kansas 
store last year marked its 
50th anniversary. Mr. 
Shannon’s younger son. 
David, has been a partner 
with him since 1931. His 
older son, Arthur B. 
Shannon, operates his 
own hardware store at 
Yates Center, Kan. Mr. Shannon is the only Iola 
merchant who has been continuously in business 
since 1897. Mr. Shannon’s father, G. W. Shannon, 
had been in the hardware business in Fredonia, 
Kan., in 1878 before the railroad had gone through. 
Until her death, last year, his wife operated a large 
china and glass department which she started about 
15 years ago. Two daughters hold important posi- 
tions with the Presbyterian Board of Foreign Mis- 
sions. A senior elder of his church, Mr. Shannon 
was for many years treasurer of the Iola Y.M.C.A. 





T. B. SHANNON 
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and a member of the board of education. He served 
as president of the Western Retail Implement & 
Hardware association in 1930. His hobbies are tak- 
ing pictures and playing with his grandchildren. 


GEORGE H. WALKER, 
general manager of the 
Clossman Hardware Co., 
Zanesville, Ohio, is cele- 
brating his golden an- 
niversary as a member 
of the company which he 
joined as a lad of 19, 
in May, 1898. He started 
as an office boy and 
worked up through vari- 
ous positions, to top 
rank. In 1931 Mr. Walker 


and three others bought 





the business from its pre- 
vious owner. QOne_ son, 
Herbert, is salesman with 
the firm. Mr. Walker is active in his church, and is 
a member of the Free and Accepted Masons, Royal 
Arch Masons, Royal Select Masters and Knights 
Templar. 


GEORGE H. WALKER 


SAMUEL V. ARM- 
STRONG, who retired 
from the Stanley Works 
on his 80th birthday, in 
1943, after 63 years in 
the hardware trade, is en- 
joying well-earned leisure 
at his home at 750 Oak- 
land Ave., Oakland, Cal. 
Mr. Armstrong will be 86 
on Oct. 18. A native of 
Tennessee, of Scotch-Irish 
descent, Mr. Armstrong 
began his apprenticeship 
with C. M. McClung & 
Co., Knoxville, Tenn., in 


188 


880 as a salesman. After 





S. V. ARMSTRONG 


six years he joined the sales force of Sargent & Co.. 
and during the 80’s and 90° travelled what was then 
known as the 11 western states. At the beginning of 
the century he moved to San Francisco and opened 
his own hardware store which he ran until 1903 
when he joined the Stanley Rule & Level Co. For a 
while he lived in New Britain, Conn., where he was 
instrumental in the development of some new tools. 
one of which was a mitre box. For a number of 
years he carried with him a sample which won him 
the nickname “Mitre Box.” In 1920 he was ap- 
pointed manager of the San Francisco office and 
filled this position until his retirement. Mr. Arm- 
strong is a Kiwanian, and his hobbies are club 
activities, reading and gardening. 
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Finds Advertising Value 
in Street Level Signs 


HEN the prospect walks 

down the street he invari- 
ably will look at signs. For this 
reason, attractive signs help to 
bring customers into stores. 

Operating on this belief, Rob- 
inson Hardware, Inc., Atlantic, 
Iowa, has placed a number of 
identifying signs almost at street 
level outside its store, and against 
the building. which cry for the 
attention of the prospect. These 
signs help to bring in business, 
says Rodney Jensen, secretary- 
treasurer. 

These signs read . “Hard- 
ware ... Home Appliances . . . 
Floor Covering . . . Stoves.” This 
copy is painted on black plywood 
signs in white lettering. The signs 
fit against recessed parts of the 
store front and can be removed 
from time to time for repainting, 
changing of messages and the like. 

By using these signs, the Rob- 
inson Hardware employs for ad- 
vertising purposes space which 
ordinarily would have little ad- 
vertising value. The messages are 
carried enough so that the passer- 
by gets a good idea of the variety 
of goods sold in the store and 
how he can be served. ; 


Alchemist Discovered 
Luminescence 


HE phenomenon of lumines- 

cence is believed to have been 
discovered by an Italian boot- 
maker, Vincencio Casciarola, who 
lived in Bologna in the late six- 
teenth century. Casciarola, like 
others of his time, practiced al- 
chmy, trying to convert heavy 
minerals into gold. 

One day, about 1600, so the 
story goes, while on a_ stroll 
Casciarola picked up a_ heavy 
stone, now believed to be the 
mineral known as barytes, which 
he took back to his shop for his 
experiments. After attempting un- 
successfully to change it into 
gold by heating it, he tossed it 
aside. Lo and behold, when he 
blew out his candle that night, the 
fired rock glowed eerily in the 
dark. 


The stone had been given lumi- 
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ONLY 


American NON-SAG 


G rilles 


Lift saccine, BINDING SCREEN DOORS! 


WHOLESALERS — RETAILERS 


TERRITORIES OPEN 
New Profits! 














Prissy 


IMPORTANT: THIS ADJUSTABLE NON-SAG 
IS AN* EXCLUSIVE PATENT OF 
AMERICAN GRILLES. NO CTHER SCREEN 
DOOR GRILLE IN THE UNITED STSATES CF- 
FERS THIS ADVANTAGE, 


TWO ADDITIONAL MODELS ALSO SUPPLIED. 


FEATURE 








PRICES ARE LOW 


american 
2434 S. Harwood 


Mass Production for High-Volume Sales. 


Manufactured for 16 years. 


ZACT TODAY; 


™ . PLLA EI PLL 
Wire or write for folder and prices. Please state territory you serve. 


Geille AND Screen Works 


Dept. A 


Dallas, Texas 

















Kitchen Scale with easy- 
to-read airplane 
type dial. 


Now available for the hardware 
and house furnishing trade. 
This favorite household scale is 
designed for the modern kit- 
chen. Finely finished in white 
enamel, black trimmed, silver 
and white dial, with large easy- 
to-read numerals and ounce 
graduations. The Silver Clipper 
is very attractive when included 
as part of a streamlined kitchen 
set-up or displayed alone. 


No. 1371 
Capacity 25 lbs. by ounces. 

Glass covered dial, stainless steel bezel. 
Platform 51/2” square. Packed one to a cor- 
rugated carton. Weight packed 5 Ibs, Case 
of eight 40 Ibs. $h75 






ee 





Onder from Your Gobbler 


HANSON SCALE CO. s25 north Ada Stree’, Chicago 22; Iino 


ESTABLISHED 1888 
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The builders’ 
hardware with a 
National reputation! 


N the farm, in the home, the office’ 


and the factory you will find 
National hardware on the job—and 
serving well too. 
Years of manufacturing experience is 
back of the many fine products em- 
braced in the complete National line. 


The trend of styles and requirements of 
buildings of today and tomorrow have 
served as a guide to our skilled de- 
signers in developing the most modern 
ideas in mechanical actions. Simplicity, 
anti-friction and trouble-free depend- 
ability are but a few of the built-in fea- 
tures of National hardware. 


Your trade will appreciate the attrac- 
tive protective finishes on the hardware 
and the care used in their packaging. 


NATIONAL 
MANUFACTURING CO. 
ah STERLING _# ILLINOIS 











The Best Are 
BETTER BRAND 


mouse and rat 
TRAPS 









¢ METAL OR WOOD TRIGGER 
¢ FOUR-WAY ACTION 
e OIL TEMPERED SPRINGS 


McGILL METAL PRODUCTS CO. 


Marengo, Illinois 
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nescent properties, along the lines 
now used to produce commercial 
luminescent materials syntheti- 
cally. It absorbed light during 
daytime hours, and when the 
startled bootmaker saw it, the 
stone was remitting some of this 
energy as an eerie glow. 

It is only during comparatively 
recent times that this phenomeon 
has been exploited. Now lumines- 
cent paints, plastics and other 
materials that flow are available 
as decorative treatments to 
brighten darkened interiors and 
as safety markers to make dark- 
ness less hazardous to move 
around in. 





Coming Conventions 
And Events 


Corrected Each Issue According 
To Latest Data 


American Hardware Manufac- 
turers’ Assn., 95th semi-annual con- 
vention to be held jointly with the 54th 
annual convention of the National 
Wholesale Hardware Assn., Oct. 18-21, 
1948, at the Marlborough - Blenheim 
Hotel, Atlantic City, N. J. Charles F. 
Rockwell is secretary of the manufac- 
turers’ association with headquarters at 
342 Madison Ave., New York City 17, 
Thomas A. Fernley, Jr. is executive 
secretary of the wholesalers’ group with 
headquarters at 505 Arch St., Phila- 
delphia, Pa. 


American Hardware Supply Co. 
annual meeting and exhibit, Jan. 24-26, 
1949 at company headquarters, 41-43 
Terminal Way, South Side, Pittsburgh 
19, Pa. Annual banquet will be held 
Wednesday night, Jan. 26 at the Wil- 
liam Penn Hotel. 


Hardware Golf Association, 22nd 
annual tournament, Sept. 9-11, 1948, at 
the French Lick Springs Hotel, French 
Lick, Ind. Dietz Lusk, c/o Henry 
Disston & Sons, Inc., 621 E. 70th 
Terrace, Kansas City, Mo., secretary- 
treasurer, 


Housewares and Appliance Show, 
Jan. 13-20, 1949, at the Navy Pier, 
Chicago, Ill. Sponsored by the National 
Houseware Manufacturers’ Assn., 1402 


Merchandise Mart, 222 No. Bank Drive, 








There’s only ONE 
READY PATCH 


MORE AND more dealers are 
finding READY PATCH the logical 
answer to the demand for a ready- 
mixed, easy-to-use patching com- 
position in paste form. 


If you sell patching plasters you 
understand the popularity and 
need for this distinctive product. 


Manufactured by 


M & H LABORATORIES 
2703 ARCHER AVENUE 
CHICAGO 8, ILL. 























NEATER IN APPEARANCE 


EASIER TO HANDLE 
SUPERIOR IN SERVICE 





U. S. POULTRY NETTING 


STRAITLOK — HEXLOK 
yt 


in | 








INDIANA 


STECL & WIRE Co. 


MUNCIE , INDIANA 
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SELL THE 


Electro-Line Fence Controllers —“First Choice” for Eye 
Appeal — Customer Satisfaction — Dependability and 
Economy. The complete line—Electro-Line—A controller 
for every purpose. Order From Your Local Jobber 





Ee aes 






a 





vo 
“FIRST CHOICE’... IT’S ELECTRO- LINE 


ELECTRIC 


FENCE CONTROLLERS 
ELECTRO-LINE PRODUCTS CORP. 


120 North Broadway 
Milwaukee, Wisconsin 


— 

















PRO-TEX-MOR 











PATENTED 


SCREEN DOOR COVER 


turns ANY door into a 


STORM DOOR 


Specially treated, water- 








=| 


. — | 








proofed, kraft paper, 
36x84 inches to fit any 
screen door. Transpar- 














ent, plastic window 
19x9 inches. Tacks and 
moulding included. Dis- 
penser-display carton 








For CARPENTERS, MASONS and 
OTHER PARTICULAR ARTISANS 








holds 25 packages. 





. Over 50% of your customers 
ore prospects for PRO-TEX- 
MOR screen door covers. 


ROYAL ALUMINUM LEVELS are 
attractive and designed to 
combine strength with con- 
venience in handling. Preci- 
sion manufacturing and close 
they're backed by national inspection assures accuracy 
| advertising. Order now quality. Available in sizes 
up to 48 inches. 











They’re priced to sell and 





SUL LL 





Hundreds of thou- 
sands of these have 
been sold at $1.00 


CENTRAL STATES PAPER & BAG CO. 


5221 Natural Bridge St. Lovis 15, Mo. 


| from your jobber or write us. 


eh @-\ Ra oy.¥.¢ 


P.O. BOX NO. 248 








EASELOK EASELS 
WITH ROUNDHEAD 
SCREW NAILS 


MODEL 321 
(Illustrated) 


$7.99 





1150 BROADWAY 
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word for “curtain stretcher’’ 


Tops in value—made of fine quality lumber, with heavy steel zinc-plated 
hardware attached—no loose pieces to handle. Special design makes it 
easy to set up or take down—its many features mean satisfaction, sales 
and profits. Write for descriptive literature and discounts. 


HOUSEWARE SALES CORPORATION 
NEW YORK 1, N. Y 


Precision manufactured from only the finest materials obtain- 
able, ROYAL LEVELS are quality tools for fine craftsmen. 
They are carefully tested to give years of accurate performance. 


MAHOGANY and OTHER WOODS 
e Manufactured from only the 
finest kiln dried woods and 
finished in clear lacquer. 
Available in all standard 
lengths with choice of 
aluminum end tips or full 
aluminum bound. 


Order from Your Jobber or Write — 


INDUSTRIES 


ROYAL OAK, MICH. 







MODEL 


322 $5.99 
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FOR BEST SERVICE ON 
THESE STEADY SELLERS 


e Our policy is to give prompt 
service on superior products and 
a fair price through recognized 
jobbers. Below are some of the 
items in our line, all available 
now through your jobber. 


Wrought Nut 
EYE BOLTS 
Bright Zinc Plated 


TURNBUCKLES— 
“Alumaloy” Bodies 
-Steel Hooks and 


Eyes 
QO 
c "ALUMALOY” 


SCREEN DOOR 
BRACES 


ALWAYS DEPEND ON 


Shurnbuckles 


Turnbuckles, Inc 


BOX 227 MICHIGAN CITY, INDIANA 
FACTORY: GRAND BEACH, MICHIGAN 


CHROME PLATED 


WOOD SCREWS IN THE 
RE-FILL BOX 


% 8 sizes round head 
% 8 sizes oval head 
% Individually marked 


compartments 


Write for complete information on 
Sharon's 56 assortments. 


Newest of 
56 Sharon 
Assortments 


SHARON BOLT & SCREW CO. 


202 PURCHASE ST, BOSTON, MASS. 
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Chicago 54. A. W. Buddenberg is execu- 
tive secretary. 


Mill Supply Regional Meetings, 
sponsored by the American Supply and 
Machinery Manufacturers’ Assn., Inc., 
1108 Clark Bldg., Pittsburgh, Pa., as 
follows: October, 1948, Westchester- 
Biltmore Country Club, Rye, New 
York: Week of Nov. 15, 1948, Chicago, 
Ill.; January 13, 1949, Edgewater Gulf 
Hotel, Biloxi, Miss. 


National Hardware Show, Oct. 
12-16, 1948 at Grand Central Palace, 
New York City, Frank M. Yeager, 
managing director, National Hardware 
Show, Inc., 231 Madison Ave., N. Y. 


National Wholesale Hardware 
Assn., 54th annual convention to be 
held jointly with the 95th semi-annual 
convention of the American Hardware 
Manufacturers’ Assn., Oct. 18-21, 1948 
at the Marlborough-Blenheim Hotel, | 
Atlantic City, N. J. Thomas A, Fenley, | 


Jr., is executive secretary of the whole- 





salers’ association with headquarters at | 
505 Arch St., Philadelphia, Pa. Charles | 
F. Rockwell is secretary of the manu- | 
facturers’ group with headquarters at | 


342 Madison Ave., New York City 17. | 


New York State Retail Hardware 
Association, annual convention and ex- 
hibit, Feb. 15-17, 1949 at Buffalo, N. Y. 
N. H. Kiley, 508 Hills Building, Syra- 


cuse, N. Y., secretary, & 


| 

Texas Hardware and Implement 
Assn., annual convention and_ exhibit, 
Feb. 7-9, 1949 at Dallas, Texas. Facili- 
ties of the Baker and Adolphus Hotel 
will be used. Ray M. Souder, 814-15 
Texas Bank Bldg.. Dallas, secretary- 


manager, 


Embosograf Signs 


Embosograf Corp. of America. 38 W. 
21st St., New York City 10, offers a 
machine which makes window and 
counter cards immediately. Available 
in three models, small desk model, 
medium bench model, and large ped- 
estal model, Medium bench model is 
equipped with all accessories, paper 
cutter, 3 fonts of type and 2 fonts of 
numerals, which you select, can be 
placed in the dealer's store for a nom- 
inal monthly rental. Will make big or 
little cards, announcements, _ price 
tickets, ete. Can make any size and in 
any colors desired. No inks or paints 
used. Twenty one colors of lettering 
and 23 background colors available. 
Letters are distinctively embossed on 
color cardboard backgrounds up to 4 
in. high. Maple Embosograf frames are 
also available. Offered also are metal 
display fixtures with a krinkle sprayed 
lacquer finish in silver, gold or bronze, 





choice of flat or pyramid base, 





SHELBY —vEPENDABLE HARDWARE 


Put Shelby 
Casement Window 
Adjusters to Work 

for YOU 





The new Shelby Casement Window 
Adjusters, operated by crank, will 
work smoothly and efficiently for your 
customers—will also work for you in 
increasing sales. 


These improved design adjusters 
Series 21 00 1 operate from the in- 
side without removing screens on 
either right or left hand windows. You 
can get them in a variety of finishes. 


Your Jobber has them — Order 


Shelby's Hardware of the Month 
Now! 





STOTT eT eee eee 


SPRING HINGE CO. 


SHELBY, OHIO 








iner builders 
hardware 


SLIDING DOOR PULL 


Fully enclosed case 


r 












Die cast Zamack 
%” flush face fits narrow 
or wide doors 


FLOOR STOP 


No. 10 two inch screw 
insures rigid fastening 
to floor 

White rubber bumper 


BASE STOP 

Full 3” projection 
White rubber bumper 
Well styled and finished 


WRITE FOR FOLDER 
COVERING COMPLETE LINE 





PACIFIC BRASS & HARDWARE 


MANUFACTURING CO. 


1126 Chico Ave., El Monte, Calif 


Warehouses in New York, Boston, Chicago 
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SEA UNILINE Touch-Up 


‘ My 








yA! 


AAT AVI ATA 


464 WEST 34th STREET. NEW YORK |. NEW YORK 


rf 


















sTRonG Foe 
HEAVIEST 
PRURING 






@ WINDOW BRUSH 
and SQUEEGEE Sem 

our Smit 
rhere’s a Minute Mop fast-seller to y house- 


speed every 
hold cleaning job. Women want ind BUY the popular 
Minute Dish Mop, Soap Bank, Bath Tub Brush, Win- PRUNER #419 
dow Brush and Squeegee. Toi-La-Kleen, and th long 
famous standard size Minute Mop and Drainer, and 


















ar Coast to coast advertising during the busy 
also the new Jumbo Minute Mop for large floor areas season is creating a steady demand for this 
All made of Du-Pont Cellulose Sponge. Write or phone new streamlined pruner. If your jobber 
your jobber today doesn’t have it in stock, he can get it 


MINUTE MOP (0 ic Be ac er. Bt promptly. 






SEYMOUR SMITH & SON, INC. © 900A Main Street, Oakville, Conn. 


Youcjlolttl ttt to Lt t tetetrarareaneeeaeaanaaave 
wleahecnacag for Tedious Jobs 


MANUFACTURERS’ AGENTS! in tight places! 


The K-D 10K Pliers Kit , 
The right tools for small work in 


e CHICAGO 1/6 ILL. 




















\y 


MOON 








vilssieniisidont hard-to-get-at-places. Tempered 
steel, cadmium — — 
i iti ked in fabric roll. Four types: 
Nineteenth Edition : No. 6 Standard a pe Bagi sencmiannatialie 
% No. 7 Parrot Nose, slip joint; No. ri — 
of the 2 8 Needle Nose; No. 9 Flat Nose. of the complete 


‘ % Each 4\/," long. Ideal for auto , 
HARDWARE AGE decane, cacvicos foctry THEYRE KD) TOOLS 
Vv E R I | t D L ! % T : K-D Mfg. Co., Lancaster, Pa., Hamilton, Ont. 3 


if you handle hardware and kindred products 








and your operations are predominantly in the 


HARDWARE FIELD 


There is no charge or other obligation 





for this listing service 


SEND FOR LISTING BLANK 





STYLED FOR BEAUTY * GUARANTEED FOR SERVICE 


HARDWARE AGE Distributed exclusively through your jobber 


100 East 42nd St. e New York 17, N. Y. Made exclusively for 
AMERICAN IMPORT CO., San Francisco, California 
















































Pi PE BINDER TWINE 


BALER TWIWE 


i es PLYMOUTH iin 


ge Ee e , ) ao 
: ford. ad f- POMMASI 
c 


, 2 ? > R , 
THE ROPE YOU CAN TRUST BECAUSE IT 1S Maluniaa aan YOUR JOB PLYMOUTH, MASS. 
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Classified Aduertising Rates 














Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words..... «+ $5.00 
Each additional word........ - 10 


Positions Wanted 


Allow Seven Words for Keyed Address 
or Your Address 











- *BOXED DISPLAY RATES 
$8.00 Per Column Inch 











Cuts or special borders not allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more insertions 

No Agency Commission allowed on Classified 
Advertising. 
REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 
postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
previous to date of publication, 


Address your correspondence and replies to 
HARDWARE AGE 
Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 

















[ Help Wanted ——s«d 


[Sales Representatives Wanted | 





BUILDERS HARDWARE MAN WANTED. 
We want a man capable of making up schedules 
fer all types of buildings; selling, detailing and 
servicing jobs; and assisting contractors and archi- 
tects with specification work. Old established con 
cern in large Southeastern City suilders hardware 
department well organized and handling one of 
“big 4”’ lines. Good opportunity for sober, aggres- 
sive man. Give age, experience, and salary ex- 
pected. Replies treated confidentially. Address 
Box M-419, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y. 





Sales iwes Wanted 


ROPE SALESMEN, MANILA ROPE — 
SISAL ROPE, Long established trade necessary, 
sideline. Write fully giving references. Address 
Box M-431, care of Harvware Acs, 100 East 
42nd St., New York 17, N. ¥. 


PLUMBING SPECIALTY FIRM IN NEW 
YORK CITY has Various Territories Open for 
Representatives to sell to Hardware and Plumb- 
ing Supply Jobbers. Akron Supply Co., Inc., 
315-317 Stanton Street, New York 2, N. Y. 





EXPERIENCED FULL TIME OR _ SIDE- 
LINE SALESMEN to handle high-quality na- 
tionally advertised Wooden Pearl Toilet Set and 
Matching Bath Stool. Also fast selling Allied 
Hardware Items. Now calling on Major Retailers, 
Dept. Stores, Jobbers. Territories Maine to Flor- 
ida. Commission. Address Box M-454, care of 
Harpware AGE, 100 East 42nd St., New York 
A i 








SALESMEN WANTED 
To Sell National Line 


One for Ohio; one for New York State 
(except New York City); one for States 
of Missouri, Kansas, Nebraska, lowa and 
Illinois (except Chicago). 


Only experienced men who know hardware 
and department store trade apply. Ad- 
dress Box M-440, care of Hardware Age, 
100 East 42nd St., New York 17, N. Y. 











SIDE LINE SALESMEN TO CALL’ ON 
Appliance, Hardware and Housefurnishing Stores, 
10% commission, good repeater. Address Box 
M-446, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y. 





SIDELINE SALESMEN, SMALL-TOWN 
COVERAGE, Houseware, Hardware, Appliance 
Stores. 714% commission. Catalog includes auto- 
matic toasters, irons, bathroom cabinets, gas and 
electric hot plates and stoves, roller-skates, chrome 
stools, play-pens, space-heaters, ironing boards, 
folding rulers, broilers, plastic. seats, swings, 
many others. Address Box M-444, care_ of 
Harpware AcE, 100 East 42nd St., New York 
7, Be F 


POCKETKNIVES: WANTED SALESMEN 
CALLING ON Hardware, Sports Stores, etc., to 
sell Complete Line of Pocketknives, Profitable 
sideline of six leading quality brands. Fast selling 
deals available for prompt delivery. Liberal com 
mission. Address Box M452, care of Harpwani 
AGE, 100 East 42nd St., New York 17, N. Y. 








WANTED: SPECIALTY BUILDERS 
HARDWARE SALESMAN 


to headquarter in New York City and cover 
Metropolitan New York, Jersey, and all New 
England to travel for an old established 
manufacturer and call on hardware jobbers 
and builders hardware dealers. Salary and 
expenses. Give complete background of experi- 
ence and state salary. We furnish automobile. 
Address Box M-456, care of Harpware AcE, 
100 East 42nd St., New York 17, N. Y. 











WANTED — SALESMAN HAVING AN 
ACQUAINTANCE AND FOLLOWING with 
the notions, paper, woodenware, hardware, and 
auto accessories jobbers in the States of Illinois, 
Indiana, Wisconsin, and Minnesota, to sell a 
well known line of padlocks on a straight com- 
mission basis. Write giving detailed statement of 
your experience as well as the names of three 
concerns you are representing. Address Box 
M-432, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y. 





WANTED—SALESMAN THOROUGHLY EX- 
PERIENCED in Builders’ Hardware and Con- 
tract Hardware to take over newly created 
territory on an exclusive basis, selling nationally 
known and advertised line of locksets, cabinet 
hardware and door trim. Commission basis. Must 
have established following among wholesalers and 
jobbers, and be able to handle large contract 
hardware accounts. Only thoroughly qualified men 
will be considered, Give full particulars in first 
letter. None others will be considered. Reply to 
Box M-396, care of a Ace, 100 East 


42nd St., New York 17, N. 








WANTED: SALESMEN FOR NEW LINE 
OF PACKAGED FARM TARPS! 
Established manufacturer, introducing new line 
backed by entirely new merchandising program, 
including national advertising. Wholesale sell- 
ing only. Exceptional earnings opportunity, Pos- 
sibility in some territories of handling other 
established items in line. In writing, mention 
lines now carried and territory covered. Address 
Box M-434, care of Hardware Age, 100 East 

42nd St., New York 17, N. Y. 








SALESMEN, MANUFACTURERS AGENTS 
AND JOBBERS WANTED:—Manufacturer of 
well known trade marked paint specialties adv« 
tised for 40 years. Launching 1948-49 natio: 
drive. Now selling in volume, known to dealers, 
well merchandised. Many permanent protected 
territories open. Also salesmen for full line paint 
products. Write Box M-433, care of Harpwari 
Ace, 100 East 42nd St., New York 17, N. Y. 








ESTABLISHED HARDWARE JOBBER 
HAS OPENING FOR EXPERIENCED 
AGGRESSIVE SALESMAN 


with following in Passaic, Bergen and Sussex 
Counties of New Jersey and Orange anid 
Rockland Counties in New York. Prefer man 
to live in area covered. Must have car. 
NEWARK SPECIALTY COMPANY 
20 Prince Street Newark 3, New Jersey 
Attention: Herman Ruderman 











SALESMEN WANTED 


BY LONG ESTABLISHED, WELL-RATED FIRM 
WHO MANUFACTURE A LOW PRICED 24- 
PIECE STAINLESS STEEL TABLEWARE SET. IF 
YOU ARE CALLING ON RETAIL HARDWARE, 
DEPARTMENT OR HOUSEHOLD FURNITURE 
STORES, THIS IS A “NATURAL” THAT YOU 
CAN ADD TO YOUR PRESENT LINE. 


10% COMMISSION 


STATE TERRITORY DESIRED AND WHAT LINES 
YOU NOW CARRY. OUR EMPLOYEES KNOW 
OF THIS AD. WRITE BOX M-382, CARE OF 
| | HARDWARE AGE, 100 EAST 42nd ST., NEW 
| | YORK 17, N. Y. 
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REPRESENTATIVES CALLING ON DIS- 
TRIBUTORS, and/or Department Stores, Chains. 
Complete line imported baskets, including clothes- 
baskets, fishing creels, bread and roll baskets, etc. 
Several territories open. Liberal commission. Re- 
ply Box M-435, care of Harpware AGE, 100 East 
42nd St., New York 17, N. Y. 


SALESMAN; CALLING ON__LUMBER 
YARDS, CABINET SHOPS, ETC., towns 
15,000 up in lowa, Minn., Ind., Ill., Wis., 
Mich., Ohio, hardware equipment, repeat com- 
mission. Name present territory and ‘ines carried, 
Detail information by return mail. Ring<hippews 
Co., 2517 California Ave., St. Louis 4, Mo. 


SALESMEN WANTED BY LARGE WELL 
ESTABLISHED NEW YORK WHOLESALE 
HARDWARE HOUSE to cover retail hardware 
trade. Territories open in entire United States. 
Write giving particulars and territory you cover. 
Commission basis, no objection to non-conflicting 
side lines. Chas. W eiland, Inc., 149 Chambers St., 
New York 7, N. Y. 


SALESMAN TO SELL RETAIL HARD- 
WARE DEALERS in New Jersey for highly 
regarded wholesale hardware, electrical and_spe- 
cialty jobber. Must be experienced and have 
following. This is not a sideline or a part time 
job. Liberal Ay arrangement. Give full 
information in reply. Address Box M-443, care of 
Harpware Ace, 100 East 42nd St., New York 
17, N. Y¥. 





SALESMEN! 


We have an excellent sideline item for salesmen 
calling on Hardware, Houseware, Variety and 
Plumbing Supply Jobbers. Commission basis. 
Exclusive territories assigned to men who can 
produce. Address reply to Box M-447, care 
of Harpware AcE, 100 East 42nd St., New 
York 17, N. Y. 











SALESMAN WANTED: NOW CALLING 
ON FURNITURE STORES for Line of Oval 
Frame Pictures. Sample case can be carried under 
arm. Very small line, but a fast seller. We need 
men covering the small towns in all the States 
West of the Rockies. Commission 20%. In reply 
please state how long you have covered territory 
and other lines you carry. Address Box M-403, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y. 





SPLENDID OPPORTUNITY 
for Qualified 
BUILDERS HARDWARE 
REPRESENTATIVES 
SEVERAL GOOD TERRITORIES OPEN. 
ESTABLISHED LINE OF BUILDERS 
HARDWARE. STRAIGHT COMMIS- 

SION, PROTECTED TERRITORY. 
ADDRESS BOX M-451, CARE OF 
HARDWARE AGE, 100 EAST 42nd ST., 
NEW YORK 17, N. Y. 
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SALESMEN — SELL 
HIGHEST UALITY L 
and lumber dealers. 18” to 6’ 
metal bindings. Simply show 
orders. We ship, carry accounts. 
missions. Write, stating 
lines now carried. Shar Miller, Inc., 1352 
Dixie Ave., Detroit 23, Brith. 


VELS to 


with and withou 


WANTED — LIVEWIRE 
SENTATIVE FOR NATIONALLY 
TISED LINE of Aluminum Paint and 
Powders on 2 commission basis. 
tunity for a man well acquainted with pain 
Reply 


to Box M-442, care of ARDWARE AGE, 
100 East 42nd St., a 


New York 17, N. Y 


samples and take 
Liberal com- 
Pg covered anc 


SALES REPRE- 
ADVER- 
Bronze 
Excellent oppor- 


jobbers, hardware jobbers and mill supply houses. 


oo PLETE LINE 


hardware | 
t 


1 


t 








trade to handle line. Territories Eastern AwJ 
sylvanai, Delaware, Maryland, Washington, D. 

A profitable worthwhile major line. ell Ph 
arrangement. Can be carried as a sideline. Ad 
dress Box M-449, 
East 42nd St., New York os Se 


FOLLOWING among’ Wholesale 
a and a for line of 

ts. Lowest priced quality mat on the market 
x IPE RIOR Hou ‘SE HOL D MFG. CO., 740 W 
Adams Street, Chicago 6, Illinois. 


PAINT SPECIALTIES. 
MANUFACTURER with wide 


trade and public 


acceptance has a few choice territories available 
for Experienced Representatives. Those calling 
on paint, hardware, building supply and_ allied 
trades with non-conflicting lines can earn a sub 
stantial income on commission basis. Write fu 
details to Box M-378, care of Harpware Aci 


100 East 42nd St., New York 17, N. Y. 





AN ATTRACTIVE BUILDER'S 
& CABINET HARDWARE LINE 


lf you are a sales representative with a 
wide acquaintanceship in the Hardware 
Jobber or Wholesale field in the New 
England, Metropolitan New York, South- 
eastern States, Mid-west or the Rocky 
Mountain States, a money-making oppor- 
tunity is open to you. The line is small 
but it is growing as materials become 
available. Present items are leaders in their 
field and have ready acceptance. Prompt 
shipments on all products. Commission 
only, Address Box M-455, care of Hard- 
ware Age, 100 East 42nd Street, New 
York 17, N. Y. 











yo" Wanted 


REPRESENTATIVE 








MANUFACTURERS 


DESIRES ADDITIONAL QUALITY LINE for 
Wholesale Hardware and Automotive trade in 
the following territory: Kansas, Nebraska and 
Western Half of Missouri. Coverage is thorough. 


Address Box M-448, care of Harpware Ace, 





100 East 42nd St., New York 17, N. Y. 


care of Harpware AGE, 100 


SALES REPRESENTATIVES, MUST HAVE 
Hardware, 
Rubber Door 


ESTABLISHED 


WANTED FOR HARDWARE, HOUSE-! 
FURNISHINGS AND ELECTRICAL JOB- 


BERS. Must be well acquainted with the jobbing 


| 
1 











MANUFACTURERS’ AGENTS 


deg ee COVERAGE BY 4 MEN COVERING 

IND., & WISCONSIN. SELLING HDWE. 
JOBBERS & HDWE. CHAINS, AUTOMOTIVE 
JOBBERS, & RETAIL CHAINS, ELECTRICAL 
JOBBERS, MILL SUPPLIERS, MAIL ORDER 
TUREAS whe Seut suTsipe pnopuers Tami 
THEIR RETAIL DEALER ORGANIZATIONS’ 

LEE E. LANE COMPANY 

624 So. Michigan Ave. Chicago, tilinois 








SOUTHEASTERN STATES 


Manufacturer’s Agents. Established 1926. 
Staff of 5 men. Cover trade 4 times yearly. 
Commission basis. Inquiries invited, 


McCUTCHEN-SIMPSON, INC. 
9822 N. E. 2nda Avenue Miami 38, Florida 








GREATER NEW YORK 


MANUFACTURERS’ AGENT 
DESIRES ADDITIONAL LINES FOR SALE TO 
WHOLESALE HARDWARE, PAINT, MILL SUP. 
PLY OR BUILDING SUPPLY FIRMS. PERSONNEL 
WELL QUALIFIED AND WELL REGARDED BY 
WHOLESALERS AND KEY RETAILERS. 

JOHN H. HURLEY 
30 CHURCH STREET NEW YORK, N. Y 














LINES WANTED 


MANUFACTURERS’ REPRESENTATIVE CALLING 
ON WHOLESALE HARDWARE, LUMBER AND 
BUILDERS’ SUPPLY HOUSES THRU-OUT 
PENNA., OHIO AND W. VA.. WANTS LINES 
OF MERIT. WRITE BOX M-386, CARE OF 
HARDWARE AGE, 100 EAST 42nd ST.. NEW 
YORK 17, N. Y. 








Distributor or Manufacturer's Agent 
Place your sales and distributor problems com- 
pletely in our hands. Executive type salesman 
and associate with established accounts among 
hardware and implement dealers in Illinois and 
lowa can handle additional line or item. Ca- 
pable of assisting with merchandising problems. 
Can expand. Address Box M-441, care of Hard- 
ware Age, 100 East 42nd St., New York 17, N.Y 








Manufacturers 
Representative 
TEXAS Southwest 


Can conveniently handle two short lines or 
one major line HARDWARE and SPORT- 
ING GOODS. Covering all of TEXAS, and 
RIO GRANDE VALLEY. 

Desire lines with some advertising back- 
ground. 

Will furnish excellent references and guar- 
antee results to manufacturers of quality 
lines. 


Don F. Tierney 
Box 3364 Corpus Christi, Texas 








(Classified Opportunities continued on page 180) 















ree 








Chassikied Opportumitien. Section... 











| —s Accounts Wanted | 





| = Accounts Wanted =i 





[ Business Opportunities 





ATTENTION MANUFACTURERS Seek 
additional lines for northeast Ohio and western 
Pennsylvania mee Thorough coverage. Reli 


dependable merchandiser. Well and 
iapom to the trade. Your inquiry 
Robert Wittrock, 8510 Lin vood Ave., 
Ohio. 


able and 
favorably 
solicited. L. 
Cleveland 6, 


coverage of Northwestern Indiana. 
200 hardware, farm implement and 
accounts. Six week call schedule. I 
have covere:! this area for eighteen years. Buiak 
references. Can warehouse smaller items in con- 
venient wholesale headquarters which is in charge 
of inside salesman. Box M-375, care of Harpwari 
Ace, 100 East 42nd St., New York 17, N. Y. 


Intensive 
Selling over 
automoti.e 





BUSINESS HOUSE IN 
WISHES TO TAKE OVER SOLE AGEN 
for up-to-date Household/Kitchen Mac erent anc 
Apparatus. Reloj Oversea Supplics Oberricaen 
Zurich, Switzerland. 





SALES REPRESENTATIVE SEEKING 
VOLUME LINE for hardware jobbers, dealers, 


lumber 
acquainted with trade. 
ware, shelf hardware, 
tools. Territory Ohio, 
West Virginia 

commission basis. 
cinnati 1, Olio. 


yards and builders supply dcaiers. Well 
Experienced builders hard- 
building specialties, hand 
Eastern Kentucky, 
Good thorough representation, 
Address P.O. Box 1931, Cin- 





TWO WELL ESTABLISHED MANUFAC- 
TURERS REPRESENTATIVES having 
contacts with buyers in Hardware Jobbers and 
Builders Hardware Contract Department in 
North Central States have time to give proper 

attention to one additional quality line. Will con 
sider an item other than builders hardware spe- 
cialty. Address Box M-453, care of Harpwart 
AGE, 100 East 42nd St., New York 17, N. Y. 





BY COMPETENT REPRESENTATIVE ‘GIV- 
ING COMPLETE AND PROPER COVERAGE 
in Michigan, Indiana, Ohio, Wisconsin, Lowa 
and Minnesota. Servicing Jobbers and Chains 
only. We know the market and buyers in this 
territory. Interested in reasonably priced quality 
items in hand tools, electrical supplies and 
plumbing supplies. Address Harold N. Fitting, 
4841 So. Park Drive, Fort Wayne, Ind. 


WANTED 3 ARDWARE AND BUILDER 
HARDWARE LINES for Detroit and State of 
Michigan. Address Box M-450, care of HARDWARE 
AcE, 100 East 42nd St., New York 17, N. Y. 





CAN YOU USE AN OUTSTANDING 
YOUNG SALES MANAGER ON A _ PART 
lIME BASIS? Can take on another manufac 
turer of hardware, automotive or mill supply 


products. Commission basis. Prefer plant in New 
York State, Pennsylvania, New Jersey and Ad- 
joining States. Will handle sales, advertising 
and market research. Have personal connections 
with large buyers from coast-to-coast plus chain 
ind mail order contacts. Address Box M-402, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N, ¥, 


180 


good | 





SW ITZERL AND D | 


Southern | 





FEW ADDITIONAL LINES WANTED BY 
MANUFACTURERS’ AGENT selling to hard- 
ware, electrical, plumbing and mil! supply jobbers 
in the States of Kansas, Missouri, lowa and 
Nebraska. Address Box M-427, care of Harpware 
AcE, 100 East 42nd St., ow York 17, N. Y. 





ATTENTION MANUFACTURERS. OUR 
AGENCY COVERS California, Washington, 
Oregon and Idaho selling jobbers, chains, depart 


ac counts. We are 
houseware line, 
- thre 


and better dealer 
strong hardware and 
“Tntelligent representation 
service of thc buyer 
265, Western Merchandise M on 
Catf. 


ment store 
seeking a 
Our motto is 

maker At the 
Sharp oo Space 
1355 Marke: St., San Francisco, 








SS ee 


NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CURPORATION Pittsburgh 22, Pa. 
Branch Offices 
New York @ Philadelphia @ Detroit 
Cleveland @ Louisville 
Covering «11 classes of jobbers. We will carry 

the accounts or you can bill direct. 
Write for further information and references. 














Positioms Wanted =f 


VETERAN, 
TAIL 





DESIRES EMPLOYMENT RE- 
HARDWARE Willing to buy partially. 
Coliege gradunte Married, age 25. Now em- 
ployed. Prefer New York, Pennsylvania, Ohio, 
West Virginia or Virginia. Address Box M-401, 
care of Harpware Ace, 10C East 42nd St., New 
York 17, BR. ¥ 





SALESMAN SEEKS CONNECTION WITH 
ONE MANUFACTURER, hardware or paint 
line, in New York State or New Jersey. Many 
years experience. Address Box M-437, care of 
1 /. Ace, 100 East 42nd St., New York 
ee ae 





SALES MANAGER, 10 
SALE AND BUILDER’S 
PERIENCE. Located in New 
record of building sales and training 
Will consider sales position leading to sales man- 
agement for manufacturer or wholesaler. Address 
Box M-406, care of Harpware Ace, 100 East 
42nd St., New York 17, ¥ 


YFARS WHOLE- 
HARUWARE EX- 
Jersey. Excellent 
salesiien, 








POSITION WANTED. YOUNG MAN SEEK. 
ING POSITION as Buyer or Purchasing Agent 


for wholesale or retail hardware establishment. 
Many years of experience. Reference furnished 
at request. Address Box M-436, care of Harp- 

100 East 42nd St., New York 17, 


WARE AGE, 
yw 





MANUFACTURERS REPRESENTATIVE 
SEEKS OUT OF TOWN MANUFACTURER, 
of house furnishings for New York State includ- 
ing Metropolitan New York City, New Jersey, 
contacting jobbers, department and chain stores, 
larger dealers. Can render thorough and active 
coverage based upon 10 years selling experience. 
Address Box M-439, care of Harpware Ace, 
100 East 42nd St., New York 17, N. Y 





INFORMATION WANTED REGARDING 
YOUR EXCESS STOCK cf Sporting Goods, 
Pocket Knives, Shears, Clock., Scales, ete. Write 
State House, Box 91, Lincoln, Nebr. 





FOR SALE. STOCK OF HARNESS HARD 
WARE AND MACHINERY. Leather and fin- 
ished products optional. We are discontinuing thie 
harness business on account of more space. Al! 
the above must be removed from present location. 
\ddress Box M-438, care of Haxpware Acz, 
100 East 42nd St., New York 17, N. Y. 


OPPORTUNITIES IN MANY COMMUNI 
TIES rOR THE PURINA FRANCHISE 
Purina Chows for livestock and poultry, sanita 
tion »roducts, farm supplies under Checkerboard 
label, rurz] America’s best known trademark. 
Find out what being a Purina Dealer can mean 
to you. Write Dept. Ralston Purina Ga:, 
2505 Checkerboard Square, St. Louis 2, Mo. 


FOR SALE OR PARTNERSHIP—RETAIL 
HARDWARE STORE carrying full line hard- 
ware, paints, electrical, plumbing, sporting goods, 
etc. Need partner, or will sell outright becaus 
of health accident. Cost-stock dollar for dollar 
plus fixtures, about $10,000 for all. Buildings are 
owned by us. Located in Trenton, N. J. Reply to 
Box M-445, care of Harpware Ace, 100 East 
2nd St., New York 17, N. 








1,000,000 
STEEL HOOK CLIPS 1%" x 2" 
DISPOSAL — 60¢ per M 
Shipping weight 8 Ibs. per M. Packed 1M 
per box; shipped in original wooden cases, 
10 boxes per case. Packed for export. Weight 
84 Ibs. per case of 10M — Cube 1.8. 
Samples on request. Terms: Lm, Bs Be 
STANDARD TAG CO. 
65 Duane Street New York 7, N. Y. 
WO 2-3296 














WILL BUY 
SUBSTANTIAL QUANTITIES 
HARDWARE, TOOLS, ETC. 

J. J. KORN 


57 Murray St. New York 7, N. Y. 
WO. 2-0544 














Lumber Yards, Manufacturers 


DEPLETING STOCK 
HIT IT ON THE HEAD 
FOR YOUR NAIL NEEDS 


BRIGHT COMMON 2d to 60d. 
FINISHING NAILS. 

BLUED PLASTERBOARD 1!/."'x13"x! 9,4". 
GALVANIZED ROOFING The" HEAD. 
COATED, BOX, SPECIAL NAILS. 


We Sell 1 Keg or a Carload. 


THE GORDON CO. 


209 Division Street New York 2, N. Y. 
GRamercy 3-3633 


Hardware, 
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Known the World Over 


WARDROBES, CHESTS, UTILITY CABINETS, AND CLOSET ACCESSORIES 





— Aud More AreOn The Way! 


E-Z-DO ¢ 261 FIFTH AVENUE + NEW YORK 
1855 Industrial Street, Los Angeles, Calif, 
1128 Merchandise Mart, Chicago, Ill. 





KEEP YOUR EYE ON E-Z-DO! — OVER 101 SUCCESSES NOW 





















POINT DRIVER 

















GLASS y PUTTY 
CUTTERS Lf (or KNIFE - 
\ y There are no substitutes for quality— 7 a> 
024 S=— Be oe uu ee a ee a 
= x/ \ Complete Catalog Available 
. , GLAZIERS 
hé RED DEVIL TOOLS. Irvington 11,N.J.,U.5.A. POINTS 


GLAZING COMPOUND 


LOWER IN PRICE... 
BETTER IN QUALITY 
... THAN PUTTY 


Lasts longer! Does the work better! That's 


















It’s brand new! Kilgore’s large size 
GYRO-SHAKER that measures . ‘ 
mixes ... juices . . . and strains. 
Reamer section also doubles as a one 
ounce measure. A 4-piece unit made 
entirely of Polystyrene that can be 
dip-sterilized in boiling water. Each 
complete unit individually packed in 
colorful, illustrated box. At about 75c 
retail—it’s certain to be a big volume 
seller. 


Glazing Compound. Used for glazing wood and metal 
sashes, pointing, etc. Flexiseal adheres tenaciously, sets 
firmly forming a tough weatherproof surface, remaining 
plastic underneath. Flexiseal is the perfect seal against the 
elements. Makes money for you. 

For additional data and prices write 





|——______ 























650 SOUTH CLARK STREET « CHICAGO 5, ILLINOIS 

















IWAN IDIEIN MEPIU LT AT AY Ad OR eS THE KILGORE MANUFACTURING CO. 
LANOEN buTYy Wonks TR {p wn tgp 
45 IRVING STREET MALDEN, MASS. 
MR. MANUFACTURER: 
When You Know pay we sed 
ne low-cost contact gives you 
The Trade-Name— 
f d d t to k Whe Mek 18? @ NATION-WIDE DISTRIBUTION 
of a certain product and want to know “Who Makes “4 
look in the General Directory Section of the “Who Makes [t?” © AGGRESSIVE PROMOTION 
Number of HARDWARE AGE for the trade-name. You'll find @ FORCEFUL PRESENTATION 
it listed alphabetically under the product heading of the item ; 
in question. Alongside the trade-name you will find the name 'ru-Test has an assured buying market Of Over 
of the manufacturer, also the address of the maker arranged fifty wholesale hardware distributors serving 
alphabetically in the same list. Keep your “Who Makes It?" thousands of retail hardware dealers plu 
Number close at hand where it will serve your wants quickly. complete promotion to insure you continu 
HARDWARE AGE ae 
100 East 42nd St. New York 17, N. Y. TRU-TEST canes 2 comeany 





* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 


rr 3 Grimtiatiern 
= AP 
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DEAD EYE DICK says: 


The new Mountie cap pistol proves 
to be one of the finest pistols in the 
entire Kilgore line. A 50-shot repeater 
that’s built for a long life of satisfac- 
tory service. It’s name alone has strong 
play appeal—and it’s authentic design, 
beautiful “engraving”, button-touch 
loading and large size are added fea- 
tures every youngster wants. It’s tops 
in performance, too, with smooth 
action and positive firing—both fast 
and slow. See Kilgore ad on page 167. 


THE KILGORE MANUFACTURING CO. 


WESTERVILLE, OHIO 















THE CHOICE OF 
PROGRESSIVE DEALERS 





Follow the lead of large, progressive 
dealers and stock up with fast-selling FRANZITE 
GRIPS for Colt, Smith & Wesson, Hi-Standard, 
Ortgies, Luger and Mausers. Offered in a _ wide 
choice of beautiful designs in ivory, pearl, walnut, 
onyx, etc. 

Dealers’ catalog and liberal dealers’ discounts sent on request 


SPORTS, INC., (Mfrs.) 
5501 Broadway Dept. HA-2 CHICAGO 40, ILL. 











YOU’LL NEVER’ MISS A SALE 


atthe 


© The Most Complete Line 


since 1899 


© Nationally Advertised 
JATE SHIPMENT, 


TEMPLETON? KENLY & CO., 


ty oe © ee 




















GenuirPE DOMES 2 SILENCE 
SLIDE SILENTLY - SOFTLY- SMOOTHLY 
SOc SET -15¢ SET-10c SET SAVE FURNITURE 

& FLOORS-CREATE QUIET 


"Domes of Silence’ 
Glide 


Name 


on each genuine 


Silence 
Glides 


Domes of 
} Rubber 
Marble, 
Sizes for metal c< w 


Cushion 
Cement and Bathroo 


For Tile, 22 
od beds, large 


Noiseless, 
chairs and all furniture 


Ask yeur Jobber. 


DOMES of SILENCE. Inc., 35 Pear! St., 


182 


If he is not supplied write to 


N.Y.C. 
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A 

Ace Window Screen Co. 

of Chicago EEE 
Air Express Div. a 
Akron Products Co. ieltniaasi 
American Floor Surfacing 

Mach. Co. ices 
American Grease Stick Co. 171 
American Grille and Screen Works 173 
American Import Co. 177 
American Screw Co. 59 


American Telephone & Telegraph 
Co. ‘ 


Anchor Sales Co. _._ 159 

Anchor Wire Corp. 144 

Arvey Corp. 111 

Automatic Products Co. : 15 
B 


Barridon Oi! Burner Products, Inc. 183 
Bethlehem Stee! Co. 4 





Black & Decker Mfg. Co. va 
Cc 

Carborundum Co. 10-11 
Carpenter-Morton Co. ———— 
Central Can Co. ‘i 120 
Central States Paper & Bag Co... 175 
Champion DeArment Tool _ 104 
Champion Hardware Co. sis #0 
Clemson Brothers, Inc. 105 
Cleveland Chain & Mfg. Co... 95 
Collins Co. ; 140 
Columbian Enamel. & Stamping 

Co., Inc. 60 
Committee on Stee! Pipe Research 22 
Consumers Glue Co. _... ---—«8B 


Corbin, P. & F. 9 
Corning Glass Works 


44 
Crescent Too! Co. 68 
8 


| Crosley Div., Avco Mfg. Corp._ 


Cummins Portable Tools 
Div. of Business Machines Corp. 171 


D 
Davis Mfg. Co. aeicdiciiaas 170 
Diamond Calk Horseshoe Co. 160 
Domes of Silence 182 
Donley Paint Co. 146 
Du-Fast, Inc. 115 

Duo Therm Div. of 
Motor Wheel Corp. 35 
Durkee-Atwood Co. _. 49 
Duro Metal Products Co... 52 

E 
E-Z Do Ee 
Eagle Industries, Inc. 1 
Eagle Mfg. Co. 157 
Edwards & Co., Inc. 38 
Electro-Line Products Corp. 175 
Embury Mfg. Co. 170 
Everedy Co., The __ 155 
Exact Level & Tool Co. 31 








F 
Forry Cap & Set Screw Cd... 101 
Firestone Industrial Products Co... 39 
Fletcher Enamel Co. ey 
Fowler Co., Fred ¥. _..-_ sa 

G 
Gary-Pioneer Steel Corp. 52 
General Electric Co., 

Apparatus Dept. —____53, 125 
Gillette Safety Razor Co. 148-149 
Glide-A-Ball Caster Corp. .. 144 
Goldblatt Tool Co. —_ 4o 
Goodrich Co., B. F., 

Industrial Prod. Div. 55-56 


Goodyear Tire & Rubber Co., Inc. 24 


Great Neck Saw Mfgrs., Inc. 142 
Greenlee Tool Co. : — | 
Griffon Cutlery Works, Inc. 130 


Grumbacher, Inc., M. __ 177 


H 


Hager & Sons Hinge Mfg. Co., C. 121 


Hamlin Metal Products Co. 26-27 
Hanson Scale Co. 173 
Harrington & Richardson Arms Co. 63 
Heckethorn Mfg. & Supply Co... 40 
Heineke & Co. ‘iia 
Heller & Co., W. C. 165 
Hercules Powder Company 184 
Hodell Chain Co. . é 
Hoover Co., The 12 
Horton Mfg. Co., The 62 
Housewares Sales Corp. 175 
I 
Ideal Cabinet Corp. 60 
Independent Lock Co. 71 
Indiana Steel & Wire Co. 174 
Inland Steel Products Co. 103 
J 
Judd Co., Inc., H. L. 113 
K 
K-D Mfg. Co. __ 177 
Kay-Tite Co. __ 147 
Kilgore Mfg. Co, 167, 181, 152 
L 


Lafayette Saw & Knife Co., Inc. 58 


Landen Putty Works 181 
Landers, Frary & Clark 64-65 
Langley Corp. 23 
Lerio Corp. 54 


Lewis Engineering & Mfg. Co., The 20 


Libbey Glass Div. Owens-Illinois 
Glass Co. _ 


Locke Stove Co. _— — 
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M & H Lab«c 
Manning, Bo 
Marsh Corp. 
Marshali Mf 
Marshalltown 
Master Lock 
Master Rule 
McCambridg 
Co. 


McGill Mete 
McKinney M 
Mechanix Ill 


Meta! Engin 
Metco Div 


Meyercord C 
Mill-Rose Cc 
Miller Electr 
Miller, Inc., 
Minute Mop 
Murphy's So 
Myers & Bro. 


National Ca 
National Ha 
National Loc 
National Mfc 
National Scr 
New Haven | 
Noma Electr 
North Wayne 


Owens-Corni 


Pacific Brass 
Packaged Ba 
Parker Mfg 

Pascagoula [ 
Peck, Stow & 
Peerless Leve 
Peters Cartric 
Pioneer Gen- 
Pitman & Cc 


Pittsburgh Pl, 
Store Front 


Pittsburgh St 
Plomb Tool | 
Plymouth Co 
Portable Ele« 
Prentiss Wab 


Quam-Nichols 


Railway Expr 
(Air Expres 


Red Devil To 
Regent Indus’ 


Renuzit Home 


HARDWA 





_ 101 
oe 
a ae 
~ 170 


, 125 
18-149 


55-56 


142 
169 
. 130 


. 121 
26-27 
173 
63 


29 


165 


12 
62 
175 


71 
174 
103 


113 


177 
147 
132 


181 
A-65 


54 
20 


107 


48 
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M & H Laboratories, Inc. 
Manning, Bowman & Co. 

Marsh Corp., James P. 
Marshali Mfg. Co. _._ 
Marshalltown Trowel Co. 
Master Lock Co. _— 

Master Rule Mfg. Co., Inc. 
“agate & McCambridge 


McGill Metal Products Co. 
McKinney Mfg. Co. - 
Mechanix Illustrated _....__._ 


Meta! Engineering Co., 
Metco Div. _.__ 


Meyercord Co. __ 
Mill-Rose Co. 
Miller Electric Co. 

Miller, Inc., Robert E. 
Minute Mop Co. 

Murphy's Sons Co., Robert 
Myers & Bro. Co., F. E. 


N 


National Can Co., Inc. —- 
National Hardware Show, Inc. 
National Lock Co. 

National Mfg. Co. -— 
National Screw & Mfg. Co. 
New Haven Clock & Watch Co. 
Noma Electric Corp. 

North Wayne Tool Co.. 


° 


Owens-Corning Fibergias Corp. 


Pp 


Pacific Brass & Hdwe. Mfg. Co 
Packaged Ball Co 

Parker Mfg. Co 

Pascagoula Decoy Co. 

Peck, Stow & Wilcox Co. 
Peerless Level & Too! Co. 
Peters Cartridge Div. 

Pioneer Gen-E-Motor Corp 
Pitman & Co. 


Pittsburgh Plate Glass Co., 
Store Front Div. 


Pittsburgh Steel Co 

Plomb Tool Co. 

Plymouth Cordage Co. 
Portable Electric Tools, Inc. 


Prentiss Wabers Prod. Co. 


9 


Quam-Nichols Co. ___.__ 


R 
Railway Express Agency 
(Air Express Agency) 
Red Devil Tools 
Regent Industries, Inc. 


Renuzit Home Products Co. 








« 
Reynolds Metals Co., 
Bidg. Prod. Div. 57 
174) Royal Oak Industries 175 
43 
48 
159! s 
181 | Safe Padlock & Hardware Co. 154 
5| Schultes Level Co, 183 
30| Sharon Belt & Screw Co. 176 
} Sheffield Bronze Paint Corp. 159 
a Shelby Spring Hinge Co. 176 
| Simer Co., Jerome 138 
= Skillman Hardware Mfg. Co. 184 
- = Smith & Sons, Inc., Seymour 177 
25| Southern Coal Co. 4 
OE I, JI: cenpnibtisctetinintiihiatinccias 182 
167| Stanley Works, The 33 
165| Steel Products Mfg. Co 145 
182 | Swift & Co. 124 
177 
184 T 
157 
Technical Glass Co. = 4 
Templeton, Kenly & Co. 182 
Tetco Co. 42 
131 Toolkraft Corp. ; _—— 141 
32 Tremco Mfg. Co. 108 
17 Triplex Screw Co. 19 
174 Tru-Test, Division of Oakes & Co. 181 
185 Turnbuckles, Inc. 17% 
139 Twix Mfg. Co., Inc. 4 
36-37 
157 
U 
United Brush Manufacturers 16 
U. S. Die Casting Co. 183 
18-19 | Universal Metal Products Co. 14 
v 
176 
157 Vaco Products Co 47 
54 Vaughan & Bushnell Mfg. Co. 102 
167 Vaughan Novety Mfg. Co. 40 
58 Vital Products Mfg. Co., The 165 
i Vichek Tool Co. 118 
93 Voit Rubber Corp., W. J. 62 
21 
181 
Ww 
153 
137 Warp Brothers 186 
7 Washburn Co., The 40, 184 
Westinghouse Electric Corp., 
177| Farm Prod. Sec. 50-51 
136] Wood Shovel & Too! Co. 66 
61! Wooster Brush Co. 2 
Worthington Pump & Machinery 
Corp. 133 
159 
x 
X-Acto Crescent Products Co., Inc. 114 
143 
181 ’ 
135] Yale & Towne Mfg. Co... 3 
117] Youngstown Manufacturing, Inc. 14 
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“Schulles 


*Reg. U. S. Pat. 
—THE MODERN 
PRECISION LEVEL 
WITH PRE-ADJUSTED 
SPIRIT VIALS 


* Schultes Spirit Vials are adjusted at Factory. 
* Anyone can insert Vials on spot to accuracy of 1/10 of 1° 
* A great selling point to user! Eliminates bother of re- 
turning Levels to factory for repair. 
* Interested in handling complete line? Write for details. 
SCHULTES LEVEL INC. * 17403 Gable + Detroit 12, Michigan 


“PATENTED AND PATENTS PENDING 











shally Towel & 
Washcloth Fixture 


It's PRACTICAL and it's 

selling like hotcakes. Ever 

try to hang a towel or 

washcloth on the bar with one hand? 
Now it is being done with ease, 
just slip it on. Rods available in 24" 
and 30" lengths. 34" rod enameled 
wood in colors. Also: Carpenters 
Butt Gauges, Bath-Helper Bars, Store Door Push Bars 
(double and single), Soot Chaser {individually packed). 


U. S. DIE CASTING COMPANY 
Elyria, Ohio - Phone 55-135 














SPECIAL OFFER! 
NOW AVAILABLE! 


CAST IRON 
CENTER FEED 
RANGE 


Other Models Available 
Write For Catalog 
Two 7" center feed cast 
iron burners mounted on 
individual adjustable ped- 
estals, 3 gal. METAL OIL 
CONTAINER of rust-resist- 
ing terne plate with 
ROCHESTER magnetic 
gauge finished in beautiful! 
white FLEX-O-LAC forged 


Dealer Inquiries Invited — one- neg leak-proof 
ering va 


BARRIDON oi BURNER PRODUCTS, INC. 
1429 Park Street Hartford, Conn. 






























Handy Applicator Bottle 


FAST SALES! pera 
40% PROFIT! LUBRICANT 
DEALER PRICE $1.80 Dozen 
RETAIL PRICE 25¢ Bottle 





The McCAMBRIDGE & McCAMBRIDGE Co. 


BALTIMORE 23, MARYLAND 
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SINCE 1850 


a BUY line for your 
CUTLERY DEPT. 


‘ 
uN MANUAL g 
TRAINING 4 


Fo. nearly a century, Re 
Murphy and Sons have made quality knives for 
every purpose. Knives that are sharp, durable 
and especially designed to do a particular job. 
R. Murphy Knives are painstakingly fash- 
ioned from the finest, tempered steel, uni- 
formly hardened by an exclusive process and 
honed by hand. They are precision joined to 
custom built handles that provide the proper 
grip. 
Customers don't "go by", they come buy 


ADJUSTABLE when you carry R. Murphy Knives. 


CARTON 


Order today from 
your jobber. Display 
and sell with confi- 
dence and profit. 
Write for descrip- 
tive catalog showing 
the complete line of 
R. Murphy Knives. 





e ROBERT MURPHY SONS COMPANY 
AYER, MASSACHUSETTS 








IVP e@ RUBBER COATED 


EGG BASKETS 


For quality egg production, profit-minded poultrymen 
use Androck rubber-coated egg gathering baskets for 
collecting and cooling eggs. Holds 15 dozen eggs 
(% crate). Heavy black rubber coating. 





BALE HANDLE 
with easy, 
comfortable grip. 





RUBBER COATING 
prevents breaking 
of eggs. 


BASKET SIZE 
13” top; 
11” bottom 
9” high, 
W 
, 
CAPACITY 
15 dozen eggs 
(2 crate). 


#2393—RUBBER COATED 
#393—GALVANIZED WIRE 


THE WASHBURN COMPANY 


FACTORIES: WORCESTER, MASS., ROCKFORD, ILL., NILES, MICH. 








SLE 7 ie 


OLD RELIABLE 





: SMOKELESS POWDER 


GRAND AMERICAN WINNERS 
USE HERCULES RED DOT 





... because it gives precision patterns 
with light recoil under all weather con- 
ditions. Specify Red Dot when you order 
trap and skeet loads from the ammus 
nition manufacturer. 


HERCULES POWDER COMPANY 
938 Market St., Wilmington 99, Del. 


@ TRADE MARK OF HERCULES POWDER COMPANY 
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A COMPLETE LINE ~ 


OF MORTISE, TUBULAR AND RIM LOCKSETS 





From front door to back, 
from cellar to garret, for com- 
plete satisfaction use depend- 
able, long-life Skillman hard- 
ware. Backed by 70 years’ ex- 
perience in the manufacturing 
of fine hardware by skilled 
craftsmen, every piece must 
meet exacting inspection before 
it leaves our plane. 


Be assured of trouble-free 
service — take advantage of 
Skillman know-how and install 
hardware that will withstand 
the test of time. 


SKILLMANE=2 
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